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and NOW ... 
the world’s 
greatest flashlight! 


Jusr that—the greatest flashlight ever 
made by anybody. A genuine Eveready, 
incorporating all the standard Eveready 
features—ring-hanger, safety-lock switch, 
octagonal lens-ring, beveled lens, etc. 

Imagine a beam that will break the 
darkness for a distance of a thousand feet! 
People were astonished when Eveready 
announced the five-hundred-foot light. 
But a thousand! No wonder the U. S. 
Coast Guard adopted this light as stand- 
ard equipment. 

There’s a fine market for this Big Boy 
among fishermen, hunters, firemen, police- 
men, inspectors, construction engineers, 
etc. It is No. 2645. Measures 1414” long. 
Takes five standard Eveready Unit Cells. 
Lists at $6.10, complete with batteries. 
Tell your dealers! 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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N A short time we will be making 

a complete revision of the “List of 
Electrical Jobbers” which is published 
annually by THe Jopsper’s SALESMAN. 
This list is the most complete one 
published and is very largely used by 
manufacturers who are seeking dis- 
tribution through reliable jobbers. 

Presently a letter will be sent to 
every jobber now on the list. This 
letter will carry a clipping of your 
entry as we now carry it on the list, 
so that you may correct it if need be. 
Also there will be a list of questions 
asked, so that your entry may be com- 
plete with reference to the facts most 
commonly desired by those using the 
list. Please be on the lookout for this 
letter and return it promptly with the 
desired information. 

There are still a few companies car- 
ried on our list where only the name 
and address are given. Such com- 
panies, some of them large and influ- 
ential ones, are represented only by a 
little two-line entry, which compares 
very unfavorably, in the estimation of 
the user of the list, with the complete 
information supplied by most of the 
jobbers. Therefore, we wou'd urge 
those jobbers who heretofore have not 
supplied complete information to do 
so on this occasion. There is no 
charge for this service, which is of 
real value to every jobber qualified to 
“make the list,” so why not take full 
advantage of the opportunity? 


. . * 


ON’T kid yourself. Two and two 

do not always make four. Two 
drops of water and two drops of wa- 
ter make one drop of water. Seven 
million individual investors have pur- 
chased securities of electric and gas 
utilities, telephone companies and 
electric transportation companies. 
These seven million have coalesced 
into one vast unit—a combination of 
individuals who are for the utilities 
and are making the way easy for them, 
instead of throwing monkey wrenches 
into the machinery. Upon the pros- 
perity of these utilities very largely 
depends the prosperity of the jobbing 
industry. Has every jobber’s sales- 
man bought this utility stock or bond 
yet? 
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Editor’s Page 


No-Man’s Land 
O-MAN’S LAND—(Naut.) <A space 
amidships used to keep blocks, ropes, 
ete.; a space belonging to nobody in 
particular to care for. An unclaimed space. 
Webster's Dictionary. 

Above is the origin of the term used to de- 
scribe the space between the rival trenches in 
Krance during the World War. No one both- 
ered much then about the derivation, but “No- 
man’s land” became a by-word and millions of 
soldiers can testify to its appropriateness. 

Bullet-swept, gas-drenched, full of traps and 
reeking with the very spirit of Death, No-man’s 
land was the soldiers’ Hell—a mysterious ex- 
panse of disorder and filth that inspired fear 
even in the hearts of hardened veterans. 
Kinally both sides learned that whichever 
gained and held the ascendancy between the 
trenches was assured of ultimate victory. 

So the Americans, whenever they took over 
new sector, insisted on making No-man’s land 
their own. Night after night the Yank patrols 
crawled, dug and fought until the enemy feared 
to laave his own wire. Day after day the artil- 
lery and the machine-gunners acted on the in- 
formation gathered by the “Nighthawks.” 
Thus, when the time came to penetrate and oc- 
cupy the enemy’s position, the attackers were 
led over the perilous terrain by men who knew 
every yard of it. 

The point is that No-man’s land, so long as it 
belongs to nobody and is cared for by nobody, 
is not only useless, but extremely dangerous. 
On the other hand, once it is policed and 
mapped, it becomes a valuable asset. 

It is a significant fact that this neglected 
piece of orphaned space, as described by friend 
Webster, can no longer be found on a modern, 
efficient ship. Neither is there a place for it in 
any first-class business organization, which in- 
sists that every bit of stock and equipment be 
under someone who can be called to account for 
loss, waste or breakage. 

In an electrical organization, the very profits 
depend on the safety and good condition of 
large and valuable stocks. A room, a floor, or 
even a corner for which no one is responsible, 
becomes a dump for everything from cigarette 
butts to tarnished percolators. It is an eye- 
sore and a loss to the house through deprecia- 
tion and wasted space. This is especially true 
of returned goods if they are dumped in a cor- 
ner and left uncared for. 





The moral is: “If there is a spot anywhere 
in the plant without a guardian, attack it, put 
it in order and tuck it under the wing of some 
responsible employee.” 

Clean up No-man’s land! 

* * * 


Those “Funny”’ Advance Notices 


‘ 


HE practice of sending ‘advance notices” 

must certainly have originated with the 

world’s greatest humorist—in his own esti- 
mation. For years, sales managers in all fields 
have vied with one another in what is appar- 
ently a contest, for no known reason, to send 
out the “funniest” card possible. Why they 
should take what is intended to be a serious and 
business-like call, and throw around it a bally- 
hoo of circus proportions is quite beyond the 
understanding of many. 

The only real and effective attempt at humor 
which we ever saw and which in reality carried 
behind it an advertising slogan of value to him 
personally was originated by a jobber’s sales- 
man who had traveled the same territory for 
vears and who had discovered that his name, 
the same as that of a well known container, lent 
itself quite readily to this purpose. 

There is nothing “funny” about a salesman 
calling on a dealer for business. It always rep- 
resents a transaction which costs money and 
consequently should be handled with corre- 
sponding dignity. 

* * * 


Throw Away Your Watch and Get 
_a Compass 

HEN Mike ‘Taradash, president of 

the Hyland Electrical Supply Co., Chi- 

‘ago, visited the National Lamp Works 
to close his agency arrangement, he was asked— 
after talking at his usual machine-gun rate of 
speed for several hours—the time. “Time,” said 
Mike, “I don’t know what time it is. I threw 
away my watch five years ago. I carry a com- 
pass. I don’t care what time it is, I only want 
to know where I am going!” 

It would be interesting to know how many 
of us carry mental compasses instead of watches 

how many of us really want to know where 
we are going. 

The only real function of time is to place a 
limit on the period allotted us in which to ac- 
complish our purpose. If we steer our business 
path by a compass we can all do like Mike 
has done—throw away our watches. 
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Here’s A Story! 


In seventeen hundred and something, the French Academy 
of Medicine offered a prize for the best suggestion as to plants 
that could be used for food in time of famine. An Apothecary, 
named Parmentier, won the award by proving that the potato 
was not poison and could be used. 








ar 


Did the people start eating spuds? Not on your life!’ The 
potato had to make a name for itself—get advertised. 


Finally Louis XVI came out at a swell banquet or sales con- 
vention or something and wore a potato blossom. Potatoes 
immediately became a smart dish. 


SALES RESISTANCE HAD BEEN BROKEN DOWN 


Jobbers’ Salesmen—You “know your stuff”, but may 
we be permitted to breathe a suggestion. Do not say | 
to your customer, “Want Some Tape?” Say instead, : 
“Do you want some OKONITE tape.” That adjective | 
“Okonite” has back of it the sales power of almost 40 : 
years of constant use. You ought to utilize that power. | 
It “breaks down sales resistance.” Everyone in your , 
trade knows what “Okonite” stands for in quality. 
Millions of dollars, years of study, are back of it—more 
than momentary patronage of a King. | 





MAKE THIS AN OKONITE YEAR — MAKE THIS AN OKONITE YEAR — MAKE THIS AN OKONITE YEAR 





THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 


Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty Electric Co., Phila., Pa. Pettingell- Andrews Co., Boston, Mass. 


Canadian Representatives: Engi Materials Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 
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Tailor-made Light 


The Made-to-Order Idea Raised to the Nth Power as Exemplified 
in the Merchandising Plan of the Matthews Electric 
Supply Co. of Birmingham, Ala. 


HEN the Matthews Electric Supply Co. decided 
W to go after residence lighting business on a 

large scale, Gordon Smith, in charge of adver- 
tising and sales promotion, was delegated to make an 
inalysis and formulate a plan. 

He knew that selling interior decoration instead of 
mere fixtures was not new in itself, and that, to be suc- 
‘essful, it required something more than a slogan and 
1 dignified atmosphere. It was desired to introduce 
some new and unique methods without sacrificing com- 
mon sense or losing sight of the only worth while result- 

a larger volume of sales. 

So Mr. Smith set about building a merchandising sys- 
tem like a set of perfectly meshed gears—a steady, pro- 
gressive line of action in which each step produced a 
certain effect which would pave the way for the next. 

His formula in- 
cluded the following 
main points: 


(1) A broad but 
definite dealer pol- 
icy that leaves noth- 
ing undone to secure 
the gratitude, inter- 
t and support of 
the retailer. 


tt 


(2) A fully equip- 
«d and attractive 
lisplay studio. 


(3) A powerful, 
concise selling - plan 
printed form.. 

(4) Advertising of 
« kind that insures 
hearing from each 


(5) Service and 





a A Striking Method of ‘Demonstration—Hand Painted Plaques to Be ; ' 
Hung Before Different Lamps: to Get the Effect. of demonstration is 


deliveries so carefully planned and faithfully carried out 
as to astonish the customers. 

All of which sounds more or less abstract, until the 
component parts are treated in detail. 

First in any good jobber’s plan is the foundation 
the kind of policy toward the dealer which will not 
only make him a partner, but which will help him to 
cash in by conducting the sale every bit as effectively 
as the jobber himself. To do this the dealer must 
study and understand the plan, and he will do this only 
when he sees profit for himself. 

So the Matthews plan takes care of the retailer from 
start to finish. The company sells only through or for 
its dealers. No matter when, where or by whom the 
sale is made, the proper dealer gets his cut. He is not 
asked to carry a large stock and knows exactly what 
promises he can 
make with the cer 
tainty that they will 
be backed up by 
Matthews service. 

To facilitate sales 
and relieve the deal 








er of expertise, the 
Matthews fixture 
studio is provided. 
While there is noth 
ing particularly 
startling in the mere 
possession of a dis 
play room, the ar 
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the use of a score or so of hand-painted plaques, two 
of which are shown in the accompanying photograph. 
These plaques are very handsome affairs, made of cre- 
tonne, linen and silk. They are used by being held in 
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This book is loaned to the householder during the : -,; 
visit of the dealer or salesman. It treats extensivel, ,{ 
interior decoration during the various important periods 
of history, with especial reference to furniture, draper: ,, 





ALUM 
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This Is the 1925 “Proportion Chart’ of the Matthews Company and Given to Its Dealers to Study. There Is 
Only One Way to Buy Fixtures Intelligently on a Turnover Basis and That Is to Make a Careful Study of 


All the Factors Going to Make Up Fixture Demand. 


An Item on This Chart Showing 20 Per Cent 


Demand Should Be Bought Twice as Fast as an Item Showing 10 Per Cent Demand and So On. 


front of different lamps, showing the effect of floor, 
piano and boudoir lamps. In the fall, when Matthews 
salesman carry trunks of fixture samples, each man is 
provided with a full set of these plaques. 

The Matthews plan is put up to the dealers by means 
of four pieces of literature. To read and study these 
four pieces is to become a better merchandiser, because 
they furnish a black-on-white vision of the whole scheme. 
The first article treats of the Standardization Manual 
and shows the demand for the coming year by means of 
the circular chart illustrated. The second enumerates 
and describes all the advertising and sales helps, cata- 
logs, estimate sheets, etc., which are furnished the dealer 
free. The third piece sets forth the policy, guarantees, 
deliveries, etc., in other words, Matthews’ promises to 
back up the retailer. The fourth piece shows how to 
make a sale of interior decoration. This one is so con- 
structive that it is given in full on the next page for the 
benefit of all who care to use it. 

As an aid in securing the prospect’s interest, a very 
fine book, entitled “Interior Decoration,” is furnished. 





woodwork, walls, windows and_ lighting fixtures 
Whether studied or not, its quality and wealth of informa 
tion raises the standing of the seller in the prospect's 
mind and creates a feeling that the whole matter can 
safely be left in the hands of the salesman and his house. 

Having provided a fine set of selling tools and an im 
pressive stage setting, Mr. Smith left no stone unturned 
to get the prospects into the dealer’s shop or the Mat- 
thews studio. In addition to all the display advertising. 
circulars, phone calis, etc., there is one little feature used 
which has had unusual success in paving the way for per 
sonal sales visits. This is just a well-written circular 
letter on fine note paper, directed to the home builders of 
the community. These are naturally the best prospects 
for large and profitable installations, and the letter de 
scribed, with its social tone, has never failed to create * 
favorable impression at the very start of the sale. 

One of the most important features of the whole pla 
is that none of the salesmen or dealers will attempt ‘° 
figure on an installation of any size without first seeing 
the home for which it is intended. Another is that the) 
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diplomatically insist on selling the proper equipment for 
the premises involved, regardless of price, instead of put- 
Price is the last thing 
Mr. Smith points with pride to the fact that 
this works both ways—that, while in some instances the 


ting in the lowest bid possible. 
discussed. 


customer spends twice as much as expected, others get 
their equipment far under the figure they had in mind. 
In both cases the buyer is fairly treated and well-sat- 


istied. 


Much of the success of the plan is attributed by Mr. 
Smith to the understanding and close contact between 
his people and the retailers. Many interesting meetings 


touch here and there. 
are remarkably clear and to the point. 


success attained. 


the part of the seller. 


are held to go over the situation in general and add a 
Charts are used freely and they 


Summing up these activities, which have brought the 
Matthews company and its dealers a startling increase ia 
volume and profit, a single statement will explain the 
Every step in the plan, from first to 
last, has been so designed and used as to create an im- 
pression of absolute competence and trustworthiness on 
With the class of goods and buyers 
involved, this is the most valuable asset in starting and 
completing the sale. 








Conducting the Fixture Sale 


LL good sales are built on confi- 

dence and Lighting Fixtures are 
a commodity that sells often on con- 
fidence alone. 

I always make a trip out to my 
prospect’s new home before I talk to 
her. If we are doing the wiring or 
not I make a complete list of outlets 
on my Estimate Sheet. Then I nose 
around, talk to the General Contrac- 
tor, the Carpenter, foreman or anyone 
else on the job and see if the owner 
has expressed a desire for any one 
particular type of fixture—this al- 
ways gives me a lead. 

Then I begin to sell Confidence. 1 
call my prospect up over the phone 
and make an appointment with her 
at her old home. After I arrive I 
start off like this: “Mrs. as you 
know, our Company is not, in the 
general acceptance of the _ word, 
Lighting Fixture people, but we have 
made a study of Decoration with 
Light. Our modern home furnishings 
have made it absolutely necessary that 
Lighting equipment be selected with 
discrimination that the composite 
group of Lighting Equipment, Furni- 
ture, Rugs, Draperies and Walls must 
blend into a whole. 





“Knowing that you are intensely in- 
terested in having the right kind of 
Lighting Equipment I have with me a 
new pamphlet on Interior Decoration, 
that will give you some dandy ideas 
on your home. I'll lend it to you. 

“Now before I leave, I want to get 
some necessary basic information to 
use in my analysis of your new Home. 
Ill study the thing out and you read 
up on it and when I get my sugges- 
tions up I know you will be pleased. 

“Do you intend to decorate entirely 
upon the style of the house, or will 


you use odd pieces of furniture of 
modern design? What will the wood- 
work finish be? What will be the wall 
colors? Have you decided upon the 
color schemes of each room? If so, 
what are they? Will the Sun Porch 
be treated like the Living Room or 
as an independent room? Do you 
intend to treat the Living Room and 
Dining Room alike? 


“Which bedroom is the Master’s 
room and which the Guest room? Are 
either of these rooms an upstairs Liv- 
ing Room? Will there be a play room 
for the children?” 

Then I thank her for the time al- 
lowed me and tell her I will call her 
up when I am ready. 

With these facts, it is easy for me 
to determine the style of fixtures re- 
quired, whether it be wrought iron, 
aluminum, silver, etc. The colors I 
know so I can select the shades of 
proper color. My visit has told me 
about what they will spend. My talk 
with the Foreman has told me her 
preference, if any has been expressed. 


The next job is to select carefully 
a fixture for each outlet, finding out a 
definite reason why you have selected 
that fixture, figure up the bill on the 
estimate sheet and call up several 
days later and make an appointment 
to show her in your showroom or from 
the catalog, the items selected. 


When she arrives, start off by tell- 
ing her that you have carefully gone 
over the requirements from every 
angle and have made up a list that is 
“architecturally correct” and correct 
from a color standpoint; you do not 
know whether this suggestion in its 
entirety will please her but you do 
know that it is correct. 


By AN OLD FIXTURE SALESMAN 


Go over each fixture selected and 
tell her why you select it for that 
location. 

Not boasting at all but the sale is 
made. My experience is that I land 
85 per cent of all my prospects when 
I use this plan. 

Now let’s see just what I have done 
to get the order. FIRST: Above all 
things, I have sold her with the book 
“Interior Decoration,” the necessity 


_of having GOOD Lighting Equipment 


of the RIGHT selection. 


SECOND: I have sold her that 
I KNOW my business and have won 
her confidence. She will accept my 
suggestions. 


THIRD: I have not made a hap- 
hazard trip through the Fixture room 
pointing out various fixtures (like my 
competitor will do) but have made a 
STUDY OF HER HOME. 


FOURTH: I have saved her the 
responsibility of making a selection of 
something that she is not real sure 
she knows anything about. 


If I have judged correctly, the pos- 
sible amount they will spend, the price 
I quote will not be the big considera- 
tion. The big consideration will be 
my SERVICE for which they will 
pay me. 

A large Fixture Display does not 
make that Dealer one bit better than 
the small “Catalog Curber” when it 
comes to service. 

My competitors who wonder how | 
get so much business (they think I am 
a Price murderer) do not sell SERV- 
ICE, they do not sell ANYTHING, 
they let the customer BUY, tio won- 
der PRICE is the CONSIDERA- 
TION, not QUALITY. 
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Jobbers’ Association Opens 


Electrical Supply Jobbers Association Takes 
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— 


Most Important Step at Atlantic 
City Convention 


HERE is every indication that history 
f was made at the Atlantic City convention 
of the Electrical Supply Jobbers Associ- 
ation, which was held October 18 to 22. It all 
came about through the cordial and practically 
unanimous acceptance on the part of the As- 
sociation of the theory that its future lay in 
being of the greatest help to the greatest num- 
ber. ‘Therefore, the bars were let down, so to 
speak, to the “rising generation” of jobbers who 
may wish to avail themselves of the benefits 
that come from association work. ‘To make the 
matter clear, let us go back a little. 
The Electrical Supply Jobbers Association 
is really a very remarkable organization in its 


conception and construction. Its form of or-* 


ganization is the result of 25 years of intelligent 
work and devotion on the part of some of its 
older members and any one who would study 
the structure and design of its Constitution and 
By-Laws and read the minutes of its meetings 
and the reports of its merchandise committee 
would without a doubt become convinced that it 
is a very remarkable and praiseworthy organi- 
zation which functions very efficiently. 

The deliberations and operations of the As- 
sociation are strictly legal, are all printed, and 
are supervised by counsel and the Association 
has accomplished a great deal of good in devis- 
ing many reforms and improvements towards 
attaining greater efficiency in the distribution 
of electrical supplies. 

The Association meets twice a year at various 
points about the country, frequently at some 
pleasure resort, such as Hot Springs or At- 
lantic City, and the members are generally ac- 
companied by their wives so that the social 
aspects of the Electrical Supply Jobbers As- 
sociation have gradually grown to the extent 
that it has assumed some of the aspects of a 
club. The relation of the members towards one 
another has reflected this spirit of friendship 
and comradeship, as would be found in a social 
association. 

As a result of this cordial feeling among its 
members there has been built up an unconscious 
spirit of exclusiveness in the organization and 
an unconscious lack of desire on the part of the 
members to secure additional members, although 


because of the valuable research work and «o- 
operative discussions carried on by the Associ:- 
tion such membership would be a great value tv 
many jobbers not affiliated with the Association. 

It has come to pass within this body that 
many of the older member houses have beconi 
affiliated with the General Electric or Westinv- 
house groups of jobbers. So that, of recent 








Highlights of Atlantic 


(1) Initiation fee cut in half. 
(2) Membership requirements made less drastic 


(3) Liberal changes in By-laws relative to exec. 
tive committee elections. 


(4+) Correspondence course for salesmen, develop! 
by Mr. Rost, approved. (Ferther details i» 
a later issue.) 


(5) Spring meeting to be held in Montreal. | [lot 
Springs, Ark., alternative.) 








years these two large groups, associated with 
the Graybar houses, have gradually come tv 
represent by far the greater part of the men- 
bership. 

The Association is conducted by an executi\« 
committee of 18, each member of which is : 
chairman of an important merchandise con- 
mittee, so that, the executive committee domi- 
nates every activity of the Association and : 
recent survey indicates that 15 of the 18 men- 
bers of this executive committee are affiliate: 
with one of the three giant groups referred t« 
above, and that many of these members hii‘ 
been on the executive committee for mai\ 
years. 

In the meantime, some of the younger men- 
bers of the Association have felt that the A> 
sociation was not truly representative of tlic 
jobbing industry as a whole, there being a sci! 
50 members not affiliated with one of the great«' 
groups. 

Conseouently, a movement was started !)) 
McKew Parr of the Parr Electric Co., Inc., «! 
New York, and W. E. Robertson of the Ro!- 
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Door to Smaller Distributor 


Larger and More Representative Membership Now in 


View—Initiation Fee and Membership 
Requirements Reduced 


ertson-Cataract Electric Co. of Buffalo 
towards giving greater representation in the 
conduct of the Association to the elements not 
iffiliated with the General Electric, Westing- 
house and Graybar companies, and an informal 
club was established called the “Free Lance 
Jobbers’ Club,” with McKew Parr as chairman 
and Robert Beller as secretary. 





City Convention 


(6) Address by Captain Irving O’Hay, U. S. 
army officer (retired). 
7) Address by B. W. Ruark, executive secretary, 


Radio Manufacturers Association. 


Address by Earl Whitehorne, commercial edi- 
r “Electrical World.” 


Address by L. A. Osborne, 
inghouse International, Inc. 


president, West- 


(10). Citations in connection with the McGraw 


Award. 








After deliberation, this club proposed to the 
Klectrical Supply Jobbers Association that the 
Association recognize its responsibility towards 
the great field of electrical distribution and 
inake it as its name implies, a representative as- 
sociation of all electrical supply jobbers. 

It was pointed out that the National Elec- 
trical Manufacturers Association and the Na- 
tional Electric Light Association and the Asso- 
ciation of Electragists, International, aim to em- 
brace all elements and units in their respective 
fields and that the Electrical Supply Jobbers 
Association has a duty to the entire industry 
properly to represent all the elements in the 
vreat field of electrical distribution. 

It was proposed that the members should 
cither frankly denominate the present, Elec- 

trical Supply ‘Jobbers Association as a club and 
liake room in the field for the formation of an 
independent association of electrical supply 
jobbers or that it should change its complexion 
ind make every effort to increase its member- 
suip and organize a regular trade body, attract- 
ing to its ranks all of the growing young job- 


bers that have not as yet become members. 

The proposal to expand the Association and 
make it truly representative was received cor- 
dially by the entire membership and met with 
unanimous and enthusiastic consent and the 
Constitution and By-Laws were changed, cut- 
ting in half the initiation fee and making con- 
siderably less drastic the rule for eligibility for 
membership. 

Other liberal By-Laws were passed, one of 
which prevents a member of the executive com- 
mittee from succeeding himself at the expira- 
tion of his term of office, which rule should 
rapidly introduce new blood into this committee. 

It was quite remarkable that these liberal re- 
forms should have been effected without bitter- 
ness or lack of harmony among the members 
despite the very spirited discussions that took 
place in the meetings and on the floor. 

All of the debates were characterized by the 
spirit of good fellowship and good feeling and 
emphasized the cordial atmosphere of comrade- 
ship that has signalized the meetings of the 
Electrical Supply Jobbers Association. 


Many of the older members expressed the 
opinion that the reforms put into effect had ad- 
vanced the Association very materially and the 
determination to sectire new members was 
voiced not only by the Free Lance Jobbers’ 
Club but also by the General Electric and 
Westinghouse and Graybar elements. 

It would be a mistake to assume that because 
of the existence of these four groups that the 
Association had taken on a sectional aspect, as 
all the members appear to work together har- 
moniously without the least spirit of partisan- 
ship. 

A spirit of optimism for the future of the As- 
sociation was displayed on all sides and it is ex- 
pected that many new recruits will have been 
added to the ranks by the time the Association 
holds its next meeting in June. 

It is not yet known whether the next con- 
vention will be held in Montreal, Canada, or 
Hot Springs, Arkansas, but it will not be held 

‘at Hot Springs, Virginia or Del Monte. Calli- 
fornia, as it was first proposed. 

All established progressive jobbers 
would like to join the Flee- (Turn to Page 


who 
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The Cymbal Player 


A Perfect Shipping Clerk Is a Better Man 
Than a Bungling President 


By COIT A. SMITH 


N THE stage of a New York theatre a huge 
orchestra of 120 pieces was playing a stirring 
selection from one of the truly great operas that 


never grow old. The size of the band, the quality of the 
music and the perfect har- 


wastes no time in crepe-hanging or self-pity. He tak.. 
a good toe-hold and hits the ball eight hours a day, and 
pretty soon he’s a foreman. We know there are man\ 
jebs in electrical houses that call for a lot of hard. 
dirty work, with skinned 





mony were making a deep 
impression on the audience. 
Thrill followed thrill as the 
piece swept on, bringing 
thoughts of chivalry and 
the glory of arms—visions 
that come only at the call 
of martial music. 

Suddenly it dawned on 
the observer that most of 
the people, as far as_ he 
could see, were gazing rapt- 
ly at one player on the 





extreme right of the stage. 
Glancing in that direction, 
he was astonished to learn 
that they were watching, 
not the drums, nor the 
trombones, nor the beauti- 
ful lady harpist, but a stal- 








fingers and tired backs in- 
stead of encores and bou 
quets. Yet not one of thes: 
jobs but can be done so as 
to win respect and promo 
tion. Take the well-known 
type of driver, order-picker 
or stockman who has stud 
ied his work and. made « 
science of it. He is ace 
high with everyone in thi 
house. The executives call 
him by his first name and 
consult him on plans for 
improved _ service. “He 
knows his stuff” and is a 
regular walking dictionar) 
for information—respected 
for what he knows as well 








wart fellow whose sole oc- 
cupation was clashing a 
huge pair of cymbals! 

Closer attention to the 
player in question made the reason for this strange fas- 
cination delightfully clear. There he was, one man in 
120, many of them well-known as soloists and composers, 
nothing in his hands but two pieces of brass, yet hun- 
dreds of music lovers were gazing at him in unmistak- 
able approval. And all because he was playing those 
lowly cymbals as though the fate of an empire hung in 
the balance. There was nothing of bombast or comedy 
in his motions, every stroke was timed to a fiftieth of a 
second, and, in spite of his giant stature, extremely 
graceful. He had made a commonplace thing a work of 
art by putting his whole soul into it. 

Every man of us in a subordinate or humble position 
can learn a great lesson from this cymbal player. The 
most pitiful object on earth is he who looks down on his 
job and does it in a slipshod manner, intent on only get- 
ting by. These fellows are intensely envious of those 
whose jobs are more interesting and remunerative. In- 
stead of spitting on their hands and using the present 
work as a step towards a better berth, they seek to 
revenge themselves on Life by doing as little as pos- 
sible. 

Happy is he who says: “Well, if I have to start by 
digging ditches, I'll just be the best little old ditch dig- 
ger on the job.” This sort of fellow realizes that ad- 
vancement depends on the man and not on the task. He 


His Station Is Arranged Like An Operating Room and 
the Man Who Disrupts It Goes Out of the Door One 
Step Ahead of a Hammer. 





as what he does. Conse 
quently he makes money. 

A certain jobber’s pack 
er worked himself up from 
flunkey to his present job in the short space of six 
months. He gets $40 per week. Across the way a com 
petitor pays two packers $25 and $30 respectively. Yet 
the $40 man can go around the other two “like a cooper 
‘round a barrel,” and with half the fuss. For him, lost 
motion doesn’t exist, and his old noodle is hitting on all 
six even when he’s resting. His station is arranged lik: 
an operating-room and the man who disrupts it goes out 
the door a step ahead of a hammer. He is a fire depart 
ment minus the noise,—swift, accurate, thorough. H: 
doesn’t know it yet, but his house is planning expansion. 
and, when it comes, he will have more pay and author 
ity. All this because he swept floors better than anyon: 
else and handled freight like Harriman handled rail 
roads. 

In addition to the certain advancement that comes 
to the man who studies his job, there is a deep, inward 
satisfaction, a happy feeling of confidence and solid seli 
respect. As mistakes and delays are corrected, mor 
time and energy are left to study and plan for promo 
tion. Last and most important, the trained competent 
worker never has to worry over hard times and change 0! 
ownership—even if he sheuld be let out for political res 
sens, some other house will grab him. 

A perfect shipping clerk is a better man than a bung 
ling president. 
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The Jobber From the Central 


Station Viewpoint 


Co-operation on the Part of the Jobber and His Salesman, in Placing 
Household Appliances, More Than Justifies His Existence 


By S. B. IRELAN 


Vice-President and General Manager, St. Joseph Railway, Light and Power Co. 


Abstract of a Paper Read at Excelsior Springs 


O MY MIND, the real electrical jobber is working 
i along constructive lines of enlarged demands, 
through creative specialty selling in co-operation 
with the central stations and electrical dealers. He is 
studying new development work in 
all types of apparatus handled by 
his manufacturers, looking toward 
co-operating with the manufactur- 
er in constantly improving the 
types, prices and application of all 
apparatus handled. 
The manufacturer, the jobber 
and the electrical dealer, together 
with the central station, all must 


manufactured products is depend- 
ent upon: the demand made, in the 
main, by the ultimate customer, 
who in the past has been known 
as the consumer of the utility com- 
pany. 

Due to the trend of the times, 
the electric light and power serv- 
ice companies have merged, con- 
solidated and interconnected their 
systems. This has resulted in new 
relations between electric operating companies and the 
electrical jobbers. When various electric light and power 
companies were operating separately, their purchases 





were generally made entirely locally. They relied, to a 
great extent, on the jobber in their locality to carry all of 
the stocks, to supply an assortment of merchandise, to 
assist in the sales work, and to extend them a line of 
credit. 

The interconnection and merger of these electrical sys- 
tems has resulted in a concentration of the purchasing of 
certain of these supplies, mainly construction material 
and engineering supplies and equipment, both large and 
small. Today the local manager no longer buys these 
construction and engineering supplies in smal] quantities, 
but obtains them through blanket purchases. This move- 
ment has resulted in eliminating the necessity for the 
jobber carrying some of these lines and has restricted a 
portion of his business. 

We view this as a rather secondary and _ natural 
reaction and the industry in all its branches has now 
idapted itself to these new conditions. Along with the 
restriction in this one market has come expansion in 
another and the change coming slowly, is giving ample 





S. B. Irelan 


time for readjustment. The real electrical jobber now 
sees an expanded market for household and commercial 
appliances that more than offsets these other lines. 

With this new type of market there comes a new rela- 
tionship between the jobber, the 
central station and the dealer. ‘This 
relation involves the problem of 
public relations with the ultimate 
customer. 

The paramount aim of the 
electrical industry is to make elec- 
tricity. universally available for 
lightening the -burdens. of ° the 
humblest housewife and serving 
the most distant farmer. , 

The manufacturer, the jobber, 
the electrical dealer and the central 
station are all participating in this 
development and must all function 
together to carry out this high pur- 
pose. 

This new conception of the ulti- 
mate consumer belonging to the 
manufacturer, the jobber and the 
dealer, as well as the central sta 
; tion company, involves the manu- 
facturer, the jobber and the electrical dealer in new con- 
siderations of his market. 

When the jobber was supplying the central station with 
its construction materials and engineering supplies he 
thought the responsibility of the sale and servicing ended 
with the central station company. Today the mere 
matter of a sale to the central station company, or the 
contracting dealer in the home locality, does not end the 
jobber’s responsibility. The ultimate consumer of the 
new merchandise is one step farther removed than he 
was with the contracting dealer. Now, the ultimate con- 
sumer looks to the central station and the dealer for 
good service and quality of merchandise, while they in 
turn, look to the jobber as conditions demand. 

The ultimate customer is demanding that all electrical 
apparatus be of good quality, be sold at fair prices, 
and wants to purchase it on long term payment plans. 
The amount of apparatus that can be sold will depend 
upon the confidence that the customer has in the electrical 
fraternity with which he has to deal. It therefore 
becomes necessary for the electrical jobber to make the 
same kind of study of public relations as is now done by 
the electrical service companies. 
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The electrical jobber can assist in a great way in this 
public relations work, first, by telling the story of the 
electrical industry in a big national way through con- 
certed co-operation with the manufacturers. Second, by 
constantly telling the story and aims of the industry to 
the local electrical dealers and urging their support and 
<o-operation with the central stations in the territory in 
which they do business. Third, through their organiza- 
tions, by their contact with the ultimate consumers in 
general. 

This is not alone the problem of the central station, 
but is the problem of the jobber. Electrical appliances 
have come to be known as household essentials. There 
are a number of factors that confront the entire electrical 
industry today which are of great importance to all men 
of the industry. Our problem is pretty well defined as to 
expansion of the electric light and power industry. No 
one in the industry can extend his field where the others 
remain at a standstill. If we central stations do not 
extend our business and keep up with the growth in our 
territories, the market for electrical appliances is 
restricted. 

One of the greatest handicaps to the ‘central station 
today in the placing of household and commercial appli- 
ances in the homes and stores is the lack of an adequate 
supply of convenience outlets. It is pretty well recog- 
nized that this restriction is due in the main to the high 
cost of interior wiring. It is up to the jobbers to 
co-operate with the manufacturers of wiring materials to 
develop new and less expensive materials and to devise 
standard schemes of interior wiring that will help the 
electrical dealer to do electrical wiring at less cost to the 
customer. 

One of the causes of this high cost of wiring is the 
lack of standardization. It therefore becomes necessary 
that the jobbers should extend their influence looking 
towards national standardization so that any savings will 
accrue to the ultimate customer. 

In order to give a true type of service, we must arrive 
at less cost for the highest quality, and we will be remiss 
in our duty to the ultimate customer if we do not work 
together on this common problem. A uniform standard- 
ization of a nation-wide scope for electrical merchandise 
should be the ultimate aim of the manufacturer, the job- 
ber, the dealer and the central station, for the results of 
this standardization are obvious. 

It has been necessary for the central stations to start 
creative selling and to have specialty sales forces demon- 
strating the appliances. It has been the history of elec- 
trical appliances, as they are being developed, that they 
require a lot of servicing, and the central station, profit- 
ing from the current consumption of these appliances, 
has been the logical one to do promotion, development 
and service work. 

The jobbers should have specialty departments and 
proceed in the work of conducting sales department 
schools for the electrical dealer and the central stations 
to assist them in the sale and application of the various 
types of electrical apparatus. 

The jobber’s representative should not only be an order 
taker but a salesman who knows the electrical business. 
The salesman who eventually sells the article to the ulti- 
mate customer must receive the information from some- 
ore else relative to the appliance and its application, and 
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the jobber’s representative should be in a position tv 
render this type of service to the field representative. 

We utilities have to concentrate on all policy matter, 
that include political considerations, and public relations. 
and we need the co-operation of the electrical dealers in 
this work. Rate problems are included, regarding whic!: 
the jobber’s representative generally either knows but 
little, if anything at all, or sometimes assumes to know 
everything. These representatives should be informed 
on the soundness of rate bases adopted by the utility 
company and never fail to explain their fairness and 
justness. This also applies to his customers, the dealers. 
and he should take it as his duty to help educate the 
dealers concerning rates. 

The utility field is local, not national, in scope. The 
local field must consider public policies which the national 
selling does not have to take into account. 

Great care has to be exercised by utilities in not 
creating dissatisfied customers. It, therefore, becomes 
obvious that the jobber’s representative must use great 
caution whenever he enters upon local territory and comes 
in contact with the electrical dealer and customers. In 
dealings with the dealers where they are in competition 
with the merchandising department of the electrical util 
ities he must use fair methods toward the utility company. 
not only from business standpoint but from the jobber’s 
interest in the appliance holder as well. 

The jobber’s. representative should be very cautious in 
making statements relative to rate situations, and above 
all, in comparing rates. 

We have a lot of competition in the electrical business. 
Thomas F. Kennedy of Henry L. Doherty & Co. called 
attention to the inroads that are being made on our 
business by the laundries, the bakers, the delicatessen 
stores and other organized home service companies and he 
made the statement that a greater selling effort was the 
only possible remedy for this condition. 

You all know that it is pretty hard to sell an iron, « 
large current consuming device, in the home unless the 
washing is being done in that home. 

You jobbers are interested in this competitive situation 
and unless we improve our type of salesmanship and our 
co-operation, we will find the market for the sale of elec 
trical appliances pretty much restricted by the time w: 
get around to a consideration of it. 

The jobber can be a big asset to the central station 
man if he takes a broad viewpoint of the electrical mer 
chandise situation and uses his influence with the loca! 
electrical dealers who are his customers to support 
enthusiastically and co-operate with the central station 
for the development of the market. If he studies the big 
problem of the application of electricity to industry and 
the home and assists and promotes the educational work 
and salesmanship through the introduction and applica 
tion of various special sales plans and campaigns and 
demonstrations. He can be a big liability to the centra! 
station if he or his representatives sow seeds of distrus' 
among the electrical dealers and the consumers by en 
gendering a high spirit of competition and criticism «' 
all times. 

It is this phase of co-operation, education and closer 
relationship on the part of the jobbers who are in a posi 
tion to be in close and constant contact with all of th: 
people in the industry that justifies their existence. 
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Judging Salesmen by Their 
Mail Orders 


“I Don’t Care If the Salesman Doesn’t Bring in One Order Himself 
If the Mail, Telephone and Telegraph Business Increases 
From His Territory,” Says One Sales Manager 


By WILLIS H. PARKER 


re JUDGE the value of my salesmen by the number 
I of orders that come in by mail and telephone from 
their territories,’ declares a sales manager of a 
prominent electrical jobbing house 
in Denver. Thus he reverses the 
general conception of some sales 
managers that the salesmen who 
experience a heavy volume of 
mail order business from their 
territories are not doing all in 
their power to get business by 
personal solicitation; that they 
are not calling upon all of the 
customers on their 
territory and are otherwise wast- 


prospective 


ing their time. 

Some sales managers would 
feel, too, that the trade did not 
like the salesman, if many of 
them were to send their orders direct to the house in- 
stead of giving them to the salesman when he made his 
regular calls. 

“When noting the large number of orders by mail, the 
“boss” might think to himself—‘With so many retailers 
sending their orders in by mail and apparently doing so 
because they do not like this salesman, there must be 
scores of them who are not dealing with us because they 
fear that the salesman will get the credit, something I 
can’t countenance. 

“The salesman is an ambassador from the house,’’ re- 
marked this sales manager. “I expect my men to go 
forth with messages of good will, to make friends, not 
only for themselves but for the firm as well. In this 
business, the trade is not always cognizant of the sup- 
plies needed within the next few days or weeks when 
the salesman calls. A new job, calling for equipment 
not carried in the retailer's store or for more equipment 
than he usually carries in stock, may come up at any 
time. There are 12 jobbing houses in this region, but 
we want our customers to think of us and of the sales- 
men who make their territories, when emergency orders 
come up, and to telephone, telegraph or write us as to 
their needs. The salesman who is making friends with 
the trade is most likely to get the mail business. 

“This is the reason why I consider the man who expe- 
riences the heaviest volume of orders by mail to be the 
best salesman on my staff. 





A Mail Order is Generally Construed As a 
Rush Order to be Sent Off Immediately. 


‘In the first place it is sure to show that he has been 
making friends with the dealers on his territory, that he 


is impressing upon them his own personality and 
incidently the character of the 
firm. It shows that he is not se- 


cretly ‘sore’ at the firm for which 
he is working, for such a man, 
were he to become friendly with 
his trade, naturally would inadver- 
dently drop a remark to the ef- 
fect that he was dissatisfied, that 
the firm wasn’t treating him right, 
that the sales 
hard on him. 


manager was too 
Do you think that 
the 
mail their orders in to us direct 


would encourage trade to 
when they were in urgent need of 
No, 


they would endeavor to hurt us 


supplies and equipment? 
by sending to other concerns for their needed supplies. 

“T don’t care if the salesman doesn’t bring in one 
order himself if his volume of orders by mail, telephone 
or telegraph increases month by month and year by vear- 
The greater the increase the more certain I am that his 
visits to the dealers are cementing them to us and to 
him. 

“What can the salesman do to increase the friendship 
of the dealers for himself and for us? That’s a hard 
question to answer for there are so many little things 
that may be done that it is difficult to enumerate all of 
them. 
the 


an evening. 


“Social contact helps—going to dinner with 
dealer, visiting the dealer at his home of 
spending a little money to entertain the dealers. Those 
things increase friendship in one way, but they do not 
always accomplish results. A little of it goes a long 
ways and behind it must always be the idea of service 
in a business way. If the dealer can not use our goods 
—can not sell them 


for entertainment do to increase the amount of goods the 


what good will all the money spent 
dealer will buy of us? No, there must be an effort made 
to show the dealer better business methods, improved 
merchandising ideas, better systems for him to use in 
computing costs. 

“The salesman has the opportunity to make better busi- 
ness men-of the dealers on his territory by passing along 


ideas, by helping to merchandise the goods. My boys 
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often spend their evenings helping the dealers trim win- 
dows, making floor and counter displays of the goods, 
helping the dealers figure jobs or going with them to 
see customers and help them explain to the customers 
the merits of this or that variety of electrical equipment 
or appliances, so that the dealers will better understand 
the salesmanship methods needed, and the merits of the 
goods. 

“Out here, we have hundreds of contractor-dealers. 
Many of them have opened stores along with their shops 
and spend most of their time on jobs. Installation of 
equipment is the biggest end of their businesses so that 
they are not always well equipped as to merchandising 
plans. They need assistance and new ideas. Our sales- 
men should take time to help them even though there is 
no immediate order in sight. 

“Our men are paid a straight salary instead of a 
commission and their salaries are commensurate with 
the amount of business they get from their territories. 
Every order that comes in by mail is credited to the 
salesman from whose territory it comes. Any sales I 
make on their territories, myself, are credited to the 
salesmen. There are many of such instances, for in the 
electrical business new and unexpected business fre- 
quently arises on parts of the territories that the sales- 
men can not reach quickly. That is to say, the salesman 
may be on one end of his territory when an emergency 
arises on the other end. To be certain that we get the 
business and still not interfere with the salesman’s itin- 
erary, I frequently hurry to the town and make the sale 
myself. At other times, of course, we notify the sales- 
man of the pending possible business and he drops every- 
thing else to hurry to that point and handle the sale 
himself. Also, there are times when two big contracts 
are to be let on a salesman’s territory at about the same 
time. He can not be at two places at once so I go myself 
or send one of the boys from the city territories to help 
out, but the salesman gets the 
credit. 

“We strive to impress on the 
minds of the dealers that all 
orders that come in by mail 
are credited to the salesmen so 





As the result of ex- 
periments now in prog- 
ress by scientists in the 
Bureau of Chemistry of 
the U. S. Department 
of Agriculture it has 
been found possible to 
cause power explosions 
through the use of dust! 
By using cornstarch as 
power, 24 consecutive 
explosions have been se- 
cured in experiments 
conducted so far and 
with improved ma- 
chinery and methods 
much greater success is 
expected in the near fu- 
ture. In this photo- 
graph William A. Noel, 
assistant engineer in the 
Bureau of Chemistry, is 
shown with the dust ex- 
plosive engine.—Under- 
wood Photo. 














that they, will have an incentive to mail their orders if 
they like the*salesman. If Mr. Jones doesn’t like Bill 
Smith, the salesman on his territory, it is unlikely that 
he will mail in his. order unless it is for some line of 
equipment that we job exclusively. 

“Service is the big thing with us. As I said before 
there are a dozen jobbers of electrical equipment in this 
territory. Our prices are the same, the train service is 
the same in most every instance. We have some few 
exclusive lines and our competitors have some also, but 
for the general lines of electrical equipment, a dealer 
can buy just as well from one jobber as another. So, 
all we have to sell is service and good will. For that rea- 


son, the salesman is in a measure (Turn to Page 98) 
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In the Trenches 


It Is Harder to Sustain a Prolonged Campaign in the Trenches 
Than It Is to Go Over the Top— Waiting 


T HAS been remarked by writers that it 
I is harder to sustain a prolonged campaign 
in the trenches than it it to go over the 
top. And that, even if the chances are a hun- 
dred to one that you will get shot when you go 


over, and one to a hun- 
dred that you are safe 
if you stay in the 
trench. Nothing so 
wears on a_ person’s 
nerves and impairs his 
efficiency so much as 
siting around and 
waiting for something 
to happen. The hard- 
est thing in the world 
to do is to sit tight. 
Stil much of our 
courage in life is called 
for by these spells of 
mere waiting. When 
things are in a trying 
condition, affairs are 
unpleasant at home on 
account of somebody’s 
cantankerousness, or 
when a bad condition 
of business prevails for 
a long while, it is most 
trying to our nerves 
and to our morale. 
Just to go on and to 
hold firm is the difficult 
problem of life, and 
one that requires us to 


call upon every bit of our reserve force. 
take refuge in the animalities, ” 
we direct our attention to the little daily physi- 


ee 


‘Then it is we 


Always Calls for Courage 
By DR. FRANK CRANE 





ing, we repeat to ourselves that things must get 
better after a while, and that nothing lasts, that 
the dark hour is just before the dawn, and so 
forth. If we can succeed in holding on until the 
area of low pressure is passed, we may come out. 


This ability to stand 
firm when things are 
going against us con- 
stitutes one’s staying 
power and is a good 
test of one’s strength of 
character. 

One’s journey is not 
all on the mountain 
tops. There must be 
long stretches in the 
valley and the shadow. 
Inspiration comes only 
once in a while and be- 
tween whiles we must 
guide ourselves by dead 
reckoning and remem- 
ber as well as we can 
the vision we had when 
we were on the heights. 

We should all re- 
member that bad condi- 
tions will not-go on for- 
ever, and that things 
must take a turn. We 
may not be so fortunate 
as to have frequent 
glimpses from the 
mountain tops, and our 
days may be spent in 


plodding, but if we keep a high heart and firm 
purpose some time or other we shall certainly 
rise above the clouds and come to see the prom- 


cil acts of life, we comfort ourselves with the ised land. “Discouragement”’ has no place in 


thought that it is a long lane that has no turn- 


Copyright, 1926, by Dr. Frank Crane. 


the vocabulary of a real man. 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* CENTRAL STATES* WESTERN STATES* 


MARKET | PRICES MARKET PRICES MARKET PRICES 
Sept. 15 to General Sept. 15 to General Sept.-15 to General 
COMMODITY October 15 Trend October 15 Trend October 15 Trend 


} g 


Transformers, insulators, distribution equipment 8 ll 























Poles and pole-line hardware 5 10 














Switchboards and accessories 











Motors and control apparatus 




















Safety switches 








Wiring devices 











Conduit and fittings 

















‘. wire and cable............. 











W. P. wire 











Lamps 











Industrial reflectors 











Commercial lighting ‘units................~...-...tsscsense 








Residential lighting wnhits.....................jeus 

































































Radio 








Flashlights and batteriees 








Telephone equipment 








Storage batteries 














_ “Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio; Kentucky, Tennessee and Alabaia, 
Wesiern States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kan.«' 
Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 


> 


What is said to be a new record in extent and costli- 
ness of exhibits at the Wisconsin State Fair was estab- 
lished by the Chicago North Shore and Milwaukee Railroad 
—The North Shore Line—with its $155,000 exhibit. A 
five-car all-steel train, including three regular passenger 
coaches, a dining car and a parlor observation car, was the 
feature of this exhibit. The train stood on a temporary 
track to the left and just inside the main entrance to the 


’ 


sd 


the exhibit by an aged stage coach, mounted on a plat- 
form at the head of the train. This stage coach harks 
back to the early days in the “Golden West,” having been 
in actual use as early as 
passengers between Cheyenne, Wyoming, and 
South Dakota. 


tween early travel and modern transportation by high-speed 


1862 in transporting mail and 
Deadwood, 
It furnished an interesting comparison be- 


fairgrounds. An interesting historical note was added to _ electrically operated trains.—Underwood Photo. 





ee 


js 





drives his car onto a loading platform and an attendant takes 
care of it until it is needed again on the street. A control or 
annunciator board at each elevator the vacant 
and those occupied by cars. 


Electrically operated elevators and platforms has enabled the 
architect of the new 40-story Pure Oil building in Chicago to 
offer a novel and practical feature to the tenants in the form of 
a 22-story garage with a capacity of 572 cars. The tenant 


shows spaces 
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Dr. Ray Lyman Wilbur, presi- 
dent of Stanford University, (be- 
low) explaining the high-voltage 
test to a group of scientists. One 


— 
< 4 of the giant transformers at upper 
Gi RZ : right—P. & A. Photos. 





The highest voltage yet obtained by man was 
demonstrated in the new laboratory of Stanford 
University, Calif., last September, before an assem- 
blage of eminent men of science, educators, and 
the press. <A ribbon of living flame, more than 
20 feet long, leaped between two points high in 
the air above six giant transformers, marking the 
highest voltage yet attained at commercial fre- 
quency—2,100,000 volts. With this new equipment, 
experiments will be carried on under the direction 


of Professor Harris J. Ryan of the electrical 
engineering department of the University and his 
assistants to determine the necessary facts for 
engineers to have when designing equipment to 
handle the high voltages which will be needed in 
the near future. 








The photo at the left shows Louis Jordan, chief of the 
chemical metallurgy section of the U. S. Bureau of 
Standards, operating a high frequency induction furnace 
operated by means of radio transmitting vacuum tubes. 
The furnace is used to melt metals and extract gases 
from them.—P. & A. Photos. 





Two popular personages, Miss 
Gertrude Ederle, conqueror of the 
English Channel, and the “Lady of 
Light,” a wax model presented in a 
striking setting of moving colorlight 
by Curtis Lighting, Inc., exchanged 
cordial greetings at the Radio and 
Electrical Show in Kansas City the 
first part of October. 

Miss Ederle was delighted to step 
up to the special dimmer board and 
“paint” the “Lady of Light” in one 
of the several million color combina- 
tions made possible by the X-Ray 
equipment in the exhibit. 
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For Every 
Window-Lighting Need! 


Shallow windows, deep windows—high 
windows, low windows—each may be cor- 


rectly illuminated with scientifically designed 
X-Ray Reflectors. 


The “Jack” and “Jill” reflectors at $4.50 each 
are two of the most popular units for medium size win- 
dows, while the “Queen” at $6.00 is the running mate 
of the “King” for larger windows. Do not forget the 
No. 33 FLOOD-Ray for unusual effects! 


Every Good Electrical Dealer Sells These! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 


31 W. Forty-Sixth St. CHICAGO 3113 W. Sixth Street 
New York Los Angeles 
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ATE, 


REGISTERED U. S. PATEN 


THE THREADLESS 


Listed as Stand 









YOU CAN PROFIT 


Ten months of intensive missionary work on the part of 
Erie Malleable Iron Co., has won thousands of prominent 
industrials and public utilities to the Kondu-Box threadless 
conduit fittings. 











Today a real demand exists for this improved, simplified 
line. There is a genuine appreciation, on the part of an 






increasingly large number of important users, of the tremen- 






dous savings in time and labor in the use of the Kondu-Box 










line. 










We would like to send you a list of the concerns who have 
used Kondu-Box with success. You will be amazed at the 


Patented 4 





class and the number of companies who have now standard- 
ized on this improved line and who welcome it as a distinct 














improvement in electrical construction practice. 







And we particularly want to demonstrate to you how you 
can cash in on the demand which already exists and which 
we pledge ourselves to constantly develop and expand for 
the Kondu-Box line of threadless conduit fittings. 














| 


EI 


burg 
UE. St 


ERIE MALL 


KONDU DIVISION - - 


Offices: New York, Boston, Philadelphia, Chicago, | 
Manufacturers’ Agents; J. G. Pomeroy Company, Los Angeles and San Francisco, Cal., C. R. Dederick, 
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ENMEE REGISTERED IN CANADA 


BOUIT FITTIN 


d@™ Underwriters* Laboratories 


The original cost of a con- 
duit fitting represents but a 
small proportion of the com- 
plete installation cost. A 
greater proportion of this 
cost is made up of labor—the 
cutting of threads and screw- 


ing conduit into the fittings. 


The Kondu-Box has been so 
designed as to eliminate these 
costly operations and to fur- 
nish many other economic ad- 
vantages as well. A few are 


mentioned on this page. Study 





them—send for a _ sample 
Kondu-Box and you will ap- 
preciate just what they mean 
to you and your contractors. 
No jobber’s salesman can af- 
ford to overlook this new fit- 
ting for increasing his direct 


sales. 


E IRON CoO 


ERIE, PENNSYLVANIA 


burgh, Cleveland, Detroit, St. Louis, Kansas City. 
HE. Staible, Denver, Colo., and Salt Lake City, Utah, W. A. Gibson, 


J. 


Dallas, Edgar E. Dawes, Atlanta 














EXPLANATION 
OF FEATURES 


Cutting of threads on conduit is a waste of 
time and money. Kondu Threadless Fittings 
eliminate this operation as well as the invest- 
ment and maintenance of stocks, dies and 
threading machines. 


The necessity of screwing conduit into fittings 
is also another costly operation which Kondu 
Threadless Fittings has reduced to a minimum. 
Only slight effort is required to tighten Kondu 
Threadless Fittings in the desired positions 


No more loss of time in starting tight or dan 
aged conduit threads into fittings. No pipe 
wrenches or expensive equipment needed. Slide 
the conduit into the Kondu Fitting until 
seats in the bushing, tighten the lock nuts and 
the job is finished. 


Tests have shown ™% inch Kondu Threadless 
Fittings to have holding power of over 2500 
pounds. This is far greater than normal re 
quirements. The secret lies in the parallel 
grip of the tapered bushing—the greater the 
tension, the tighter the bushing grips the con 
duit. 


It is immaterial whether the conduit be wit 
or without threads as the tapers on the bush 
ing causes it to conform to any variation 
size or shape of conduit. 


Underwriters tests show excellent grounding 
is obtained without scraping enamel off the 
conduit. 


Kondu Threadless Fittings are made of cer- 
tified malleable iron and are not effected ma 
terially by rust or corrosion. They are w 

breakable and are, therefore, ideally suited f 

all work requiring strong fittings. 


The large rectangular openings of 
Threadless Fittings, with the cover scre 
out of the way, give great accessibility. 
ing becomes an easy operation 
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BOOKKEEPER 


SAVINGS 





PRESIDENT 
DISCOUNT 





TREASURER 
MESSENGER 





SECRETARY 







PAY. TELLER 







REC. TELLER 





THE QUICK WAY TO TALK THINGS OVER 


Quick! is Right 


Simply by pressing a button instant communication may be obtained 
with any part of the organization. 
















There is a Couch System made for every Private Telephone need 
from a small and inexpensive two station set to an Autophone System 
of one hundred line capacity or more. 


The Couch line gives the Jobber’s Salesman an additional line to 
figure on—and a profitable one, too. 


Every Bank, Office, Factory, School, Hospital, Apartment House 
or Home is a prospect. 


May we send YOU our complete illustrated Telephone Bulletin and 
Price List? 


S. H. COUCH COMPANY, Inc. 


TELEPHONE AND APARTMENT HOUSE MAIL BOX MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 


SALES OFFICES 





BOSTON CHICAGO NEW YORK 
170 Purchase St. 809 W. Jackson Blvd. 76 Varick St. 
SALES REPRESENTATIVES 
ST. LOUIS DETROIT DENVER PHILADELPHIA OMAHA 
G. H. Stienhans Cadillac Metal Products Co. Arthur E. Bacon John R. Hollingsworth G. S. Felt 
ASHEVILLE, N. C. SAN FRANCISCO LOS ANGELES SEATTLE PORTLAND, ORE. 
L. E. Perrault Sierra Elec. Co., Inc. Sierra Elec. Co., Inc. Sierra Elec. Co., Inc. Sierra Elec. Co., Inc. 
MONTREAL WINNIPEG VANCOUVER 


Mac Gillivray-Beatty Co., Ltd. Cochrane, Stephenson Co., Ltd. Cochrane, Stephenson Co., Ltd. 
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At 8 o’clock, October 14, President Coolidge at Washington pressed a 
button, and a total of 6,800,000 lumens of light was cast into the 3,150 
feet of frontage embraced by the new lighting system just installed on 
State St., Chicago, between Van Buren and Lake Sts. The system 
consists of 140 lamps of 2,000 watt capacity each, with an output of 


Much has been written about the 
Eiffel Tower in Paris and the way 
they are now utilizing it for adver 
tising purposes. This view shows 
how it looks at night with the im 
mense electric signs covering its 
whole upper surface.—Underwood 
Photo. 


$5,000 lumens for each lamp. It is estimated that more than 100,000 
people turned out to witness the celebration and many people were in- 
jured during the rush and crush of the crowd. This new system makes 
Pegs St. the most intensely lighted street in the world.—Underwood 
*hoto. 


The new Bell Telephone Bldg., St. Louis, a 32-story structure, is 
flood-lighted at night in such a manner that only the upper part of 
the structure is visible, giving the effect of a floating castle sus- 
pended from the heavens. It is surmounted by a 300,000,000 candle 
power searchlight which serves as a beacon to air mail pilots and 
is visible for 150 miles—Underwood Photo, 
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H. N. Goodell 


District Manager, Graybar Electric Co., Kansas City 
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MEN YOU SHOULD KNOW 


H. N. Goodell 


ORN in Burlington, Iowa, in the year 1880, H. N. 
B Goodell comes from a typical railroad family. Both 

his father and uncle were railroad men with the 
usual large acquaintance among the fraternity. Goodell’s 
boyhood was in every way a normal one. He finished the 
grammar grades in school and was in his second year of 
igh school when there occurred one of these serio-comic 
blow-offs which alter the course 
of life for so many regular 


District Manager 
Graybar Electric Co. 


the grade. Not only did he secure employment, but was 
placed on the payroll as an “expert in shipping.”” Inas- 
much as his knowledge and experience had been confined 
to the operating end of the railroad business, he mentions 
his first title with more than a little amusement. 
Quite appropriately, his induction into the Western 
Electric organization subjected him to a series of heavy 
shocks. Being told to report 
on January 1, which was a 





fellows. 

It seems that Goodell was 
very much in athletics in his 
school days, with an especial 
liking for football. In 1896 ¥ 
he was a member of the high 
school football team. Those 
were the days when keen riv- 
alry and an intense desire to 
win kept all hands at fever heat 
and produced various unusual 
and delicate situations which 
caused teachers and principals 
to show an early crop of gray 
hair. Ringers were freely in- 
troduced into the various line- 
ups, even to the point of play- 
ing the husky janitor of the 
school. 

The-climax which sent. Goo- 
dell out into the business world 


to the end. 





He Sees Straight 


. GOKS straight to the 

heart of every problem in a 
remarkably short space of time. 
Even as the thing is stated, the 
vision seems to unfold in his mind 
and at once he sees clear through 
It follows that his 
decisions are, in almost every 
‘ase, uncannily quick and final. 
As one associate puts it: “If 
Harry Goodell should ever hem 
and haw and vacillate back and 
forth, I would rub my eyes to 
see if it were not someone else.” 


holiday, he, like all the other 
employees, showed up on Jan- 
uary 2, which, of course, was 
proper. Imagine his reaction, 
however, when, on payday, he 
found himself docked for ab- 
sence on New Year’s day! 
Another radical change 
awaited him. In a railroad 
office, as everyone knows, all 
the personnel smoked corncob 
pipes throughout the day. At 
Western Electric there was no 
smoking, and they meant every 
word of it. Driven to despera- 
tion, Goodell laid in a stock of 
chewing gum. Not so good. 
On his second day with the 
company he was called on the 
carpet and informed in sep- 





ulchral tones that anyone who 





ahead of time was.the result of 
a ban placed on a certain game 
by the harried faculty of his school. The game was 
played in defiance and retribution descended with a dull 
sickening thud. In other words, the whole team was fired 
bodily into outer darkness and told to stay out. 

Instead of repenting at leisure, Goodell made a mo- 
mentous decision and went out to rustle himself a job. 
Quite naturally, he turned to the railroad business. His 
boyhood had been spent in its romantic atmosphere and 
lis bedtime stories had been tales of wrecks and rescues. 
One of his best school friends was a son of Chas. E. 
Perkins, president of the C. B. & Q. R. R. Goodell went 
to the elder Perkins, secured a job with the “Q” and 
served in Des Moines, Dubuque and later in Chicago 

While in the Chicago office, he lived at the Oak Park 
Y.M.C. A. Here he met a great many Western Electric 
‘cllows; becoming intimate with most of them. Among 
these was Walter S. Gifford, then a Western Electric 
tudent and at present president of the A. T. & T. Co. 
‘oodell became interested in the electrical business. He 
rankly states that this was caused not so much by any 
lreams of the future of electricity as by the character 
nd good fellowship displayed by his Western Electric 
riends. 

Anyhow; when introduced in 1906, by a Western Elec- 
ric man to the chief clerk of the company, Goodell made 





chewed gum would never get 
anywhere in business. 

After six months, Goodell was transferred to the 
freight department, in which he spent three years. He 
then went from the Chicago office to Cincinnati as chief 
clerk. This Cincinnati house is the oldest distributing 
center in what is now the Graybar system. Eventually he 
returned to Chicago as chief storekeeper. 

To acquire the final polish he spent four months in the 
New York office in intensive training. The year 1911 saw 
him installed at Omaha as manager. His jurisdiction at 
that time included the Bell Telephone business, and the 
supply end was very small. In 1916 he was appointed 
central district manager in charge of Omaha, Des Moines 
and Minneapolis, including the telephone department. 
His transfer to St. Louis as Western District manager 
took place in 1918. 

In St. Louis, where he remained until his recent re- 
moval to the Kansas City office with the same duties and 
title, he became every well known. He is a member 
of the City Club, Scottish Rite Society, Sunset Hill and 
the Missouri Athletic Clubs. 

In 1906. Mr. Goodell returned to Burlington. Iowa, and 
married Miss Martha Fowler, his boyhood sweetheart. 
They have one daughter, Beverly Jane. 

Six men trained under Harry Goodell are now sales 
managers and one is manager, with Graybar houses. 
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Advertising Pays 
By WILLIAM FARR 
President, Piedmont Electric Co., 
Asheville, N. C. 
OES newspaper advertising pay 
the We'll say it does 
—if it is wisely used. 

We been advertising in the 
local papers for some time. Small 
three or four inches every day; 
running our 
in a while 


jobber? 
have 


space, 
talking about 
trademark and every once 
mentioning one of the items in our 
And then we tried a series of 


“e M4 > 
service 


line. 


William Farr 


“‘institutional”’ 
the biggest jobs in which our prod- 
ucts been used, boosting the 
contractors and the builder and try- 
ing to bring out the good points about 
our wire and fitments and switches 
by associating them with the work 
they were doing. 

All good and well—because nearly 
any kind of advertising is good. It 
got people to talking about ‘Peco 
Proven Products,” our name for the 
Piedmont Electric line. Some of the 
contractors told us it was good stuff. 
Same _ sales _ undoubtedly 
There are others we will get. But, 
it wasn’t the kind of advertising the 
business man likes to see. We 
couldn’t hear the cash register jing- 
ling its accompaniment. We wanted 
action right then! 

And then we got a bright idea. 
Now our advertising is paying its 
It is going out and 
bringing good, substantial jobs right 
into the stores and shops of our con- 
Everybody is satisfied, and 


sales which are being made di- 


ads; wrote up 12 of 


have 


way as it goes. 


tractors. 
the 
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resulted. ° 


THE 


rectly as a result of the advertising 
not only pay all the costs but return 
us a profit as well. 

The sample advertisement which is 
enclosed is simple enough. It isn’t 
the kind of an advertisement that 
would set the world on fire or cause 
a whole city to stop and talk. It 
doesn’t even try to dominate its par- 
page. Nothing “tricky,” 
sensational, but have you 
of the really 


ticular 
nothing 
ever noticed how few 
productive advertisements are. It 
tells its story But 
the advertisement is only a part of 
the plan. And to the plan must be 
given the credit. 


and tells it well. 


We advertise some seasonable item 
from our line of ‘““Peco-Proven Prod- 
We tell all about it, what it 
will do, and invite the reader to call 
for the ‘Peco Service Man,” who will 
give a demonstration in the prospect’s 
When he calls he answers 
their questions, gives them the ‘price 


ucts.” 


home. 





Plenty of 





tpg: crt oe 
=f water heater eae mar. 
o) ker “It-fits right on 
a your present water tank. 
‘An electrician and a 
~ plumber can install it in 
ba just a short while —at_ 
1 sonal expense, F 
‘Then turn’ the switch: 
- Fi P ae ae 3 eed 
| is plenty of scald ' 
water to wash ch the dines, 
1 only ‘ : 
Pa hath. 
a The Peco- Proven Yi . 
» Ho Heater is the: solu. 
“tion to your water heat 
“ing. problems... Call 
«; Peco’s fpervite Man to- 
-  day—at~3005.He will 
| give you: the res 
and put you in touch 
with. the. Feat ¢lectri- 
So Ciie equip’ i ive 
you md. job. = ae 











Original of this Advertisement was Run 
17 in. Single Column 


and, if they are interested, turns over 
the job to the nearest contractor who 
makes a profit from the sale as well 
as the installation. 

We have recruited our sales force 
from the contractors themselves, all 


of whom are now boosters for ‘‘Peco- 
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Proven Products.” We have brokin 
down sales resistance to the point 
where it simply doesn’t exist, b. 
cause a contractor isn’t going to arg: 
about stocking a water heater when 
we have already sold it for hin 
And, following up these leads, th 
contractors are finding a lot of wiring 
and other incidental jobs. 

Perhaps we are beyond our spher 
as jobbers in thus going directly to 
the consumers. But we are selling 
more merchandise, and it’s the kind 
of merchandise we want to sell. We 
are making of our dealers better 
friends than ever by giving them 
sales. We haven’t asked the manv- 
facturers for any help other than an 
occasional cut of their product. We'd 
rather do the advertising ourselves, 
in our own way, unhampered by the 
ideas of some advertising ‘expert’ 
who is hundreds of miles away from 
our territory and our problems. 

Summing up our experience, we 
find that newspaper advertising pays 
all along the line. But, first of all, 
work out a-sound, common-sense sales 
plan to back it up. For without the 
right kind of harness to hitch it to 
your wagon, newspaper advertising 
will snort and pull and make a big 
show, without budging your sales one 


single inch. 
* * * 


Advertising By the Jobber 
By L. T. MILNOR 
President, Milnor Electric Co., Cincinnati 


E HAVE done considerable co- 
E cisaees newspaper advertis- 
ing and as we use it, we feel that it 
has been successful. 

Our plan is to get the factory to 
take and pay for a central ad, which 
is educational, regarding their prod- 
ucts. We, as the jobbers, tie in 
with this ad. In some cases where 
we have exclusive distribution, we 
havé taken and paid for this hub, 
nucleus of the ad instead of the man- 
ufacturer. Then the dealers take and 


-_pay for as much additional advertis 


ing as they feel the possibilities of 
their business will warrant. The dea! 
er pays the jobber for this advertis- 
ing at his low contract rate. We 
have, at times, had two pages of ad- 
vertising in one edition of the pape’. 
financed in this manner. 

Such advertising, which is part!y 
paid for by the jobber and dealer, w¢ 
feel, should be for goods on whic! 
there is a Christmas sale, or gools 
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10 Points of Superiority 
MORE CAPACITY than other fans of the same 
diameter, speed and power consumption. 
STREAM LINE design and construction of the 
pressed steel ring permits the air to enter the 
wheel without frictional loss or eddy currents. 
BEARINGS are of extra large dimensions, 
bronze bushed (the shafts are nickel steel.) 
LUBRICATION of bearings (waste-packed 
type) is such that each fan so equipped will 
run 2,500 hours without re-oiling. 

BAND and RINGS are locked and spot-welded 
to the arms which are very strong. 

HUBS are of machined steel locked securely to 
the wheel. 

NO BOLTS are used in the assembly of the 
rings and arms. 

PRESSED cold-rolled steel plate construction, 
dieformed to accurate dimensions, perfect uni- 
formity and balance. No loss by breakage in 
shipment. 

WEIGHT far less than other fans made of cast 
iron. Even lighter than aluminum and far 
stronger. 


. MOTORS are totally enclosed type to keep 


out dirt and water. Large enough to carry the 
load continuously. 
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Meo lt fied this fan 


EASY 


to sell 


Many electrical jobbers, deal- 
ers and contractors are over- 
looking this profitable, easy-to- 
sell repeat order business that 
can be built up to a substantial 
volume with very little effort. 


In every city there are dozens 
of garages, stores, theaters, 
clubs, cleaning and pressing 
shops, printing plants, laun- 
dries, engraving shops, cream- 
eries, billiard parlors and res- 
taurants, that are prospective 
users of the Buffalo Breezo 
Ventilating fan. 


Live wire managers of these 
places are quick to realize the 
advantages of a VENTILATED 
establishment, and SALES 
PROVE that they buy Breezo 


Fans. 


An Attractive Distributor’s 
Proposition 


Buffalo Breezo distributors enjoy the advantages of our 
plan which does not require carrying any stock of fans, 
yet enables the distributor to make quick delivery of any 
size fan with any motor. 

In addition, our sales plan tells how to sell Breezo fans 
to various establishments—what sizes will be required, how 
and where to install the fan, and all other essential infor- 
mation. 

If you are not now distributing these fans, write or wire 
for full information. 


BUFFALO FORGE COMPANY 


201 Mortimer St., Buffalo, N. Y. 
In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


“BUFFALO BREEZO” 
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L. T. Milnor 


that will move quickly in the radio 
season, or fan motors. A long pull 
series of advertisements to educate the 
public, we feel, should be entirely 
paid for by the manufacturer. The 
jobber and dealer may run tie-ins of 
small size with these. 


* * * 


Not in Favor of News- 
paper Advertising 
By C. H. ALBEE 
Sales Mgr., C. S. Mersick & Co., New 
Haven, Conn. 

ELATIVE to newspaper adver- 
R tising for the direct benefit of 
the jobber we cannot see the advisibil- 
ity of same. We do believe it advis- 
able for manufacturers to tie in their 
newspaper advertising with the loca! 
dealers, and upon request we do fur 
nish the various manufacturers a list 
of our dealers. The writer is of the 
opinion that in order to play the game 
100 per cent on a jobbing basis, ad- 
vertising should be confined to dealer 


customers. 
* * 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and jobbers 
through its various divisions, for Sep- 
tember, 1926, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
nine months’ period of 1925-26. 
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Paul Clapp Becomes N. E. L. A. 








The many friends of Sam L. Hall 
Executive Secretary manager of Electric Supplies Distrib 
Paul S. Clapp of Washington, uting Co. of San Diego, will be glad 
D. C., has sueceeded M. H. Ayles- to know that Mrs. Hall has recovered 
worth as managing director of the from her recent serious illness and 
National Electric Light Association. Sam once more wears that pleasant 
He comes to this position from the smile. 
office of Secretary Hoover where he 
was special assistant to Mr. Hoover The Reiman Wholesale Electric Co. 
in engineering, economic and com- of Los Angeles, since moving into 
mercial problems of the United States. jts new quarters last summer, has 
bit a: added to its organization W. |. 
Strikes and Spares (Jack) Shay as sales manager. |. 
By JOE SINES C. Pentz, former sales manager, is 
E. J. (Everett) Dwyer, sales man- Ow assistant manager. Mr. Shay 
ager of the Western Light & Fixture W4S connected with the Myers Elec 
Co., Los Angeles, is rather proud of tric Supply Co. for several years a: 
his bowling team shown in attached credit manager. 
photo. They are, left to right: Steve 
Syarto, head bookkeeper; E. W. R. P. Burrows of the Sunbeam 
Erickson, salesman; Bill Bosath, Lamp division is in Los Angeles 
working with the Graybar Electric 
Co. organization. 


J. E. Crilly, district line material 
manager for Graybar Electric Co., 
spent one week recently in Los Ang 
geles working with the local organ 


ization. 
*x* * x 


Jack Burns Laid Up Eight 
Weeks 


J. H. Burns, vice-president and 
general manager of McCarthy Bros. 
and Ford, Buffalo, met with a pain- 
salesman; Dick Rosenbohm, buyer, ful accident recently when he broke 
and Everett himself, who, besides be- his kneecap. This laid him up eight 
ing a coming bowler wields a wicked weeks, but it is understood that he 
pipe. was back on the job October 18. 





Dwyer and His Team 





“THE ELECTRICAL CREDIT BAROMETER” 
SEPEMBER 30, 1926 


NUMBER OF ACCOUNTS REPORTED 


Increase * Increase 

DIVISION September or 9 months or 
1925 1926 Decrease 1925 1926 Decrease 
1a ES. eee ve ai tee eee oes 241 342 +41.9 % 3314 3351 + 1.11% 
Middle-Southern Atlantic...... 215 165 —28.25% 2078 1713 —17.56% 
ROW BOON ooo de ieee ... 104 101 . — 2.88% 788 1100 +389.59% 
eee ne ee ee 18 27 +50 % 166 225 485.5 % 
Centres. 208 55. ut a ee 784 — 4.62% 7972 7962 — 18% 
Rha eevee ss nein cea 1400 1419 + 1.386% 14318 14351 4+ 238% 

TOTAL AMOUNTS REPORTED 

Increase Increase 

September or 9 months or 
1925 1926 Decrease 1925 1926 Decrease 
OW TURK  kco skeen... $ 30,150 $ 51,780 +71.7 %: $475,041 $493,179 + 3.82% 
Middle-South. Atlantic.. 27,689 20,820 —24.80% 279,390 200,114 —28.387% 
New England ............... 4,560 8,293 +81.86% 87,597 77,5389 —1148% 
Patiie “Coast™ ...2........ 1,349 8,660 4171 % 24,735 84,302 +38.6 
ee 102,889 + 01% 957,824 879,501 — 8.13% 
TOTAL. ....................$166,073 $186,892 +12.54% $824,087 $1,684,635 — 7.65% 

AVERAGE AMOUNTS 

September 9 months 
1925 1926 1925 192' 
Gee Werk s...,..--...-dees eee =e BN cect $125 $151 $143 $14 
Middle-Southern Atlantic .................................... 128 126 134 1li 
oh ge | ee a ee: ee 43 82 111 7 
EE eae mer BOOT FRE POLI fs 74 135 149 152 
| ae eee Ee ee On ee 134 131 120 11 
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cAn Emblem of Quality 


For quick profit—sell the 


switches that sell themselves 


HATEVER the appliance—whatever the 

switch need—there’s a push button switch 
in the C-H Line that fills the bill—and you’ll find 
it above the average in several ways: 





Abovethe average in quick sale-ability 
first of all—and that’s because it’s above 
theaverage in electrical and mechanical 
perfection, above the average in dura- 
bility, and especially in appearance and 
convenience. And because the public 
knows it the minute they 
see the C-H trademark. Switch Plug 





Whether it’s a handy feed-through 
switch that can be placed anywhere 
in the cord (like the C-H 70-50 or 
ead C-H 70-40), a switch-plug (like the 
SwitchandReceptace the C-H 7()-51) with the control 
right at the appliance, a three heat switch 
for the heating pad (C-H 70-44) ora 
combination pendant switch and recep- 
tacle (C-H 70-53) that provides ceiling- 
light control and a conve- 
nient appliance outlet in ¢-# 70-40 Nickied 
one—whatever it is that’s 
needed, the C-H Switch that meets the 
need will be the easiest to sell. 





Placed at any position in the cord the C-H 70-50 
Feed Through Switch permits handy push-button 
control without disturbing the appliance 





Made of rich ebony Thermoplax, with light and 
dark buttons to indicate “on” or “of” Any 
appliance has an extra appeal with a 70-50 
switch on the cord. Sellone with every appliance. 

Attractive display containers are supplied 
which speed the counter sales 





The reputation C-H products have 
C-H 70-44 Tune . . ate 
Heat Switch earned brings quick recognition 
and instant acceptance. It’s been building for 
thirty years. Your jobber has these items. 
The CUTLER-HAMMER Mfg. Co. 
Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


UTLER@HAMMER 


“Push ~ Button ene Switches 
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CWS of the 
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Wetmore-Savage Announces 
Providence Personnel 

On June 11, 1926, the Wetmore- 
Savage Electric Supply Co., Boston, 
purchased the electrical supply busi- 
ness of the Boss Electrical Supply 
Co., Peck and Pine Sts., Providence, 
R. I. The personnel of the Provi- 
dence branch is now as follows: F. 
A. Boss, branch manager; S. L. 
Southey, sales manager; P. E. 
Hallen, purchasing agent, and R. 
Witherell, in charge of radio depart- 
ment. 

+ oe 


South Bend Electric News 


F. E. Kilander, sales manager and 
purchasing agent of the South Bend 
Electric Co., South Bend, Ind., re- 
ports that business this fall has been 
both in 
One 
re- 


increase 
electrical and radio products. 
of the largest orders secured 
cently is a requisition from the Stude- 
baker Corp., for all of the electrical 


showing a decided 





bbin 








om 
>, >) si 








material to be installed in their new 
proving grounds. 

F. H. Shumaker, general manager 
of the company, has been elected 
president of the South Side Business 
Men’s Club which was organized a 
year ago to better business conditions 
in the south side of that city. 

Mr. Kilander is also active in civic 
pursuits and was recently elected to 
membership in the Kiwanis club of 
South Bend. 

Mell Platt is a new man with the 
company. He has been employed as 
a radio specialist covering the com- 
pany’s entire territory in the interest 
of servicing sets and working with the 
men. 

* * * 


Steiner Gives Dinner 
The Steiner Electric Co., Chicago, 
gave a dinner to its employees and 
their wives at the Rainbo Garden on 


September 14. The has 


just put in a new fixture room. 


company 


Hyland Entertains Its Lamp 
Agents 


The Hyland Electrical Supply Co., 
Chicago, who is a distributor for the 
Federal division of the National 
Lamp Works, entertained its dealers 
at a dinner and sales meeting at the 
Hotel Sherman on October 13. 

After the dinner and entertain- 
ment M. G. Taradash and C. H. 
Weicensang, president and sales man- 
ager respectively of the company, 
outlined the plans for the coming 
year. 

Among other speakers were T. K. 
Quinn, assistant general manager of 
the National Lamp Works and P. B. 
Zimmerman, publicity director of the 
National Lamp Works. 

After the session at the Hotel Sher- 
man the meeting was adjourned to 
the Federal Lamp Division offices on 
Michigan Blvd., where an inspection 
was made of the lighting demonstra- 


tion room. 

















The third annual convention of the Atwater-Kent dealers in 
the St. Louis territory was held August 26 and 27 and was ar- 
ranged by the territorial distributor, the Brown & Hall Supply 
Co., of St. Louis. Over 200 dealers were present. Atwater-Kent 
were represented by H. T. Stockholm, Mr. Pigeon and Mr. Kes- 
The Pooley Mfg. Co. (cabinets), was represented by Mr. 


ter. 


Doty; Bankers-Commercial Security Co., by M. L. Coyte; Phila- 
delphia Storage Battery Co., by Mr. Kelly; National Carbon 
Co., by Roy Feldman; King Mfg. Co. (“Electron” battery 
chargers and power units), by Paul Niehoff; and Grigsby-Gru- 
now-Hinds Co., by President Grigsby. 
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RomeEX is complete in itself. Its many 

safety features are not dependent upon 

the maintenance and safety of a ground 

“wire, nor the care with which the 
cable is installed. 


ROMEX 1s SAFER 


Moisture, corrosion, oxidation—the 
ever-present, ever-active enemies of 
the all-metal system —make no im- 
pression upon the asphaltum saturated 
covering of RomeX. 


The experience of hundreds of RomeX 
users has proven it more nearly fool- 
proof, and safer under all conditions of 
modern house wiring practice, than any 
other type ofsecondary wiring material. 


ROMEX 1s SAFER 





ROME WIRE COMPANY 


Mills and Executive Offices: Rome, N.Y. 
Diamond Branch: Burrato, N.Y. 


OME 


NON-M BTALAIC 


New York: 50 Church St. Detroit: 25 Parsons St. 
Boston: Little Building CLEVELAND: 1200 W. gth St 
Cuicaco: 14 E. Jackson Blvd. 

Los Ancetes: J. G. Pomeroy, Inc., 336 Azusa St. 
San Francisco: ‘J. G. Pomeroy, Inc., 960 Folsom St. 






Genuine RomeX is identified by its Blue Mica Finish and patented double sheathed kraft tape construction 
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Roy Hawkins Purchases Cen- 
tral Electric Supply 

Roy V. Hawkins, formerly St. 

Icuis representative for the Apple- 

Electric 


Co., Chicago, 


ton 


has purchased 
the 
of the Central 
Electric Sup- 
ply Co., 1216 
Pine St., St. 
Louis, and 
will conduct 
Roy 
knows how a 
jobbing busi- 
should 
be conducted. 
Roy certainly 
should know 
his 


business 


it as 


ness 


groceries 
by this time! 
He first burst 
upon the elec- 
trical fraternity in St. Louis through 
the Union Electric Light and Power 
Co. in 1904, remaining with them 
until 1908 when he went with Com- 
mercial Electric Supply Co. at> St. 
Louis until 1908, when he opened up 
the Manhattan Supply 
Co.’s local branch as sales manager. 
He left Manhattan in 1911 to go 
with the Appleton Electric Co. and 
has been with them continuously un- 
til September 1 of this year when he 
entered upon his present connection. 
If there is a better known or more 
popular electrical man in the South- 
west than Roy Hawkins we don’t 
know him and all his friends wish 
him the best of success. 
With Roy Cella out on the street 
and Bob O’Donnell, who was for 14 
years with Graybar Electric Co., 


Electrical 


looking after service, Roy certainly 


has a real organization. 
*x* * * 


Galbraith of ReQua Dead 

James C. Galbraith of the ReQua 
Electrical Supply Co., Inc., Roches- 
ter, N. Y., died in that city on Octo- 
16, 
weeks. 

Mr. Galbraith had been associated 
with the company for about six 
years, and, at the time of his death, 
was its purchasing agent. 

His death distinct 
shock to his associates and to the 
men in the electrical industry who 
knew him. 


ber after an illness of several 


comes as a 


Ryall Back With Mine and 


Smelter 

James W. Ryall, for the past two 
years sales manager of the B. and 
R. Electrical Supply Co., being the 
“R” part of the firm name, has re- 
turned to the Mine and Smelter Sup- 
ply Co. at Denver, as sales manager 
of the electrical department, a posi- 
tion he held previous to going with 
the B. & R. company. 

During the past summer he con- 
ducted a contest among his salesmen 
offering a prize to the man who made 
the highest percentage of increase on 
his territory in July and August com- 
pared with those months last year. 
The $50 first prize went to E. R. 
Roberts and the second prize of $25 


went to C. H. Carter. 
2 


More About North State in 
Raleigh 

On page 64 of the October issue a 
notice was carried about the North 
State Electric Supply Co., 322 S. 
Harrington St., Raleigh, N. C., a new 
jobber. then 
been called to the fact that the com- 
pany is not owned principally by 
D. J. and E. E. Thompson and A. L. 


Cox but that there are a number of 


Since attention has 


stockholders comprising some of the 
leading electrical men of the south. 
W. Austin Emerson, formerly 
president of the Carolina States Elec- 
tric Co., is president of this new con- 


cern. C, P. Andrew, formerly offi 
manager of the Carolina States, 
treasurer. 

The company recently came ov 
with a full page advertisement in t} 
Raleigh Times in which 35 leadin 
manufacturers were listed as its su) 
pliers, such as Bryant, Crouse Hind. 
American Circulan Loom, Nationa 
Metal Molding, Chicago Fuse, Gen 
eral Porcelain, Liberty Gauge, Fran\, 
Adam, . Mutual Electric Machin 
Eagle, McGill, Wiremold, etc. | 
is rendering service to both pow 
companies and contractor-dealers. 

* * * 


J. W. Kellogg Moves to 
Binghamton 

J. W. Kellogg, known throughou! 
central New York state as “Joe,” has 
made connection with the Southern 
Tier Electrical Supply Co. of Bing 
hamton, New York, and is moving his 
family to Binghamton this month. 

Mr. Kellogg will take the Elmira 
territory and will have an assistant 
working in the city of Elmira. 
many years he handled the 
motor sales for the Syracuse office of 
the Westinghouse company, and later 
supplies. The electrical dealers in the 
southern tier of New York state will 
be pleased to have him come down and 
be with them. 

Joe’s particular hobbies are figuring 
out hard mathematical problems and 
playing bridge. 


For 


smal] 





The Waco Electrical Supply Company, “Fada” distributors for central Texas had 
an enthusiastic meeting at the Hotel Raleigh, Waco, Tex., August 17, when 40 
“Fada” dealers from all sections of the territory assembled to see and hear the new 


model receivers and speakers. 
“Fada” representative from Chicago, II]. 


the Waco Electrical Supply Co. at noon. 


discussions and demonstrations. 


The demonstration was in charge of Paul Koerfer. 


Visiting dealers were luncheon guests 0! 
The afternoon was devoted to informa 


At six p. m. the Waco Electrical Supply 


were hosts at a watermelon feast in Cameron Park. 
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Heavy Duty Gas and 
Vapor Proof Fixture 
Forinstallation where 
Gases and Explosive 
Vapors Exist 












Published in the interest of a more complete 
fellowship with Salesmen everywhere, 


by the Benjamin Electric Mfg. Co. 
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Glassteel Diffuser 


White Porcelain 
i} Enameled Steel Re- 
| flector and Totally 

: Enclosing Glass Bowl 


ee 


Ne 
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Chicago, November, 1926 





‘‘Crysteel’’ 


As indicated in the leading electrical 
publications during the last two months, 
Benjamin announces a line of electric 
ranges—‘“Crysteel,” which we believe we 
are justly entitled to call “the Aristocrat 
of Electric Ranges.” 


In sheer beauty of line and finish, these 
ranges spring at once to the forefront in 
contemporary design. In efficiency and 
economy of operation they remove the 
last excuse for using any other form of 
domestic cookery. In reliability and free- 
dom from service ills, they will satisfy 
the most exacting merchandise manager. 

Benjamin has been manufacturing fine, 
reliable electrical products for many 
years; Benjamin has been making the 
best porcelain enameled parts of the lead- 
ing stoves and ranges of every kind for 
many years. Its facilities and experience 


are unusually complete and_ efficient. 


the Aristocrat of 
Flectric 


? n 1 

Kanes 

What is more logical than the produc- 
tion of a superior electric range? 

To the Benjamin facilities and experi- 
ence an important addition has _ been 
made by the acquiring of the United 
States patents of Moffatt’s, Ltd. of 
Canada, for over 40 years a prominent 
manufacturer of stoves and ranges and 
for the last 15 years a leading manufac- 
turer of electric ranges. 

Crysteel Electric Ranges are made in 
36 catalog numbers, covering every re- 
quirement of purse and pride of pos- 
session. A well balanced advertising and 
selling plan for dealers has been pre- 
pared and we will be glad to explain this 
plan to electrical supply jobbers, light 
and power companies and dealers. 

A handsome catalog, describing and 
illustrating the Crysteel line is now 
ready for distribution and copies will be 
sent to those interested upon request. 


-——— 

















The New Crysteel Electric Range Catalog 


A New Benjamin 
Motor-Driven Howler 


Recognizing the need for an excep- 
tionally powerful horn, for use in noisy 
industrial locations where even the best 
magnetic type horns are ineffective, Ben- 
jamin engineers have designed a motor- 
driven howler producing a powerful and 





The New Benjamin Motor-Driven Howler 


penetrating note of great carrying power. 
Descriptive literature is now ready, which 
we will be pleased to send to those inter- 
ested. Ask our nearest office. 


Cle-Ra-Tone Sockets in 
First Prize Review 


John Harrison Hartley, a Brooklyn 
(N. Y.) Technical High School youth of 
sixteen, was nominated champion amateur 
radio set builder of the world when the 
judges selected his nine-tube superheter- 
odyne receiver as the best assembly pre- 
sented in the international competition at 
the Radio World’s Fair at Madison 
Square Garden, New York, in Septem- 
ber. 

Young Hartley has been interested in 
radio since he was ten years old and his 
receivers have won many awards. Last 
year he won the national contest at the 
Radio World’s Fair. 

Then, as in the present assembly, he 
chose Benjamin Cle-Ra-Tone radio 
sockets for this important part of the re- 
ceiver. Hartley’s set was the most elab- 
orate from the engineering standpoint, 
and it was also the most distinctive in 
general form of any entered in the com- 
petition. 
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National Electric Light Association Activity 


‘2 


& 4 2Ae BG 


Again to the Front 


The Industrial Lighting Committee of 
the National Electric Light Association 
is developing another National Industrial 
Lighting Activity for this Fall and 
Winter and this month will begin an 
advertising campaign in the leading gen- 
eral industrial magazines reaching thou- 
sands of executives in all of the major 
industries. 

Inasmuch as the Industrial Lighting 
Committee will not provide the direct- 
mail and newspaper advertising material 
for this activity, the material regularly 
provided by the manufacturers of indus- 
trial lighting equipment will in a large 
measure be used by many local activities. 

In this connection, the campaign mate- 
rial developed by Benjamin will be singu- 
larly appropriate, and we will be glad to 
cooperate generously with all local 
organizations generating an industrial 
lighting campaign. 

During the last National Activity, Ben- 
jamin educational industrial lighting lit- 
erature was freely used in many cam- 
paigns. This literature has been expanded 
and, in addition to the complete Benja- 
min Plan for Getting More Industrial 
Lighing Business, is at the command of 
all local activities. A list of direct-mail 
advertising available is given in another 
article in this issue of The Reflector. 

In practically every issue of The Re- 
flector for the last year, there has been 
listed a number of light and power com- 
panies, jobbers or contractors and dealers 
who have developed industrial lighting 
campaigns using, in the main, Benjamin 
educational literature or the complete 
campaign as a basis of their activities. 

A number of new campaigns are now 


A fine Industrial Lighting Campaign 
has been started in Chicago, under the 
auspices of The Electric Association. 
This campaign is in the form of a con- 
test among jobber’s salesmen, and over 
150 of the brightest men in the business 
are entered, representing practically every 
electrical supply jobber in Chicago. 

Prizes amounting to $400 have been set 
up. There is a first prize of $150.00; 
second prize, $100.00; third prize, $50.00. 
For the next ten in line there will be a 
nice new crisp ten dollar bill apiece. 

For each job sold the count is 20 
points; for each reflector sold on an old 
job, one-half point; for each reflector 


under way. Among these, one of the 
most important is that of the Robertson- 
Cataract Electric Company, which is 
carrying on campaigns in Buffalo, Utica, 
Rochester and Syracuse. This campaign 
will cover 1200 industrial plants, under 
the general direction of Mr. W. C. Nye, 
Sales Promotion Manager, Buffalo, N. Y. 
The activities in the various cities will 
be in charge of the following: Buffalo, 
Mr. F. R. Morris; Utica, Mr. J. Sidway ; 
Rochester, Mr. H. C. Johnson; Syracuse, 
Mr. A. J. Browning. 


There is another new campaign being 
run by the Central Illinois Light Com- 
pany at Peoria, Ill. Six letters will be 
sent to a list of 155 industrial plants. 

Another vigorous campaign is being 
pushed by the Northwestern Electric 
Service Company of Pennsylvania, at 
Meadville, Pa., under the direction of 
Mr. H. K. Williams, New Business Man- 
ager; Northern Indiana Public Service 
Company, at Hammond, Ind., under the 
direction of Mr. Irving N. Pierce, of the 
Lighting Contract Department; Burke 
Electric Company, at St. Louis, Mo., 
under the direction of Mr. Samuel J. 
Burke; Blackstone Valley Gas & Electric 
Co., at Pawtucket and Woonsocket, R. 
I., under the direction of Mr. F. K. Sim- 
mons, Chief Industrial Engineer; Ho- 
boken Electrical Supply Company, Ho- 
boken. N. J., under the direction of Mr. 
D. P. Laws, Sales Manager. This cam- 
paign will cover between 300 and 500 
industrial plants. 

Another campaign is also going for- 
ward through the cooperation of the 
Public Service Electric & Gas Company, 
in New Jersey. 


sf 


sold on a new job, one-quarter point. 
Five points are counted for each layout, 
and five for each trial installation sold. 
The contest opened with a loud and 
enthusiastic bang two weeks ago, when 
over 100 of the salesmen entered held 
an open meeting and dinner at the Elec- 
tric Club. Mr. Paul B. Zimmerman, Dir- 
ector of Publicity of the National 
Lamp Works, Nela Park, gave a 
talk that will long be remembered and 
appreciated, and handsome Lyle C. Fos- 
ter, of the Buckeye Division, brought 
the crowd to its feet by his hard-hitting 
logical and at the same time very human 
talk on the way to get the business. 





ARR IN A EINE Sa a 


Meetings are held once a week at 
which reports are made and experiences 
checked up. The Electric Association 
has several field men assisting the sales- 
men and the campaign is going big. 

The Chicago Industrial Lighting Com- 
mittee, under the direction of which the 
contest is carried on is as follows: 

R. Bourke Corcoran, Chairman, The 
Electric Association; E. D.  Tillson, 
Vice-Chairman, Commonwealth Edison 
Company; T. A. Brooke, Illinois Elec- 
tric Co.; J. W. Collins, Electrical 
Contractors’ Association of Chicago; 
C. A. Dostal, Westinghouse Lamp Com- 
pany; L. V. James, Midland Lamp Divi- 
sion of National Lamp Works of Gen- 
eral Electric Company; Paul Kauffman, 
Commonwealth Edison Company; R. C. 
Kinney, Graybar Electric Company; V. 
Marker, Revere Electric Company ; Wm. 
Overbagh, Overbagh & Ayres Manufac- 
turing Co.; P. A. Powers, Benjamin 
Electric Mfg. Co.; Wm. M. States, Edi- 
son Lamp Division of National Lamp 
Works of General Electric Company. 


Show Case Lighting 
Gains Ground 


Commonwealth Edison Com- 
pany Showing Great Results 


Every month brings in new reports of 
the most satisfactory sort regarding the 
progress of Show Case Lighting adver- 
tising and selling campaigns. 

Quite a big thing is the campaign of 
the Commonwealth Edison Company, 
launched last month and now proceeding 
with a great push. Direct mail and local 
newspaper advertising are being used 
and ultimately a list of 7,000 names will 
be covered. 

The campaign is under the capable 
direction of Mr. H. H. Rae of the Com- 
monwealth Edison Company, assisted by 
our Mr. Knox. 

Other campaigns now under way in- 
clude the Southern Public Utilities Com- 
pany, at Greenville, S. C., under the 
direction of Mr. Charles R. Miller, Jr.; 
Briggs Electric Company, at Fond du 
Lac, Wis.; Northern States Power Com- 
pany, at Sparta, Wis.; Northwestern 
Electric Service Company of Pennsyl- 
vania, at Meadville, Pa., under the di- 
rection of Mr. H. K. Williams; The 
Dayton Power & Light Company, at 
Dayton, Ohio, under the direction of 
Mr. H. S. Bonneman; San Antonio 
Public Service Company, San Antonio, 
Texas; Butte Electric Supply Company, 
at Butte, Mont.; Staten Island Edison 
Company, Staten Island, N. Y. 
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The Benjamin Reflector 











Some of the Benjamin Educational Industrial Lighting Literature for Use by Distributors, Central 


In addition to the big campaign of 
advertising that has been running all 
year in the national magazines reaching 
electric light and power companies, elec- 
trical contractors and dealers, and execu- 
tives in practically all of the major 
industries, Benjamin has prepared and is 
using every day a great array of direct- 
by-mail advertisements covering practi- 
cally every phase of industrial lighting. 

All or any of these pieces are available 
in connection with the local activities of 
electrical supply jobbers, contractors and 
dealers and central stations. A set of 
samples will gladly be sent to those inter- 
ested. We are pleased to give below a 
description of these pieces, some of which 
are illustrated above. They are all in 
color, and the asterisk indicates those 
which may be imprinted with the user’s 
name and address: 

*AD-1676—‘Can Your Plant Pass This 
Test?” (a self-mailing folded broad- 
side suitable for mailing to all classes 
of industrial plants). 

*4D-1196—Four-Page Letter, suitable 
for mailing in No. 10 envelope, fea- 
turing Glassteel Diffuser, page one 
blank for letterhead and letter. Suit- 
able for mailing to all classes of 
industrials. 

AD-1326—“Blindfolds and Handcuffs” 
(self-mailing folded broadside for 
mailing to all classes of industrial 
plants). 

*AD-1364—“Cut Your Overhead” (No. 
10 envelope enclosure for all classes 
of industrial plants). 

AD-1458—“Mr. Gloom and Mr. Glare” 

(self-mailing folded broadside cover- 

ing all classes of industrials). 








Stations and Electrical Contractors and Dealers. 


*AD-1222—“Correct Illumination for 


Industry” (a 16-page 8x10%4 in. 
booklet, giving very complete infor- 
mation on lighting requirements, cal- 
culations, etc., for all classes of 
industrial plants). With envelopes 
for mailing if requested. 

*4D-1587—No. 6 Envelope Enclosure. 
“Check Your Factory Lighting.” 

*AD-1591—No. 6 Envelope Enclosure. 
“When Sunlight Fails.” 

*4D-1586—No. 6 Envelope Enclosure. 
“Slave Driving Is Out of Date.” 

*4D-15900—No. 6 Envelope Enclosure. 
“Rejects? We Cut "Em Down 17% 
in a Month.” 

*41D)-1588—No. 6 Envelope Enclosure, 
“4 or 40.” 

*4AD-15890—No. 6 Envelope Enclosure. 

“Would You Raise a Good Man's 
Pay tc a Day?” 
(This series of envelope stuffers in 
colors make a very effective little 
set-up either for a definite campaign 
or for mailing to industrials of all 
kinds from time to time.) 

*AD-1647—“Light and Its Effect on 
Production” (16-page booklet in 
colors for No. 6 envelope enclosure, 
full of brass tack actual facts re- 
garding fine results in a large num- 
ber of industries). 

*AD-1646—‘Candle-Power and Man- 
Power’—a big colorful self-mailing 
folded broadside featuring Type RR 
Threaded Equipment for Mills, 
Foundries, Railroads, etc. 

* 4 D-1655—Blotter in beautiful coloring 
on Glassteel Diffuser, suitable for 
No. 6 envelope enclosure. 


The Marvel Auto-Heat, a new Ben- 
jamin product, is one of those simple 
and efficient adaptations so obvious that 
one wonders why some one else did not 
think of it before. 

It’s simply a glow heater equipped 
with a light suspension chain. The at- 


a 








The Marvel Auto-Heat on Car 


tachment plug is plugged into a light 
socket, the chain slipped over the radiator 
cap and the Marvel Auto-Heat left to 
keep radiator and the rest of it warm 
over night or during the coldest day. 

We would be glad to send descriptive 
matter to interested folks. <A nice little 
advertising campaign is running in the 
Automobile Trade Journal, reaching 
50,000 auto dealers, garages and service 
stations ; in the publications of the Motor- 
ist Class Group, reaching car owners in 
the northern and eastern part of the 
country, and we have a lot of effective 
dealer and consumer literature also ready 
for use. 
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Mr. J. H. Waterbury has joined the 
organization of the Benjamin Electric 
Manufacturing Company and will be in 
charge of the Benjamin Illuminating 
Engineering Department. 

It will be remembered that Mr. Water- 
bury was formerly in the Engineering 
Department of the National Lamp Works 
during a period of six years. While 
there, among other accomplishments of 
note, he was the co-inventor and design- 
er, with Mr. Ward Harrison, of the now 
popular Glassteel Diffuser. 

More recently, Mr. Waterbury hails 
from the Tri-Cities on the Mississippi, 
where he has been occupied as Illum- 
inating Engineer with the power com- 
pany, and also as secretary and manager 
of the local electric league. Since its 
inception, the Electric League of the Tri- 
Cities has made excellent progress in the 
promotion of the Red Seal Plan and a 
campaign on Industrial Lighting. 

This Industrial Lighting Campaign 
started with the National Activity of the 
National Electric Light Association the 
first part of this year and has been going 
strong ever since. The last effort of 
Mr. Waterbury in connection with this 
campaign, was the holding of a Lighting 
School, where a large number of sales- 
men were instructed in the art of plan- 
ning and selling practical illumination. 

In the broader field now opened up to 
him through his connection with the com- 
pany we can look forward to greater 
activities, as well as new developments 
along lines of lighting equipment. 

* ok Ok 

Seems as if we must publish a “Beg 
Your Pardon” paragraph about Mr. 
Arthur E. Bacon. We said some time 
ago that the headquarters of the Colo- 
rado territory was at 1429 Ninteenth 
Street, Denver. Arthur informs us that 
it is at 1429 Eighteenth Street. What’s 
the difference in a block, even in such a 
hefty place as Denver, with one so well 
known? eS ee 

Mr. Phillip W. Evans has been added 
to the Eastern territory, travelling out of 
the big division so ably directed by Basil 
G. Kodjbanoff. For the time being Mr. 
Evans may be addressed at P. O. Box 
698, Buffalo, N. Y. 

* * x 

Mr. Joseph T. Osterby may now be 
addressed at P. O. Box 252, Hartford, 
Conn. Mr. Osterby assists Mr. Patrick 
in the New England territory. 

Mr. Paul E. Bowers has joined the 
force of Benjamin in the Pittsburgh 
district, assisting Mr. C. Ostrom. 


The Benjamin Reflector 
































The Benjamin Exhibit Booth at the Big Chicago Radio Show, Coliseum, October 11 to 17 


Benjamin had a fine exhibit on the 
main traveled aisle, just around the cor- 
ner from the broadcasting stations. A 
huge Controllodyne hook-up, showing the 
use of various Bejamin radio products 
covered the rear portion of the exhibit, 
while a beautiful show case, illuminated 
most effectively with Benjamin show 
case lighting equipment and displaying to 
great advantage Benjamin radio prod- 
ucts, pretty well filled up the foreground. 
A most remarkable continuous tube col- 
ored gas electric sign burned the name 


‘Benjamin” into the consciousness of 
thousands of visitors. 

Some idea of the activity generated 
during the show may be realized when it 
is known that we distributed 20,000 small 
catalogs, 5,000 Radio Handbooks, 5,000 
each of three different sets of instruc- 
tions for building receivers, 9,000 sets of 
books containing the official rules for 
our radio ingenuity contest and 15,000 
post cards for entry into the contest. 
Several thousand entrants were received 
during the show. 


A Benjamin Stand Lamp Adapter 


Once again Benjamin comes out with 
an appliance accessory that is going over 
with a bang. This time it is an adapter 
for making stand lamps from urns or 
vases. 

Everyone knows that there has always 
been a big market for a device that 
would readily convert vases into stand 
lamps. The difficulty has been in devising 
something that would be entirely prac- 
tical and fit a wide variety of sizes and 
shapes of vases. 

In the Benjamin adapter these difficul- 
ties appear to be removed. Practically 
any size or shape of vase can be accom- 
modated; the adapter is very easy of 


adjustment; exceptional skill, either elec- | 


trically or mechanically is not required, 
and the finished job is extremely work- 
manlike and good looking. 

A folder describing and illustrating the 
adapter has just been issued, and copies 
will be gladly furnished on request. 

Electrical contractors and dealers, gift 
shops, novelty shops, hardware stores and 
department stores can do a good business 
in making up stand lamps from vases. 








Putting on the Cluster and Cover 
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Jesse B. Doan has been placed in 
charge of the pricing department of 
|.. A. Woolley, Inc., Buffalo. David 
Sern is a new man with the company. 
id. Forster has just returned from 
his honeymoon. 


Harotp A. Roseserry has been 
transferred from the office of the 
Roseberry-Henry Electric Co., Grand 
Rapids, Mich., to act as city sales- 
man. Rolland Hamehelite resigned 
from the company on September 1. 





H. A. (Rep) Hirt has been added 
to the sales force of the Southwest 
General Electric Co., Oklahoma City, 
Okla. ‘“‘Red” is traveling the south- 
eastern part of the state and has been 
sending in some nice business. He 
claims the honor of being the largest 
salesmen in Oklahoma displaying red 
hair, a-solid gold tooth and a broad 
smile for all of his customers. His 
weight is 210 lbs. and when he left 
on his last trip he was still single. 


C. Rost. CHURCHILL, president of 
the Electric Appliance Co., New Or- 
leans, reports that “all is quiet along 
the Potomac. The greater the silence, 
the more prosperity. That’s our con- 
Business has _ been 
good with this company in the matter 
of increased orders and likewise in 
the matter of collections.” 


dition exactly. 





J. M. Crevasse has been employed 
to cover the central Florida territory 
of the Florida Electric Supply Co.’s 
Tampa branch. He replaces D. W. 
Billingsby, who has been transferred 
to St.Petersburg. 


RussELL BUCKLAND is a new coun- 
ter man with the Inter-Mountain 
“leetrie Co., Salt Lake City, Utah. 


J. B. Bootn is a new specialty 
ilesman with the Tampa Hardware 
Co., Electrical Division, Tampa, Fla. 


Joun Parrerson has been em- 
ployed as a counter man with Lind- 


l-y Electric Supply Co., Philadelphia. 





F. H. Conway has been appointed 
service manager of the Southern New 
England Electric Co., Waterbury, 
Conn., to succeed D. Hastie. 


C. E. Wricut has been employed 
to work in the American Blower fan 
department of the Commercial Elec- 
tric Supply Co., Detroit. Edward 
sradley and William Prentis are two 
new counter men with the company. 
Blair Chamberlin has been transferred 
from the office to the outside sales de- 
partment. Peter La Londe has been 
appointed store manager of the com- 
pany. 

WicuiaM R. THomMas is a new sales- 
man taken on by the Western Supply 
Co., Portland, Me. 


Georce TALtey is now in the credit 
and collection department of the 
Florida Electric Supply Co., Miami, 
Fla. Mr. Talley was formerly in the 
credit department of the City National 
Bank of Miami. 


Henry FonkeE is now traveling 
northern Illinois for the Wesco Sup- 
ply Co., St. Louis. 


M. C. Hute is a new salesman with 
the Southern Electric Supply Co., 


Atlanta, Ga. W. B. Meek has been 
employed in the service department of 
the same company. 


Five New men have been employed 
in the radio department of the Henry 
L. Walker Co., Detroit. Harry L 
Joyce and Fred E. Wilcox will travel 
out of this department, while George 
F. Martin, John Augustyn and George 
G. Guerin will work as counter men 
in the same department. 


O. L. Fereuson has been trans- 
ferred from the credit department, 
where he was credit manager, to the 
sales department of the Varney Elec- 
trical Supply Co., Indiapapolis. J. H. 
Campbell succeeds R. H. Smith as 
sales manager. 


W. L. McWoon is a new radio spe- 
cialist with the Morris Blumberg 
Electric Co., Detroit. 


S. T. Bowers is now with the H. 
Coleman Co., Allentown, Pa., as a 
saleman. 

Jutius Terer has accepted a posi- 
tion in the sales department of the 
Canfield Electric Supply Co., King- 
ston, N. Y. 


GERALD E. MILLER is now a radio 
salesman with the Rumsey Electric 


Co.. Philadelphia. 


R. E. Browne, manager of the 
lamp department of the Perry-Mann 
Electric Co., Columbia, S. C., attended 
the recent lighting sales school at the 
Edison Lamp Works, Harrison, N. J. 








SSI SAS, 


Lined up against a wall, but by no means wall flowers: Graybar Electric girls of 
Atlanta, Ga., left to right—Ola Webster, Essie Lee Nelms, Mary Smith, Alice Wil- 
liams, Ida Scruggs, Myrtice Flourny, Jewell Whatley, Myrtice Yarbourgh, Annie 
Maude Adams, Eula Livingston, Letitia Clements, Martha Harris, Lena A. Boyd, 
Margie Mason, Peggy Davis. 
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You will observe that these pictures were taken out in the “wild and woolly.” 
They were sent in by A. D. Barber, manager of the Graybar Electric Co. at Omaha. 
C. J. Strike, new business manager of the Northwestern Public Service Co., Huron, 
S. D., had the party out in the sand hill country in his car. Above—A typical herd of 


white-faced cattle. Below—Left to right: 


Fred Rice, of the N. P. S. Co.; Mr. Bar- 


ber; Max Wendler, ranch owner, and Col. Charles Wood, manager N. P. S. Co. 





Jim Brock, formerly of the West- 
inghouse Lamp Co. at Los Angeles, 
has joined the sales force of the Elec- 
tric Supplies Distributing Co. of San 
Diego. 

Jack Suay, formerly credit man 
ager of the Myers Electric Supply 
Co. of Los Angeles, has gone with 
the Reiman Wholesale Electric Co. of 


the same city. 


Wittis Weaver has joined the 
sales force of the Roepke Electric Co.. 
Chicago. Charles Wieck has been 
employed in the store. 





R. W. Emerson has _ succeeded 
W. B. Meek as service department 
manager of the Perry-Mann Electric 
Co., Columbia, S. C. Mr. Meek re- 
signed on September 15. 





D. J. LENIHAN is a new salesinan 
with the North State Electric Co., 
Raleigh, N. C. 

J. H. Lirrteton, Jr., will travel 
out of Savannah, Ga., for the Graybar 


Electric Co. Walter C. Maxwell has 
taken over Mr. Littleton’s position as 
storekeeper at Savannah. 


M. D. ALEXANDER has been trans- 
ferred from the Charlotte branch of 
Graybar to the Asheville and will 
travel the western North Carolina 


route. 





J. R. Jorpan, Jr., has been placed 
in charge of radio sales for the South- 
eastern Electric Co., and will handle 
radio sales for both the Chattanooga 
and Knoxville, Tenn., houses. 

W. J. Stroup has been made man- 
ager of the radio department of the 
Interstate Electric Co., Shreveport, 
La. 





FrRANK RicHarps has been added 
to the sales force of the Southwestern 
General Electric Co., Dallas, Tex. 


3 


“Jim” Kexpy has taken over the 
southern Alabama territory for the 
Matthews Electric Supply Co., Bir- 


mingham. 





Graybar of Omaha to Move 
The Graybar Electric Co., Oma): 
expects to move into its new home at 
12th and Capitol Ave., on Novem 
ber 1. . 

It has also been announced that | 
D. Tikalsky was added to the roa 
salesmen’s force for the western Iow: 
territory during the month of Se; 
tember. “Dan” has been with tl 
company about six years, having 
passed through all the various offic 
and warehouse departments, and is 
certain to make an excellent sales 
man. 

Al Rassmus, who has been with tl 
company in Omaha for several years, 
is now in charge of the city counter. 
Harold Smock, who formerly had this 
position, was obliged to take his wif 
to Colorado Springs on account of her 
health. 

A. D. Barber was recently elected 
a member of the board of directors 
of the Omaha Electrical League and 
chairman of the finance committee for 
the current year ending September 
Ist, 1927. eye ae 


Heroux Makes Change 

A. E. Heroux, formerly salesman 
for the Commercial Electric. Supply 
Co., Detroit, has recently become 
connected with the Henry L. Walker 
Co. of the same city. He is in the 
sales end of the business. It will be 
remembered that Heroux was a two 
time winner this year in THe Jos 
BER’s SALESMAN “Summer Sales Prize 
Contest”——for sales of Bussman prod 
ucts in both July and August. 














W. B. Satterlee, who is president of the 
Columbian Electrical Co., Kansas City. 
engaged in deep thought. 
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Press down 
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and the electric cur- 
is automatically 
turned off. 


r 


ent 





A remarkable new Electric Toaster 
for the home entirely automatic in operation 


And with 20 other selling features 
which make it a fast moving item 


Hence, a profit-maker for Jobbers and Dealers alike 


The Toastmaster Automatic Electric 
Toaster makes perfect toast every time. 
Full-flavored, golden-brown slices. Crisp 
and crunchy on the outside. Soft and 
tender on the inside. And piping hot— 
so hot that the butter melts and dis- 
appears in an instant. 


Eliminates Guesswork 


The Toastmaster makes such delicious 
toast—without watching, without turn- 
ing, without burning. Just 3 simple, fas- 
cinating operations. This is how: 


1. Drop a slice of bread into the oven 
slot; 2. Push down the two levers; 3. 
Pop! Up comes the toast when it’s done 
and the current is automatically turned 


off. 


New—but Tested for Years 


While the Toastmaster is brand new— it 
has actually been tried and tested and 
proved highly successful. For it is a com- 
pact edition of the big Toastmaster which 
has been used for years by famous Res- 
taurants, Hotels and Sandwich Shops. 


Jobbers—Write Now 


We are now marketing this highly im- 
proved toaster—through jobbers. Many 
jobbers who have already taken on this 
item are reporting quick acceptance by 
the trade. 


In many cases reorders have come within 
two weeks. Proof enough that the Toast- 
master is a real seller. 


The TOASTMASTER 


Read the 20 specific selling features shown 
at the right. Then tear out the note 
addressed to your secretary instructing her 
to write for complete information—list 
price and jobber and dealer discounts. 
No cost or obligation. 


We will gladly meet visitors and dem- 
onstrate Toastmaster Automatic Toaster 
at our booth No. 198 at the New York 
Electrical Show. 
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Note to Secretary 


and 


jobber 


ZO 


Reasonswhy The 
Toastmaster 
will sell quickly 


~ 


[ 


Ww 


—~ 


~,] 


. Attractively 


. Makes 


. New and different. 
. The only 100% Automatic 


Electric Toaster. 
finished in 
flashing nickel. 


. Toasts 2 sides of bread at 


once and takes a larger 
slice than most toasters. 
Toast is always piping hot 
when served, due to en 
closed oven 

Toast kept warm by re 
tained heat. 


. Toasts bread to individu- 


al’s liking. 


. Fascinating to use. 
. Three simple operations do 


the trick. 
Electric current shuts off 
automatically 


. No watching—no turning 


—no burning. 


. Same as used in famous 


hotels and restaurants. 


. Other duties can be done 


while toast is being made 
without fear of burning. 


. Impossible to overheat and 


burn out heating elements 


. Hard rubber legs prevent 


burning of tablecloth or 
marring table. 
perfect, uniform 
toast. 


. Saves electric current. 
. Prevents burning of fingers 
. Easily operated—even by 


a child. 


20. So well constructed, it wil 


Write to the Waters-Genter Company, 
. Second Street, Minneapolis, Min- 
instructing them to send me list 
discounts and full 
details of the new Toastmaster proposi 


outlast any other toaster 
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’ The Hemco Display Board 
is Free to Dealers 


The dealer pays only for the 
plugs at special discount. 


Business 1s Good! 


—Hemco Display Boards are Making It Better 








Breaking all previous records, Hemco 
Plug Sales are greater than ever this 
year. 

The Hemco combination of attractive- 
ness, strength and sound design appeals 
to the buying public. Given a choice, 
they choose ‘““Hemco” invariably. It pays 
your dealers to handle these superior 
Hemco Plugs. 

Salesmen can increase their “Hemco”’ 
business by making certain that one or 
two Hemco Display Boards are placed 


advantageously on their dealers’ counters. 
You don’t have to sell these boards, You 
give them to the dealers free. They only 
pay for the plugs at special discount. 

Your dealers will want these attractive, 
permanent, metal display boards. It 
makes more sales for them, and hence, 
more business for you. 

If you haven’t full information about 
this new Hemco sales aid, write your 
house today or drop us a card direct. 


Sure to go over big this year—The 


HEMCO Tube 


Tester and HEMCO 


Tube Vitalizer combination. The Tester 
tests all the tubes in a few minutes, 


reading ‘‘Poor,” 
no guess work, 


“Fair” or “Good’’- 


Vitalizer brings 


the old tubes back to original efficiency 


—improves reception. 
ers at a good profit. 





Both quick sell- 


HEMCO Tube Vitalizer, 
85 


UCT 


Georce RICHARDS & COMPANY wc. 
557-Wesr Monroe STREET-CHicaco,/Ltinors. 
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Consistent! 
National Advertising — 


Backs the ““Hemco” Salesman 


Since September, 1925, each month has seen Hemco Products 
nationally advertised. ‘“Hemco” backs its salesmen consistently. 

Right now Hemco advertising is pointing out to the buying 
public the convenience of selecting the proper plug for various 
needs from your dealers’ Hemco Display Board. 

Hemco sales messages in leading trade journals are telling re- 
tailers of this new sales help. 

Every Hemco Display Board you leave on your dealers’ coun- 
ters is advertised to the user, public and to the trade. It is a silent 
salesman that stays in the store after you’re gone and sells more 
‘Hemco Plugs for you. 

The sound, fair, aggressive Hemco sales and advertising policy 
has made this more than ever a “Hemco” year. “Hemco”’ sales 
are Jumping. Get in on the rise and get your share of the profits. 






Such adverttsements 
as these are aiding 
you to sell more 
Hemco Plugs. 
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: g our Gift Ready | 
*diate Use-When you include a Hemco Plag 









GeorGce RiIcHaArDs & COMPANY wc. 
557-Wesr Monroe STrReEr- Cricaco,/LLINnoI!s. 
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Miss Hall, Where Were Your 
Friends? 

In the October issue the pictures 
of Miss Hall, of Washington, and 
“Miss Tulsa” of Tulsa, beauty con- 
test prize winners, were reproduced. 
that 
five dollars would be given to the 


It was furthermore announced 
writer of the best letter giving lis 
as to which one is the most 
It has long been felt that 


induce 


views 
beautiful. 
must be 


there some way to 


jobbers’ salesmen to write letters and 
this seemed a remarkable opportun- 
ity to drag them from their position 


of splendid isolation. The result 
was that, up to the time of closing 
the November issue, this office was 
besieged with just one letter on a 
subject of national 
Therefore the prize goes to J. M. 
Martin of the Swords Electric Co., 
Rockford, Ill. That is to say, it 
goes to him temporarily, for he will 
have to buy Mrs. Martin a present 
with the five—a foregone conclusion 
as you will see by the gloomy allu- 
sion in the first paragraph of his let- 
ter, which follows: 

“As suggested in your October is- 
sue, I have made so many glances at 
the two bathing beauties for 1926, 
both electrical and national, that my 
wife is about to place a charge of 
infidelity or some other serious claim 
against me. 

“However, after viewing both from 
most every angle, electrical and oth- 


importance. 


erwise, I believe with all due respects 
to the lady from our fair Capital, the 
prize should go to the dark haired 
girl of the West, or ‘Miss Tulsa.’ 

“This young lady possesses a very 
graceful poise, a well balanced fig- 
ure of graceful lines, a very pleasing 
personality, a dainty smile and beau- 
tiful features, set off by wonderful 
dark eyes and tresses. 


The City Electric Co., Syra- 
cuse, N. Y., of which J. Isaacs 
and S. Weinstein are the pro- 
prietors, has made a very nice 
arrangement of its four-story 
and basement building. At the 
right is the main floor and 
store, the offices being in the 
rear. At the left is the fixture 
show room on the second floor. 
In the center is shown the or- 
der assembly room. 


“Of course the lady from Wash- 
ington also possesses some very fine 
features, but without doubt ‘Miss 
Tulsa’ could show them had 
she established such a military pose 
for the photographer as did the lady 
from our brother jobber. 

“Well, anyway, who could turn 
down a handsome brunette?” 


J. M. Martin. 


also, 


Matthews Opens Lamp 
Department 

The Matthews Electric Supply Co., 
Birmingham, Ala., announces _ the 
opening of its Edison Mazda lamp de 
partment. G. L. Ralston, who has 
represented the company in_ south 
ern Alabama for several years has 
been made manager of the department. 
R. L.’s experience and acquaintance 
with the trade foretell his success as 
department manager. 
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This is a rather unusual stock room picture, and represents one solid carload of 
“Radiotrons” received by the Commercial Electric Supply Co., Detroit. It might be 
remarked, further, that although they are a pretty sight, looks don’t count for mucii, 
and almost immediately after the photographer snapped the picture, they began to 


break into the orderly tiers for shipment. 
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Mother, this Motor 


made my machine 
an Electric for $185° 





“This is why I get so much sewing 
done so quickly ard easily and with- 
out ever getting fired. It’s a joy to 
sew when this little motor does all 
the work. | 

“I simply place thé motor against the 
hand wheel and my toe on foot con- 
trol pedal. No scr¢éws—no nuts—no 
bolts either. Then I sew as fast or slow 
as I wish, at a cost of less than one 
cent an hour. Both hands are free to 
guide the work. I never break threads.” 


Sold by reliable Dealers everywhere, 
Write for interesting booklet. 


Hamitton Beacu Meré. Co., Racine, Wis. 


Hamilton Beach 
Home Motor 


x 











95” of Allthe Sewing Machines 
are Foot Treadled— 


Dealers Can Sell this Motor for $18.50 
It Makes an ELECTRIC of ANY Machine 


We're telling 6,607,415 families regularly how 
they can make an electric of their sewing machine 
for $18.50 with the Hamilton Beach Home Motor 
thru advertisements in The Saturday Evening 


Post; Good Housekeeping and The Ladies Home 


Journal. They’re quick to see it, too, as evidenced 


by the rapid increase in Home Motor Sales. 


We Help Dealers Tell ’Em 


that their store is headquarters for this famous labor and time 
saver. We furnish Free every practical selling help including a 
window display, newspaper electros, movie slides, illustrated fold- 
ers, etc, 


The quality and reliability of this motor is known the world over. 
Approved by Good Housekeeping and Modern Priscilla. And of 
more importance, it has the unqualified endorsement of nearly a 
million women users the world over. 


Excellent Xmas Sellers 


The Home Motor meets exactly that ever increasing demand for a 
practical Xmas present at a popular price. At $18.50 it’s a good 
seller and the margin is right. 


SALESMEN 


Make sure your dealers are well stocked with this popular number 
as well as Hair Dryers and Vibrators. 


Hamilton Beach products are sold only thru reliable jobbers. See 
that your trade is well stocked and prepared for the Xmas selling 
season. You know this line. It carries a good margin for both 
Jobber and Dealer. It’s a money maker for the House and You. 


Hamilton Beach Mfg. Co. Racine, Wis. 


Hamilton Beach 


Necessary Electrical Devices 
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Changes in Personnel 

E. D. Towxer, manager of the 
Graybar Electric Co. branch at Syra- 
cuse, has been transferred to the New 
York distributing house. E. E. Mar- 
tin, formerly city salesman, has been 
made manager. Mr. Martin has had 
considerable experience with the com- 
pany, as he has worked for them in 
Philadelphia, Baltimore and New 


York. 


Peter B. Ortu, formerly manager 
of the Citizens Telephone Co., Grand 
Rapids, Mich., is now office manager 
of the Roseberry-Henry Electric Co., 
Grand Rapids. This company re- 
cently held a Westinghouse sales 
meeting at the Rowe Hotel, Grand 


Rapids. 


J. L. Bucuanan has been elected 
second vice-president of the St. Louis 
Electric Board of Trade. Mr. 
Buchanan is president of the Wesco 
Supply Co., St. Louis. 


W. R. Borke has been made man- 
ager of the radio department of the 
R. M. Laird Electric Co., Minne- 


apolis. 


W. G. Wing, the new sales manager 
of the radio and household electrical 
devices department of the Henry L. 
Walker Co., Detroit, Mich., has 
aroused a great deal of activity in 
these lines much earlier in the season 
than has been usually the case. 

E. D. Braham has succeeded E. P. 
Doherty as local manager of the 
Royal-Eastern Electrical Supply Co., 
Bridgeport, Conn., office. 


Flannery Survives Miami Storm 

The Flannery Electrical Supply 
Co., Miami, Fla., was fortunate in 
weathering the storm without injury 
to its employes and only minor dam- 
ages to its building and merchandise. 
Great credit is given to the faithful 
employes who reported during the lull 
and worked continuously from that 
time until the wind and rain had 
abated, moving all merchandise to 
dry places and covering it. 

Special representatives of the Na- 
tional Association of Credit Men were 
sent to Florida in October to survey 
business conditions. They found Mi- 
ami optimistic and an early recovery 
throughout the state possible provided 
creditors will assist reliable concerns. 


Bickford Heads Electric League 
of Pittsburgh 


W. I. Bickford, secretary-treasurer 
of the Iron City Electric Co., Pitts- 
burgh, Pa., has been elected president 
of the Electric League of Pittsburgh. 

Other jobbers serving in an execu- 
tive capacity are: Ludwig Hommel, 
president of Ludwig Hommel & Co., 
treasurer; Jefferson. Davis, Graybar 
Electric Co., director, and G. B. Hill, 
vice-president of the Doubleday-Hill 
Electric Co., director, 


Eaco of New Orleans Secure; 
Traffic Order 


C. Robert Churchill, president o: 
the Electric Appliance Co., New 
Orleans, announces his company ha: 
not only secured the original orde: 
for 35 “‘Essco” traffic signals for in 
stallation in that city, but that ad 
ditional orders have been placed for 
this signa] equipment with his com 
pany. Mr. Churchill adds that a num 
ber of other cities in that vicinity are 
installing these traffic signal systems. 














, 





These are interesting views from Robertson-Cataract Electric Co., Buffalo. At th 
top are five of the salesmen—L. M. Campbell (beginning at left), Anthony Catalan 
E. Sidway, R. Bingemann and C. S. Mergenhagen. The next view shows four ravs 0 
sunshine in the persons of Miss Kreiss and Miss Deverall (on the top step) and Mrs 
O'Loughlin and Miss Ray. Gazing upward at a flock of wild ducks is Charles F 
Rockwood of the fixture department. Below is the man who runs the wholesale stor 


—J. H. Coyer. 











ays the fastest 
ing Lamp Line 


It was bound to happen! We knew it! The trade recognized it! No such lamp 
values as these had ever been offered to retailers or public. 


All the quality and usefulness of Buss Lights, plus the finest type of trans- 
lacent parchment shades, and still only $3. 


Don't make the mistake of denying yourself big volume sales on this 
wonderful new Buss Light line by thinking of Buss Lights any 
longer as a specialty. 


The new Buss Lights are now a standard piece 

of merchandise—a real line of colorful dec- 

orative stand lamps of the kinds that are 
being bought by the millions. 


Buss Lights are now squarely and fully in the 
decorative light field—a light market that is 
25 times bigger than the clamp lamp field. 


A table full of Buss Lights properly dis- 
played will disappear like magic. 


a 


Parchment Shade No. 43. 
La Fleur Design on Decorated 
Ivory Metal Base. 






Neither you nor your customers have 
ever had such beautiful little stand 
lamps offered at anything like 
$3, without considering the 

fact that Buss Light also 

gives in addition the un- 
limited usefulness of 
a light that clamps, 
hangs or adjusts. 


Ordinary stand lamps 
have no other purpose 
thanjustdecorativelight. 
But anyone can read or 
sew or play by a Buss 
Light and use it any- 
where and any way. 


That distinction of greater p. 1 ent Shade No. 45. 
usefulness alone is making the [, Belle Desion on Stat. 
new Buss Light line the fastest uary Bronze Metal Base. 
selling line of decorative stand 
lamps on the market today. 


There is no stand lamp on the market, at anything near the 
price, that gives as great a value as the new BUSS Light. Yet 
with all this, the BUSS Light has the added value of being the 
handiest light in the world, because it clamps, hangs and adjusts. 


Yad 
* a 


Your sales of Buss <7 can be from 10 to 25 times bigger 
than any past-season. Buy them on that basis. P 


Read special offer on other side, on the é ts Pe aoe 
New parchment shade ot as 


B { SS Li hts Parchment Shade No. 44. 
g La Rose Design on Decorated 
Ivory Metal Base. 





ment 







Pa 

. ~ nal ay + Buss Light shade holders 
A—Base plate screws out B—Shade tilts to focus C—A touch of the hand are now made to ft the new 
and clamps anywhere. light in any direction. to any position type as well as old type bulbs. 
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\USSMANN MANUFACTURING CoMPANY, 
3819 North 23rd Street, St. Louis, Ma 


zentlemen:—We certainly want to get on@%of the new BUSS Light 
Jectrified Displays. Ship us through 


(Both bases and shades are packed 3 of one kind to a carton. This 
rder provides 12 complete BUSS Lights, which retail at $3 each.) 













Put your BUSS Light Sales 


































on a big volume basis with the ’ 
] 
ectri : : 
Au 
Di | sdveuipeaama eep 3 
1 *, a Y. | ere tts oss Sp 
p i You can clamp it sal 
’ t, 1 A tg ter 
NI % } it cal 
You can make a killing with the new parchment shade_ Mamecese ao} 
BUSS Light between now and Christmas if you just show RS TEN pee 
"em you have it. The Electrified Display will show ‘em hae te, age Di 
for you right. Use it. . 
A real store fixture--not an advertising of 
contraption. Especially wired to light 
BUSS Lights on display. P 


Size 18” high and 17” across the base. Made of fi 
wood, stained in dark oil color. So strongly built agt 
balanced as to hold three BUSS Lights clamped and hyfhg 
on the frame to show the difference between BUSS Lig 
and ordinary stand lamps. 


The BUSS Light 
Electrified Display F 


The base board has six convenience outlets with af 
extension cord, so that the three BUSS Lights ¢ 
stand may be lighted and three others on the 
may also be lighted to show their beauty as stand # fm i ill ; 
A handsome card in store style hand-letteriflg Zells this Big Advertisement 


The first big color page advertisement of A 
the new BUSS Light line is just now getting 
to the public in the Butterick Fashion Quar- 
terlies and the Standard-Designer Fashion ( 
Quarterlies. This new line is also being an- h 
nounced to the public through epee Even- 
: ing Post ads and through a full color page. 
Py placing Christmas ad in the Liberty Magazine. 


at any time. 


How you can get a BUSS 
Light Electrified Display 


to $24 or more. Or, if you prefer, one 
upon receipt of $3. Only one of theseg 
may be allowed to a dealer. 











BUSS Lights may be ordered in an 
style, but to give you a well balange 
electrified display with a minimum i 






it tlhe your ciate and display to you. 





Use this Display Orde 










Name of Jobber. 
12 BUSS Light Bases—6 Bronze, 6 Ivory ... 
12 BUSS Light Parchment Shades—3 of each— All for 


Ce re re re $24.00 
1 Electrified BUSS Light Display ....... } 
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Jobbers Sales Activities 

Foses Suprpty Co., San Francisco, 
Calif.—A drive Westinghouse 
heating appliances was held during 
August. 


on 


Carotina Evectric Suppiy Co., 
Spartanberg, S. C.—A 
sales record was made on Yale bat- 
teries and flashlights during a 10-day 
campaign held in August. 


successful 


Electric 
special 


HarpwarE Co., 
Tampa, Fla.—A 
sales campaign on radio was put on 
by this company during the month 
of August. 


TAMPA 
Division, 


Tue Kricu Lieut & Exvectric Co., 
Newark, N. J.— Campaigns have 
been started on “Bee-Vac” cleaners, 
and Westing- 


“Cozy-Glo” heaters, 


house appliances. 


Peaspopy Exvecrric Co., Oklahoma 
City, Okla. — A campaign on radio 
sales and holiday appliances was 
started the latter part of August. 


Wermore-SavaGe ELectric Svup- 
pty Co., Springfield, Mass.—A drive 
on Universal cleaners was run during 
August. 


Soutrnuwest GENERAL ELECTRIC 
Co., Dallas, Tex.—Starting Septem- 
ber 1 this company has had in force 
a contest on “Hotpoint” appliances. 





H. C. Roserts Exvectric SuPpPLy 
Co., Washington, D. C.—A thirty-day 
drive on ‘“‘Hemco” products resulted 
in the distribution of 30 of the new 


THE BELIEF THAT THE SALESMAN OF THE JOBBER IS 


THE MOST IMPORTANT MAN IN THE INDUSTRY.” 















Here is the gang of happy “go-getters” organized as the Chicago sales department of 
Curtis Lighting, Inc., under the leadership of “Jess Lauderdale, Chicago sales manager. 
They recently spent the week-end enjoying the hospitality of “Kendargus” at Lake 


Geneva, Wis. Left row: 
Lauderdale. Seated on floor: 
John Rayney, “Bo” Bunn. 


P. M. Rutherford, Walter Nordgren, Walter White, Jess 
Bill Seeberg, G. N. Winn. 


Right row: Chet Thorsen, 





display stands and about 700 assorted 
plugs. The company gives credit to 
the manufacturer’s salesman, S. R. 
Keller, who assisted the city sales- 
men in making the drive a success. 

Evectrric APPLIANCE Co., New 
Orleans.—Pressure is being brought 
to bear on radio sales to speed up the 
distribution of two carloads of Strom- 
berg-Carlson instruments recently or- 
dered from the factory. 


CarROLINA ELectric Suppiy Co., 
SrarTaNBuRG, S. C.—This company 
reports that sales are growing on light- 
ing fixtures. They add that the pres- 
ent low price of cotton is slowing up 








The Poindexter Electric Co., 
fixture line. 





Denver, Colo., is another jobber who has taken on a 
The picture shows part of the show room and fixture stock. 





new building to some extent through- 
out the cotton growing belt. 





Co.., 


appliance 


ELectric SuppPiy 
“Hotpoint” 
campaign was started in August. 


FLoripa 
Tampa —A 


Execrric Co., Tutsa, 


Oxta.—This company has been ap- 


Dopce 


pointed a distributor of Erla sets in 
eastern Oklahoma. 


Co., 
A drive on appliances 
All the 


salesmen are using large cars and are 


LINDLEY ELEctTRIC Suppiy 


PHILADELPHIA 





has just been put into effect. 


carrying a full line of appliances. ‘The 
campaign is a big success. 


EasterN Evectric Suppty Co., 
PorTLANp, Me.—A special drive in 
the radio department has been inaug- 
It has been 
appointed a distributor of 


urated by this company. 
Mohawk 


sets in Maine and northern New 


Hampshire. 








FLtoriwa Execrric Suprty Co., 
Miami, Fra.—A campaign has been 
started this month on “Hotpoint” ap 


pliances. 











SoutTHWEsT GENERAL ELECTRIC 
Co., Dauuas, Trex.—An 
range campaign is now under way 


with this company. 


iron and 


ConTINENTAL Exvecrric Co., Kan- 
City, Mo.—A special drive on 
radio and electric appliances was put 
into effect this month. 


SAS 
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Stull in its infancy, the growing market for ILG Electrical 
Ventilating Equipment offers future money-making possibilities 
that are greater than those now being shared with the jobbers 
who chose to sell ILG products five, ten, twenty years ago. 


Our jobbers proposition for 1927 is ready—let’s talk it over. 
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1920 Sales o- 


eo] Ele ctric Ventilators 
bigger that ever 





the Ils Self Cooled Motor Feature 


7s the Dominant Sales Factor 


ows months still to go—and the sales 
of ILG Ventilating Equipment have 
broken all previous records. Nine months 
out of ten reach new peaks. July was the 
biggest month in the history of the ILG 
business, and jobbers are now placing ad- 
vance stock orders for 1927 that are larger 
than ever before. 


Again the ILG Fully Enclosed, Self-cool- 
ed Motor proves to be the dominant sales 
factor—the one all-important feature that 
particular buyers everywhere ask for, look 
for, and insist upon—a feature that is syn- 
onymous with ILG and ILG only. It is 
that ‘“‘something’”’ which plainly indicates 
a superior product. 


ILG ELECTRIC VENTILATING CO. 


2854 North Crawford Avenue 


Chicago, Illinois 


For Offices, Stores, 


Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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This picture was taken at a christening. 
Bill Weinheimer, Miss Hanson and W. E. 


St. Louis had a little sun. Left-to right: 
Henges, all of Graybar. 





Superior Suppty Co., BLUEFIELD, 
W. Va.—A Westinghouse range cam- 
paign was started in September and 
the company is securing fine results, 
especially in the console type. 


SouTHERN NEw ENGLAND ELeEc- 
tric Co., Hartrorp, Conn.——The 
main house, together with its branches 
in New Haven, Waterbury and 
Bridgeport held a drive on “Hotpoint” 
appliances during the month of 
August. In this same period a cam- 
paign was alse in effect on radio with 
special attention being given to radio 
accessories. 

CoMMERCIAL ELeEctrRIc SupPLy Co., 
Detroit, Micu.—Sixteen salesmen 
were entertained at a banquet given 
hy the Reynolds Spring Co. on Mon- 
day, September 27, in Detroit. The 
object of the banquet was to inaug- 
urate a sales campaign on Reynolite 

. £<o 


Jobbers Handling Refrigeration 
The Stubbs Electric Co., Portland, 

Ore., has recently taken on the “So- 

cold” line of electric refrigerators. 


The Tri State Electric Co., Sioux 
Falls, S. D., has been appointed a 
distributor of ‘‘Zerozone”’ electric re- 
frigerators. 


The Gee Electric Co., Wheeling, 
W. Va., has recently taken on the 
“Socold” line of electrical refrig- 
erators. ’ 


City Electric of Syracuse Has 
Formal Opening 

Formal opening of the new office 
and salesroom of the City Electric Co., 
fixture distributors, 522 S. Clinton St., 
Syracuse, N. Y., was held August 28 
to September 4. 

A feature of the new quarters is the 
fixture studio located on the second 
floor of the building. It was fitted up 
for the convenience of electrical con- 
tractors to properly show their cus- 
tomers the various designs of fixtures 
available to them. 


Braid’s Dealer Convention 

On September 28, the Braid Ele: 
tric Co., at Nashville, held its secon, 
annual convention of Atwater Ken 
dealers. Eighty radio dealers frou 
middle Tennessee, southern ani! 
western Kentucky, and northern A]; 
bama were the attentive and enthu 
siastic listeners to the talks made }) 
the various manufacturers’ men dur 
ing the day. A special radio part 
was put on through Braid’s and 
Waldrum’s station. 


* * 


Southern New England Has 

Successful Lighting Campaign 

The Southern New England Elec 
tric Co., Hartford, Conn., held a two 
weeks’ lighting campaign from Sep 
tember 20 to October 2. 

A program of activities was ar 
ranged so that everyone had some 
thing on which to work. Leads were 
furnished to the field men who closed 
several big lighting jobs for schools 
and office buildings with the aid of 
the salesmen. 

The publicity was directed by 
Charles A. Trask of the sales promo 
tion department. Contractors and 
dealers were covered by direct mail 
advertising before the start of thc 
drive to put them in a receptive 
mood. 

Mr. Tookey and Mr. Brown of 
Holophane, Mr. Downing of Ivan 
hoe, and Mr. Osterby of Benjamin 
co-operated in the campaign. 





A quartet of manufacturers’ representatives in St. Louis. Left to right: Moncrie‘i 
(Monte) H. Smith, who sells I. P. Frink specialties; E. C. (Jack) Johnston, district 
manager for Tubular Woven Fabric Co.; L. A. (Lee) Doxsee, manufacturers’ agent. 


and J. G. Engler of Geo. Richards & Co. 


Lee Doxsee is laughing with glee over th 


order in his hand. The rest of the boys are laughing because they know the cus 


tomer’s credit is no good. 





OAL mining is fast becoming a 

matter of efficient machines— 
costly electrical machines to which 
a heavy penalty is attached for 
every hour, or minute, of idleness. 
Mining engineers, who have given 
thought and study to today’s oper- 
ating problems, are becoming more 
insistent upon the use of Rome 
Super Service Cords and Cables, 
as a guarantee of a continuous 
flow of current to these machines. 
Flexible, waterproof, highly resist- 
ant to oils and acids, Super Service 


Operation insurance for costly machines | 


has proved itself invaluable in the 
daily grind of countless mines. 


It is because of this same depend- 
ability that users of industrial pow- 
er are specifying Rome Wires and 
Cables throughout their plants for 
fixed and portable power trans- 
mission. 

Rome Service, in the form of ample 
stocks, and competitive prices, is at 
your disposal, while an opportun- 
ity to quote on any of your wire 
requirements will always be wel- 
come. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME 


WIRE 
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Parallel 

Super Service 
Mining 
Machine Cable 


FROM WIRE BAR TO FINISHED COPPER WIRE 








Weather, voof Trolley Wires Tinned Copper 
Wires and Cables and Cables Wires and Cables 





OME Super Service Cords and Ca- 
bles were the first rubber sheathed 
wires ever developed for portable use. 
Vulcanized in steel molds under tons of 
pressure, the two outer layers of rub- 
ber are molded into a tough protecting 
jacket which absorbs the shocks that 
wear out other wires. Long life under 
the toughest working conditions is as- 
sured. 


Automobile 


But back of the patented manufactur- 
ing process, by which Super Service is 
made, lies twenty years of manufactur- 


ing experience,and twenty acres of man- 
ufacturing floor space devoted solely to 
the manufacture of copper wires and 


Extra Flexibl. cables of all kinds. Wires ~ Code 30% 
Wires ana Cables Intermediate 


If you will let us know what wires and 
cables you are interested in, we will be 
glad to send you samples, catalogs, and 
other information that will be of help 
to you. 





Heater Cords 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York—50 Church Street 
Boston—1011 Little Building Chicago—14 E. Jackson Blvd. 
Detroit—25 Parsons Street Cleveland—1200 W. 9th Street 
Los Angeles—J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco—J. G. Pomeroy, Inc., 960 Folsom Street Copper Rod ana 
Bare Copper Wire 











_ _ Mining 
Machine Cables 
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Greco; L. 


Here is the staff of the Graybar Electric Co., Atlanta. Back, left to right: H. H. 
Gresham; C. D. Ebersole; J. D. White; R. D. Paine; N. V. Rountree; W. H. 
Mitchel; Joe Fowler; H. W. Brown and A. §. Priddy. Front, left to right: W. L. 
Harrison; G. H. Bowling; C. H. McFee, service manager; E. E. Grant; S. A 


W. Womble and K. D. Lancaster. 





Salling Goes from Cincinnati 
to San Antonio 

T. Salling recently 
onnection with the Post-Glover Divi- 
sion of the Lake States General Elec- 
tric Supply Co. at Cincinnati. Mr. 
Salling had been connected with this 
company in the capacity of office man- 
ager, supervisor of purchases, as well 
1s manager of the warehouse, for the 
He was also secre- 


severed his 


past 15 years. 
tary of the company up to the time 
that it joined the General Electric 
organization. 

His father is in the wholesale meat 
business at San Antonio, Texas, and 
finds it necessary to have Mr. Salling 
join him in his business, and for that 
reason Mr. Salling has resigned from 
he Post-Glover Division. 

Mr. Salling has stood high in the 
stimation of all who knew him in his 
many years of activity in the elec- 
trieal field, and he has been a credit 
ind a great help to the upbuilding of 
the Post-Glover Division. He came 
‘o it from Texas, where he was in 
‘he electrical business. 


* * ** 


Sprague Electrical Buys 
Property 

The Sprague Electrical Supply Co., 
Waterbury, Conn., has purchased the 
sroperty which it occupies at present 
it 89 Spring St., and also a three- 
tory building directly back of its 
‘resent location at 42 School St. 
Both buildings will be used as ware- 
\ouses and offices. 








Johanson of Inter-Mountain 
Killed 

H. C. Johanson, one of the 

men of the Inter-Mountain Electric 

Co., Salt Lake City, Utah, was killed 

sn automobile accident on Septem 


sales- 


in 
‘er 1. 
* * * 


Jobbers Active in Associations 
Stanley Zercher, advertising man- 
ager of the Graybar Electric Co., 
Dallas, Tex., was recently elected first 
vice-president of the Dallas Advertis- 
ing League. 
* * * 
FINUCANE, general 
Rochester (New 
Cea: 


BerNarp E. 
of the 
Electrical 


manager 


York) 


Supply has 








JOBBER IS THE MOST IMPORTANT MAN 


, ee cand Tne Ginsles 


IN THE INDUSTRY.” 


been elected a member of the board of 
of The Elec- 
trical Development, to succeed N. G. 
Harvey of the Illinois Electric Co. 

* & & 


directors Society for 


Linemen’s Folly 


Ten little linemen starting for the 
line, 

One fell off the truck, then there were 
nine. 7 

Nine little linemen, raising up a 
weight. 

The hoist rope slipped, then there 


were eight. 
Kight little 
heaven, 


linemen, climbing toward 


A hand-axe dropped, then there were 


seven. 

Seven little linemen, putting up 
sticks, 

One let go his pike-pole, then there 

" were six. 

Six little linemen, forgot it was alive, 

One touched the hot wire, then there 
were five. 

Five little linemen, on the ground 
once mare, 


One upset solder-pot, then there were 
four. 
little 
tree, 

trimmed the 


Four linemen, trimming up a 


One hi-line, then there 
were three. 

little 
through, 

had safety 
were two. 
Two little 


Tapped in the wrong line then there 


Three linemen, hustling to get 


One belt, then there 


no 


linemen, job nearly done, 
was one. 

One little lineman, last of the crew. 

Promised to play SAFE, w 

-Exchange. 


e hope So, 


too. 


a 
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This was taken in front of the place of 
business of the Star Electric Co., progres- 
sive jobber of Erie, Pa. E. W. Gaughan 
of the Westinghouse Company has just 
stepped out with what appears to be a 
sheaf of orders. 





Mr. Thomas I. Stacey 


The entire electrical industry and 
a host of friends and acquaintances 
outside of the industry have been 
shocked and grieved over the sud- 
den passing away of Mr. Thomas l. 
Stacey, secretary and treasurer of the 
Electric Chi- 
cago, Ill. 


Appliance Company, 

For several months the affairs of 
the company have been disturbed. In 
the latter part of September a cred- 
itors’ committee undertook the respon- 
sibility of bringing things into a more 
condition. A number of 
contributing causes, however, indi- 


stabilized 


cated the desirability of a receiver- 
ship and under the direction of a 
Federal Court order, Mr. Fred W. 
Hummel was appointed receiver on 
October 23. 

These circumstances preyed upon 
Mr. Stacey’s mind and in a moment 
of aberration he yielded to the im- 
pulse to escape and was found in a 
dying condition by his wife and 
daughter in his Evanston home on 
Sunday morning, October 24. 

Mr. Stacey was born in Bristol, 
England, 56 years ago. He 
brought to this country when an in- 


was 


fant, and his father, William Stacey, 
was one of the founders of the city 
of Evanston, Ill. He began his career 
in the electrical supply business with 
the Central Electric Company, Chi- 
cago, in 1887, remaining with them 
until 1890. It was there that began 
the 39 years of association with Mr. 
W. W. Low, resulting in the forming 
of the Electric Appliance Company in 
1891, of which Mr. Low became pres- 
ident and Mr. Stacey, secretary and 
treasurer. In all their years of as- 
sociation, with temperaments as 
widely separated as the poles, there 
was never a ripple on the smooth sea 
of their business relationship. 

Mr. Stacey was unostentatious, re- 
served, and the usual gatherings 
knew him not. But he had a mind of 
pure, clean virtue and a heart of gold. 
His life was devoted to Christian 
charity, helpfulness and clean living. 
He was a vestryman, superintendent 
of the Sunday School and an honored 
member of St. Mark’s Episcopal 
Church, at Evanston, one of the lead- 
ing churches of the Chicago district. 
He was a member of the City Club 
and the Westmoreland Country Club. 

A loving husband and father, 
loved and respected by the commun- 
ity in which he was a shining figure 
of probity and kindly. gentleness. It 
is believed that his fine, sensitive 
nature was crushed, and for a mo- 
ment losing that faith which he had 
so nobly taught to countless others, 
he turned his hand upon himself. 

He is mourned by many, chief of 
whom are the survivors in his im- 
mediate family, his wife, Lily Mary, 
his daughters, Marion Parker and 
Ruth Hancock, and his brother Wil- 


Showing 
fala, N.Y 














“I know this one will be horrid,” said 
Rugh Cullom, of Graybar, Nashville. 
Well, the one last year was a good one, 
anyhow. 





liam A., Western Manager of thi 
Bryant Electric Company. 

Funeral services were held at St. 
Mark’s Episcopal Church, Evanston, 
on Tuesday, October 26, and the in 
terment was at Rosehill. 

* * 


Coast News 


Harry P. Le Clair, previously with 
the New England Electric Co., Den 
ver, is now traveling for Landus 
Frary & Clark in Colorado, Wyom 
ing and New Mexico. 

C. C. Hillis, Jr., has resigned his 
position as city sales manager of the 
Electric Appliance Co., San Fran 
cisco, to join the Sunbeam division 
of the National Lamp Works in San 
Francisco. 





the new addition to building of the Johnson-Wahle Electric Co., Buf- 
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O make “Central” 

threads proof 
against enamel - choking, 
Thread Protectors are 
used on “Central Black” 
Conduit while it is being 
immersed in the enamel 
bath. 


CONDUIT 








A= passing the inspectors in the Pickling 
Department the pipe for “Central Black” 
is rolled to the Coupling Bench. Here a coupling 
is screwed on one end of each length 4nd as a 
measure of protection a fibre thread protector is 
put on the other end of the smaller sizes, 15” to 
2” inclusive. 


The pipe is then loaded in large vertical cages, as 
shown in the above illustration, and now is ready 
to be coated. 


2 a SE wee RCS 


TO) Wi 7-0 fis WD 0059 OF COMPANY | Wes 





Pit 2.8 8] 146.& 


. THREADS Qre 
emai’ Sa 


‘CENTRAL, BLACK’ 
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This might appropriately be termed the 
Electrical Co., Erie, Pa. 


Reading from left to right they are: 


“younger element” in the office of the Star 


W. E. Rundell, Edna 


Knaf, Henrietta Spadacene, Gertrude Struter, Ruth Campbell, Sophia Heberle, R. F. 


Knoll, W. P. Roach, H. C. Strain, L. C. 


Camp, Timoth Lynch. 





Closing the Sale 


Very few salesmen can reduce to 


writing just how they “Close the 


Sale’”—the particular elements or 


forces which “bring results are as” 


elusive as the energy we call radio. 

We know these forces are at work, 
but we need a properly tuned receiver 
to bring them in. 

Some salesmen fail because they do 
not understand themselves—are not 
in tune with their product or their 
prospect. 

A successful salesman goes at his 
work quietly confident; from 
bombast, his manner is easy. 


free 
Having 





Three live ones from Graybar of St. 
Paul. Miss Louise Benning is flanked by 
Friend St. John and J. J. Westgaard. 
Friend St. John is the lad who used to 
write those snappy lamp letters for Gray- 
bar of Minneapolis years ago, Ross Cum- 
mings used to admit they were almost as 
good as his! The two Graybar Bills, Hol- 
dorf and Schiefelbein, were out working or 
something and we missed them. Schiefel- 
bein who has just entered the holy bonds 
of matrimony, probably was out working 
on his new house. 


confidence in himself he inspires con- 
fidence in his prospect, he displays in- 
terest in his prospect’s business and 
Every 


movement he makes suggests energy 


desires to render service. 
and enthusiasm, and in talking, his 
earnestness carries conviction. 

He is a good listener and hears his 
prospect’s views with real interest, not 
patronizingly or with thinly veiled 
pity for his ignorance, but with genu- 
ine respect for his viewpoint, and 
gradually leading him around to con- 
sideration of his business. 

He doesn’t try to do all the talking 
or explaining, but gives the prospect 
a chance to express his ideas. He 
does not try to crowd the sale. He 
knows many a good fish has been lost 
the jerked too 
quickly. Having secured the signa- 
ture, he quietly gathers samples and 
his order book, thanks his customer 
time. and the order. He 
doesn’t stop to tell him 
about the big order he got from So 
and So or the order he expects to 
land in the next town, but with the 
same easy grace he approached his 
customer, he takes his leave. 

The whole transaction is one .of 
proper knowledge of the goods, of 
himself, and sympathy for the other 
fellow. 

There are lots of Callers but few 
Closers. 

Study your approach, but don’t for- 
get to study “Closing the Sale.” 


Pop RoseEvar. 
% * * 


Nelson J. Roth Joins Sangamo 

Nelson J. Roth, who for the past 
20 years has traveled Missouri for the 
Electric Appliance Co., Chicago, has 
resigned to accept a position as sales- 


because line was 


for his 


visit, or 


man for the Sangamo Electric C, 
Springfield. 
* # # 

Wynston Takes on New Lines 

A. L. Wynston, Jr., Ltd., of Toron 
to, advises that he has added s«\ 
eral new lines and has also openc: 
a fixture showroom which is consi 
ered second to none for the jobly 
trade. He is now exclusive Canadia) 
distributor for the Diamond T. r 
ceiving sets, manufactured in Sout: 


._Bend, Ind., also exclusive distributor 


for the Grahling line of fixtures for 


the Province of Ontario and Queb« 
x* * * 


Graybar Holds Meeting 

A three day sales conference of tli 
officers of the Graybar Electric Co., 
from Norfolk, Charlotte, Asheville, 
and Richmond and the home office at 
New York was recently held at thi 
Cohcke club, near Richmond, Va., r 
cently. The home office was repre 
sented by: G. K. Heyer, assistant gen 
eral supply sales manager; M. A 
Oberlander, wiring supply manager: 
P. M. Rainey, telephone sales mana 
ger, and C. L. Funnell from the ad 
vertising department. 

















Geo. Lichtenstein, president of the Ga: 
field Electrical Supply Co., New Yor 
That beaming look of satisfaction tells th 
story. He just landed an order for 1! 
carloads of conduit—any wonder? 





-S 


it 
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Sterling 
Care-T akers 





Battery Chargers (Bulb type or vibrating 
type) 

Trickle Chargers 

Automatic Power Control 

Tube Reactivators 

Battery Eliminators 


“‘Sterling’’ Quality 


Cements a Common Bond of 
Understanding Between 
Salesmen and Buyer 


VERY radio dealer knows 
that Sterling Quality 

means certain performance, 
freedom from repairs, clean- 
cut sales—hence clean profits. 
This not only means repeat 
orders for you-—it means 
dealer confidence and easy 
selling on the new Sterling 
product as well. 
The Sterling line is complete 
for every need and pocket- 
book. 
Sterling Radio Care-Takers 
and Inspectors are constantly 
advertised in the leading radio 
magazines, periodicals and 
trade papers—to make your 
selling easier. 


The Sterling Mfg. Co. 
Cleveland, Ohio 































Pocket Meters—all types— 
ammeters, Voltmeters, Volt- 
ammeters. Price $1.00 to 


















no attention. 


Bulb—$14.00 






unit. Price $17.50. 








Trickle Charger. Absolutely 
noiseless, automatic, require 


R-(01 complete with Tungar 


R-102 complete with Tungar 
Bulb and Automatic Control 
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Sterling 
Inspectors 


Pocket Meters 
Filament Meters 
Home Tube Testers 


Universal Tube and 
Set Testers 


Professional Tube Testers 


Battery Eliminators. 

Types R-97 and R-99 
supply 180 volts at 50 
milliamperes. Especially 
recommended for multi- 
tube sets using 17! of 
210 power tubes. No 
hum nor distortion. 

Wide range of models at 
prices from $20.00 to 

















tubes. 


whether tube is good, fair-or poor. 
and $8.50. 


















Tube 


Testers for 
testing large 
orsmattl 


Price $7.50 
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Chicago Radio Show a Success 

The Chicago radio show, which 
was held the week of October 11 at 
the Coliseum, exceeded all previous 
Chicago shows in point of attendance. 
Two hundred and twenty-three exhibi- 
tors took advantage of the week to 
display their latest offerings to the 
electrical industry. 

The mornings were given over to 
the trade, while the afternoons and 
evenings were devoted to the general 
public. The local broadcasting sta- 
tions took turns in broadcasting in a 
special studio, which was open to the 
public. 

The report from all booths was that 
the radio season of 1926-27 gave all 
indications of being the largest in the 
brief but record-breaking history of 
this new industry. 

* * # 
Ross D Visits St. Louis Radio 
Show 

Well, Mac, I just got back from a 
real jobbers’ Radio Show, what I 
mean. For once I seen a radio show 
where the electrical jobbers took the 
commanding place they really hold 
in the radio business. I come right 
out here and say this is the best 
radio show I ever seen! The follow- 


ing electrical jobbers had real booths 
and real displays: Brown & Hall Sup- 
ply Co.; The McGraw Co.; Graybar 
Electric Co.; Manhattan Electric Sup- 
ply Co.; Melville B. Hall; Central 
Electric Supply Co., and United Elec- 
trical Supply Co. Bill Mackle, Bob 
Bennet and even Harold J. Wrape 
hisself were all busy as a hen with one 
chicken. It’s the first time I ever saw 
Bill Mackle work but that boy was 
sure stepping some. Geo. Anderson 
and Loren Wood were hustling around 
looking after their many friends and 
customers and George had Gene Ashe 
of Fort Worth under his protecting 
wing for one night. 

Each day they had a mighty fine 
luncheon and I lamped Bob McCurdy 


Right: Vera Cornell En- 
tertained the Fans by Pos- 
ing with the Largest Radio 
Tube in Captivity. Below: 
Mary Brown is Shown Get- 
ting Chummy with an $800 
Hand Carved Radio Set at 
the Chicago Show.—Under- 
wood Photos. 


of Graybar, Kansas City, who can 
over to compare the St. L. show wit: 
K. C.’s_ Leslie F. Muter a prom 
nent Chicago radio manufacturer w:: 
there one day and gave me and Geo. 
Anderson quite a story about spark 
plugs, etc. Robt. St. Bennett, Ben 
wood-Linze Co., Wood & Anderson 
Co., N. E. Hill & Co. and others had 
mighty fine displays, I’ll tell ’em all! 

They drew great crowds and 10 
wonder, with Cap. Brown furnishing 
the worlds greatest tenor, bar none. 
Allan McQuhae whose singing sur 
made ’em get up on their hind legs 
and gasp for breath. There was « 
fine bunch of local talent showing and 
the programs were sure fine and well 
received. 


There was a fine bunch of radio an 
nouncers there headed by Graham 
McNamee hisself and Chicago’s own 
Frank Westphal of the All-Ameri 
can station and Geo. Allan of th: 
“Neutrowound” station. The boys 
done Chicago proud. Paul Klugh ot 
Zenith made several fine speeches. 
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The real profit in 
radio lies in steady 
turnover — in year- 
in, year-out, all-sea- 
son selling of RCA 
Radiotrons. For 
jobber and dealer 
alike, the Radio- 
tron sales curve 
keeps going wp! 
Sell the new “spe- 
cial purpose” Ra- 
diotrons along 
with the oldand al- 
ways improving 
standard Radio- 
trons. Andyouwill 
add more sales in 
one big jump. 
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Amplifiers were installed near the ring to let the crowd hear as well as see all 


that went on during the Dempsey-Tunney bout on September 28. 


Incidentally radio 


again assumed the throne of maximum service in “news.” Countless thousands over 
the country tuned in to hear the passing of the champion broadcast from the ringside. 





You know Me, the exhibits of Van- 
Ashe, Bentwood, Linze Co., Beck & 
Corbitt Co. and the All-American dis- 
play of the Straus Co. sure showed 
up fine. 

St. Louis has at least one live wire 
dealer in Julian Sampson who is not 
only a hustler but a darned good look- 
ing feller at that. I quote from one 
of Julian’s ads, “Radio—from whence 
does it come and where does it go? 
Mythical. Mysterious, yet common- 
place withal. Drawn dim 
lights, a fragrant odor of incense 


shades, 


and the tender strains of the violin or 
the masterful voice of the great ar- 
tist floating, irresistibly through 
space, beyond mountains, ever onward 
etc.” Now aint that the cats 
for language, hey Mc? 


—=CLC., 
Some gang 
down there and they all co-operate, 
the dealers don’t try to be jobbers 
and the jobbers don’t try to be deal- 
ers. 

I wish I had some pitchers of the 
fine exhibits for you. Cap. Brown of 
Brown & Hall Supply Co. promised 
to send me one of his Atwater-Kent 
exhibit and I suppose we will get it 
about January 1 but it was sure a 
pretty exhibit. 

Hap Ward who runs Manhattan 
Electric Supply Co. also promised me 
a pitcher but vou know these jobbers. 
always promising pitchers and never 
sending ’em, ‘though you write ’em 


seven letters, etc! 


In closing I want to say that if 
every radio dealer or jobber visiting 
this show was as royally entertained 
and had as good a time as I had (and 
it was there for them) they sure will 
always remember the St. Louis boys. 
All honor to Harold Wrape, Bob Ben- 
nett and Bill Mackle, they put over a 
real show. 

I forgot to say, Mc, that Gus Cohn 
sure had a fine exhibit and I suppose 
I missed a lot of others, too, but there 
sure was a big bunch of ’em and all 


I can do is hit the hi spots. 
* * 


Missouri River Club 
The meeting of the Missouri River 
Club will be held at the Elm’s Hotel, 
Excelsior Springs, Mo., on November 
4 and 5. 


Music From the Sky 


The romances of Jules Verne, w! 
long ago wove into a fascinating t: 
the story of men living under the se: 
and men flying above the clouds, ha. 
been outdone. There has been demo; 
strated successfully the art of dire: 
voice and music communication fron 
the sky. 

At the national air races at Mod 
Farms Field, Philadephia, there w: 
recenty presented for the first tim 
one of the greatest innovations of tl: 
year in aeronautics. Over the fic): 
there flew a giant singing and talking 
bird—weighing approximately © si 
tons—sending forth music which cou! 
be heard by the thousands of spect: 
tors on the ground without the use 0: 
any radio receiving set or other out 
side means. For the first time in his 
tory the human voice and other sounds 
were so powerfully amplified and tli 
purity of tones so well preserved that 
messages and programs were trans 
mitted and projected earthward fron 
the plane in full flight at altitudes 
ranging from 1000 feet to a mil 
high. { 

Never before has it been possible t: 


voice or musi 


project the human 
from the air without both sending and 
receptive radio apparatus. It was 
the first aerial concert ever presente: 
and marked the culmination of severa 
years of extensive research and exper! 
mentation in problems of sound amp!) 
fication and control that heretofor 
have remained unsolved. 

The demonstration was made by tli 
Plane Speaker Corp. of Phils 
delphia. Engineers of the Bell Lab 
oratories and Graybar Electric Co 
who designed and installed the am 
plifying apparatus, assisted in adapt 
ing the equipment to this new art 0! 
communication from the sky. 





of the Sikorsky Plane 
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FACTS 
you should know about 


“B” BATTERIES 


IN THE production of Heavy-Duty 45-volt “B” batteries Eveready has estab- 
lished a new standard of “B” battery life and economy. 


Eveready Heavy-Duty 45-volt “B” Batteries 
will outlast any Light-Duty 45-volt “B” two 
to one, regardless of the number and kind 
of tubes used! Moreover—though lasting 
twice as long, they cost only one-third more! 


To cap the climax of “B” battery 
economy, Eveready, in the production of 
Eveready Layerbilt No. 486, has per- 
fected a Heavy-Duty ‘“B” battery of un- 
equaled endurance and dependability— 
positively the most ‘“‘B” battery in service 
and satisfaction that its price can buy. 

You can make no mistake in flatly 
recommending to your trade that they 
sell Eveready Heavy-Duty “B”’ Batteries, 
and especially Layerbilt No. 486, for all 
normal voltages (45 to 135 volts). 

They will be selling the utmost in “B”’ 
power dependability — the lowest “B” 
power first cost—the greatest “B” power 
operating economy—D. C. (direct cur- 
rent) in its purest form, which insures 
pure tone quality, 


Eveready national advertising is ac- 
quainting the radio public with these 
facts. Sell your trade on identifying them- 
selves with this “B” battery economy 
educational campaign and building up for 
themselves priceless good-will and a repu- 
tation for giving their customers the most 
value for their money. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 

Canadian National Carbon Co., Limited, Toronto, Ontario 





Tuesday night means Eveready Hour—9 P. M., 
Eastern Standard Time, through the following stations: 
wor-Bufialo woNn-Chicago 
WcAE—Pittsburgh woc-—Davenport 
wsal-—Cincinnati Minne epelle 
WTaM—Cleveland St. Pau 
wwJ—Detroit 
wrc-W ashington 


wEAF-—New York 
wJAR—Providence 
WEEI-Boston 

wTaG-—W orcester 
wFi-Philadel phia 


wcco 
KsD-St. Louis 


EVEREADY 


Radio Batteries 


~-they sell faster 
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The apparatus employed is known 
technically as a Western Electric No. 
1 Public Address System. As _ here 
installed in a Sikorsky, twin-motored 
plane—said to be the second largest 
ship in the country—the equipment 
weighed approximately half a ton. 


* * * 


Fifth Annual Northwest Radio 
Show 

The Fifth Annual Northwest Radio 
Show held at the Minneapolis Armory 
and Coliseum the week of September 
27 was said to have been one of the 
greatest industrial shows ever he!d in 
the Twin Cities in any line of busi- 
ness, and newspapers made compari- 
the 
and 


large 
other 


frequently between 
at this 


shows of the past. 


sons 


attendance show 


Briefly, the following figures tell 


the story: about 40,000 sq. ft. of 
floor space was occupied by the show 
which contained 162 booth spaces ex- 
hibiting close to a half million dollars 
The 


worth of radio equipment. in- 


The fifteenth annual conference of the Graybar Electric Co., 
“Sunbeam” division, distributors of the National Lamp Works, 
was held at Nela Park, Cleveland, O., some time ago. 


terest it created may be judged by the 
fact that 60,000 people attended the 
affair during the six days, 800 of 
whom registered as out-of-town radio 
dealers. Jobbers and manufacturers 
took advantage of the occasion to hold 
sales meetings and service schools on 
their lines of goods and reported al- 
most 100 per cent attendance of their 
trade. ‘ 

The show was officially endorsed by 
the Radio Manufacturers Association. 
The R. M. A. was represented by B. 
W. Ruark, executive secretary and 
Carl Boyd of the Reichmann Co., who 
is vice-president of the R. M. A. 
George H. Lewis of the Kenrad Corp. 
of Owensboro, Ky., officially repre- 
sented the American Institute of Ra- 
dio Engineers of which he is a direc- 
tor. Harold J. Wrape, president of 
the St. Louis Radio Trade Association 
and of a national body of associations 
known as the Federated Radio Trade 
Association, also visited the show and 
convention for two days and spoke on 
the program. 


The 


“Journeymen Toreadors” shown in the photograph are repre- 


sentatives from the coast. 
business is shown in the fact that he managed to appear twic: 
in the same picture—some speed. 
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One of the enterprising younger jobber 
of Chicago is the Englewood Electric Su; 
ply Co. that elects to do business quite « 
number of miles out from the central dis 
trict where most of the others are located 
It occupies a building with an attractiv: 
up-to-date front as shown above. 


To attract the public to the affair 
and popularize radio, the management 
staged entertainment features surpass 
ing, it is said, anything ever attempted 
before in industrial shows in the Twin 
Cities. A “Radio Revue of 1926” was 
given twice daily in the Armory while 
in the Coliseum a continuous vaude 
ville show consisting of 25 separat 
acts, alternated to put on two entire|) 

(Turn to Page 70) 


Koch’s ability to run down lam) 
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3% . 
 SYNTONIZED © 


means “perfectly in step 
in tone,” or perfect unt- 
son of operation in the 
receiyer, freedom from 
distortion and oscilla- 
tion, pure tonal quality, 
maximum volume and 












RSL Ra I. ete 





Among the great horde of ordinary radio 
receivers .... distinctive, as a gentleman in 
the midst of a mob.... the Hartman Single-Six 
represents the outstanding radio achievement 
of the day.... It is the only perfectly syntonized* 


ee eee SEEN OOO Nig RO ne OE . ae | 


receiver made. 


The HARTMAN 


Coshocton, O. 


Mansfield, Ohio. 





The UPRIGHT 


with built-in speaker, $175 
Other models, $100 to $180 


ELECTRICAL MFG. Co 









y, 






Chatham, Ont, 
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New Radio Products, Illustrated 











The American Bosch Magneto 
Corp., Springfield, Mass., has 
just announced’ its new 
“Cruiser” model. It is a five- 
tube set embodying two stages 
of balanced radio frequency 
amplification, detector and twc 
stages of audio amplification. 
It is armored with electro- 
static and electromagnetic 
shielding and encased in an at- 
tractively designed cabinet. 
“Unified control” is used for 
tuning. The cabinet is finished 
in walnut. 





RE ee Om 


Vj ewe ee ae ee 


¥ 


The Rauland “Sextet” is a prod- 
uct of the All American Radio Corp., 
4201 Belmont Ave., Chicago. It con- 
tains the “All American” reproducer. 
It is finished in blended walnut. 








The Borkman Radio Corp,, Salt 
Lake City, Utah, is manufacturing 
the “Velvet Jewel Case” speaker, il- 
lustrated above. The unit has a double 
stylus bar and a specially formed 
diaphragm. 








The Day-Fan Elec. Co., Dayton, U., 
is manufacturing the “Dayroyal 7” 
shown above. A_ seven-tube receiver 
is housed in a vertical type mahogany 
cabinet which has gold ornaments. It 
also has the unique feature of being 
a practical desk. The panel is il- 
luminated with a small light. 














The W-K Electric Co., Kenosha, 
Wis., is manufacturing the “Oriole” 
receiver shown above. It is of the 
six-tube type, two-dial control, with- 
the “Trinum” circuit. In addition to 
the Model 70, table type, illustrated, 
a console model, Ne. 78, and a con- 
solette, No. 75, are also made. 








The UX absorber socket not only 
absorbs the shocks and jars that dam- 
age the delicate tube elements but 
snubs the vibrations that ruin recep- 
tion. It accommodates UX _ tubes 
only. Positive contacts but tube is 
easily inserted and removed without 
sudden and unexpected release. It is 
made by the Bremer-Tully Mfg. Co., 
Chicago. 





A new radio tube checker designed 
for the individual use of the set 
owner to check the condition of his 
tubes and to determine their efficiency 
has been introduced by the Jefferson 
Electric Mfg. Co., 501 S. Green St., 
Chicago. It has a_ universal flush 
socket, which permits the checking of 
all UV and UX, tubes, large and 
small, except the UV 199 which re- 
quires an adapter. 





The 1927 model of the “Arbor- 
phone,” manufactured by the Preci- 
sion Products Co., Ann Arbor, Mich., 
consists of a five-tube tuned radio 
frequency amplification of two stages, 
detector and two stages of radio am- 
plification. A new means of stabiliza- 
tion has been invented and patents 
have been applied for on the “Arbor- 
phone” circuit. A specially designed 
dual condenser. operated by a split- 
dial control, makes it possible to use 
two dials without sacrificing any of 
the efficiency of the usual three-dial 
tuning. The cabinet, designed with an 
expensive rounded front and finished 
in high-lighted brown mahogany an- 
tique, is new and distinctive. 
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BACK VIEW 8 ax it 
Fy 9529 FRONT VIEW 


GONCCHORDE features—pertaining to Sonochorde alone— 
are illustrated above. Anyone can see them. They are ex- 
ternal features. They might be copied by any ingenious manu- 


facturer. 


But that which is not seen, and cannot be imitated is the Sono- 
chorde actuating unit—acknowledged to be the most highly 
developed reproducer on the market. One demonstration sells 
Sonochorde—the more easily if Sonochorde is compared with 
other types. Sonochorde offers selling points not found in any 
other speaker and you can profit by them. Do not take our 
word. Order a sample and if Sonochorde does not equal or ex- 
ceed your expectations we will refund your money. 


See Your Sales Manager or Write Us 


BOUDETTE MEG. Co., CHELSEA, MASS. 


Hastings Electric Sales Co. 


Factory Sales 
42 Binford St., Boston 


Agents 


wv 





CONE 









NocHORDE ( 


THE INDUSTRY.” 


Mahogany 
Finished 
Metal Frame 
Non-Breakable J 


Rich wine 
colored front 


of silk 


Easily 
Adjustable 


Over-sized 
base = no 
tipping 


Felt-padded 
base 





WALL MODEL 


Includes all out- 
standing fe a- 
tures that dis- 
tinguish Sono- 
chorde Cones. 
With extra 
length cord and 
decorated tassel 
for wall mount- 
ing. 


$27 
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New Radio Products, Illustrated 





The Western Coil & 
Electric Co. is manu- 
facturing the type 
WC-19E “RadioGyne” 
shown on the left. It 
is a six-tube set in a 
small, compact ma- 
hogany cabinet which 
has two-tone finish and 
veining. 





The Model 26-R-“Trutone” speaker 
is made by the Gemco Mfg. Co., Mil- 
waukee, Wis. It is a “mantel clock” 
type, finished in combination red 
lacquer and decorated with a gold de- 
sign. 





W. F. Loughman, Inc., 161 High 
street, Boston, is manufacturing the 
“Dialier” shown above. It is a 860- 
degree dial with a six-to-one ratio. 
The shell is of Bakelite with rosette 
finish. This model, known as_ the 
“White Cross,’ has a reading plate 
of black letters on a_ satin-finished 
white metal disc. 














The Packard Electric Co., Warren, 
O., has put on the market a complete 
aerial ground kit, furnished in a neat 
shelf-package. The illustration shows 
the type “B” kit. 





Two of the new products of the 
Carter Radio Co., 300 S. Racine Ave., 
Chicago, are the “Hi-Ohm” volume 
control and filament switch shown on 
the left and the “Midget” rheostat 
illustrated on the right. This rheostat 
is only 11% in. in diameter. 





Herbert H. Frost, Inc., 160 N. La 
Salle St., Chicago, is making a type 
880 (two terminal) series and a type 
890 (three terminal) series super vari- 
able resistances. They are designed: to 
control volume and tone; as resist- 
ance elements in resistance coupled 
amplifiers; to control regeneration; 
to stabilize R. F. circuits, and to 
place across the secondary of audio 
transformers. 





ae 


catia 


BRE MER — . 


The “Mikro mike” condenser is 
made by the Bremer Tully Mfg. Co., 
Chicago. It is a balancing or neu- 
tralizing condenser designed to be 
used when capacity with micrometer 
adjustment is needed. The capacity 
is 14, to 25 m.m.f. 








The Globe Phone & Mfg. Co., Read- 
ing, Mass., is introducing this fall its 
new and improved type of cabinet 
loud speaker calicd the Globe “Tech- 
nolian,” A special new loud speaker 
unit with patented fused metal and 
wood laminated diaphragm is used. 
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Long Life. No Acids or Liquids 
Better Radio Reception 



















oETECTOR INTERMED atte 


Gos Se 











~ 


Majestic B’Current Supply 


delivers pure direct current-From your light socket 


ay 





Majestic Standard — B Majestic Super—B Majestic Master—B 

Capacity seven tubes or six Capacity 1 to 12 tubes, in- For Radiola 25, 28 and 30 
plus one power tube. 45 cluding the use of power and Super heterodynes. Op- 
milliampheres at 135 volts. tubes, 45 mils at 150 volts. erates all power tubes. Rat- 


ing 60 mil at 150 volts. 


$32.50 $35§.00 in..2:c1) $42.50 


West of Rocky Mts., $35.00 West of Rocky Mts., $37.50 West of Rocky Mts., $45.00 


Dur ability @ @ @ @ No acids or liquids. Uses Economy © @ @ @ © Lowfirst cost.Cheapestand 
Raytheon Tube; no fila- best form of “B” power. 
ment to burn out. foremge cost, 1 cent for 10 
ours. 
Dependability @ @ Maximum and unvarying 
power always available. Flexibility @ @ @ © Voltage can be accurately 
Bette R adjusted to meet varying 
© eception No hum. Superior to any conditions in every city— 
source of power. and on any set. 


Give a demonstration to your cus- 
tomers on THEIR sets. It sells itself. 


GRIGSBY ~ GRUNOW~ HINDS~ CO. 4546-ARMITAGE AVE, CHICAGO-ILL 
SS SLL 
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New Radio Products, Illustrated 





The Kellogg Model 507 receiver and 
the No. 509 table is shown above. It 
is a six tube, non-oscillating, T. R. F. 
set perfectly balanced and shielded. 
It has a single selector tuning knob, 
and employs inductance tuning (no 
variable condensers are used). Vol- 
ume is controlled by a volume rheo- 
stat. A second rheostat is set when 
the receiver is installed and rarely 
needs adjustment. The cabinet is of 
walnut. 


The Economy Electrical Mfg. Co., 
Agnes Ave. and 14th St., Kansas City, 
Mo., is manufacturing the Economy 
rectifier. It has a charging rate of 
3 to 15 amp., and will charge from 
one to 20 six-volt batteries in series 
or 20 to 40 in series parallel, from an 
110-volt, A. C. source. It will use a 
burnt-out bulb. 








The All-American Radio Corp., 4201 
Belmont Ave., Chicago, now manu- 
factures, in addition to transformers 
and parts, a line of receivers. Five- 
tube All-American receivers are fur- 
nished in compartment, cabinet and 
“Hi-Boy” models. The six and seven- 
tube Rauland receivers include the 
“Sovereign” a Spanish rgnaissance 
type cabinet, the “Lorraine” of attrac- 
tive Italian renaissancee design, both 
having built-in speaker and concealed 
loop and housing a seven-tube model. 
The “Forte” has the appearance of a 
Spanish treasure chest when closed. 


The Utah Radio Products Co., 1421 
S. Michigan Ave., Chicago, has intro- 
duced a new cone speaker possessing 
the same clear tone basic features as 
the entire Utah line of voice repro- 
ducing units. The new “Utah” cone 
speaker is a free edge type, 171 in. 
high, weighing only 31/4, pounds, beau- 
tifully designed in a golden brown 
shade. 


The Sangamo Electric Co., Spring- 
field, Ill, is manufacturing a complete 
line of condensers. They are abso- 
lutely sealed to exclude moisture, acid 
fumes and corrosive salt air. They 
are available in all standard capacities. 





The France Manufacturing Co., 
10821 Berea Rd., Cleveland, has 
brought out a trickle charger employ- 
ing an odorless non-acid electrolyte 


that will not injure skin or fabric, or 
fade colors. The charging rate is .5 
to .75 amp., and the demand on house 
current low. A large transformer 
makes temperature rise negligible. 
The finish is baked on, and construc- 
tion sturdy. 








The model “Eton” two-toned mahog- 
any cabinet type receiver is made by 
the Magnavox Co., 2725 E. 14th St., 
Oakland, Calif. It has a five-tube 
tuned radio frequency circuit. Its 
dimensions are: 9% in. high, by 18 in. 
wide, by 15 in. deep. 
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Allen-Bradley Resistors 
Have Low Sales Resistance 


ADIO dealers and jobbers prefer to sell radio parts that are 
already in great demand, thereby eliminating the danger of 
carrying over dead stock. For this reason, Bradleyohm-E and 
Bradleyunit-A are very popular items with dealers and jobbers, 
everywhere. 


Most of the leading articles on the construction of B-elimina- 
tors specifically recommend Allen-Bradley products in the hook- 
up. The units are actually specified by name and number, there- 
by creating a nation-wide demand for these units in addition 
to the demand created by extensive Allen-Bradley advertising 





This is now made in an over-size unit called Brad- 





leyohm-E, still merchandised in the checkered in over a dozen publications. 
—- This unit gives perfect service with any ; 4 

Dena ° _ i e 4 ° 
type of B-eliminator kit. We have just published a new folder entitled “How to Build 


a B-eliminator” which shows by diagram and photograph how 
to assemble seven popular B-eliminator kits for best results. 
Send for a copy of this folder today and be prepared to get a 
larger volume of parts business from amateurs who build their 
own eliminators. 





Bradleyunit-A 
This non aging, rugged, and accurate fixed resis- ALLEN-BRADLEY CO. 
tor is not affected by temperature or moisture. ? . . 
It is not made of glass and cannot break. 492 Clinton Street Milwaukee, Wis. 








‘Sel | Allen-Bradley Perfect Radio Devices: 
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Automatic Switches 
Priced for Quick Sales 


IS is the season for automatic control 
switches. The two types of Reliable Auto- 
matic Control Switches are building repeat 
business all over the country. These devices, 
which make the A Battery switch on areceiving 
set, automatically turn on and off, either or 
both the Trickle Charger and the B Elimina- 
tor as required, are now regarded asa radio 
necessity. Now built in four models at a price 
range from $2.00 to $3.75, these Reliable Auto- 
matic Power Control Switches are the equal 
of any in efficiency but have a distinct price 

advantage. 
a Convenience Types 


Model 23—For use with receiving 
sets using 5 volt tubes. Rated ca- 
pacity .75 to 2 amperes, i. e.— 
from 3 to 8 type 201-A tubes or 
their equivalent in amperage 
drain. List price $3.50. 


Model 24—For use with receivin 
sets using 3 volt tubes. Rate 
capacity .3 to .6 amperes, i.e.—from 5 to 10 type 199 tubes or their equiva- 
lent in amperage drain. List price $3.75. 
Models 23 and 24 are complete with plug and cord and recep- 
tacles for B Eliminator and Trickle Charger connections. 


Utility Models 


Model 13—For use with receiving sets using 
5 volt tubes. Rated capacity .75 to2 am- 
peres, i.e.—from 3 to 8 type 201-A tubes 
or their equivalent in amperage drain. 
List price $2.00. 


Model 14—For use with receiving sets using 
3 volt tubes. Rated capacity .3 to .6 am- 
peres. i.e.—from 5 to 10 type 199 tubes or 
their equivalent in amperage drain. List 
price $2.50. 


Models 13 and 14 are identical electrically with Models 23 and 
24 but are not equipped with plug and cord or receptacles. 
Connections are easily made to binding posts. 


Mail coupon today for sample and trade discounts. Sample 
may be returned if unsatisfactory for any reason. 


THE RELIABLE PARTS MANUFACTURING CO. 
2833 Prospect Avenue iM ie Pp Cleveland, Ohio 


Reliable 


Automatic 
Power 
Control 


USE COUPON BELOW 


Reliable Parts Mfg. Co. 
Cleveland, Ohio 


with trade discounts. 


Name 


Ree a a ee 


Please send samples of Models 13 and 
23 Reliable Automatic Switch, together 





Address 





Switch 
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new shows each day during the w. 
Dancing, free of charge, was « 
allowed to the music of a large 
chestra in the evening on the Armo.\ 
floor and thousands of people avail: 
themselves of the opportunity to ha 
a good time. 

Eight or ten public contests of ( 
ferent sorts from prizes to dealer, 
coming the greatest distance each d:\ 
to popularity contests to sell tickets in 
advance of the show, were staged. I'l), 
idea of having a wealth of entertain 
ment to amuse and entertain the pul) 
lic was to draw into the show tl) 
largest number of people possible wlio 
do not now own radio sets in order to 
impress upon them the wealth and 
beauty of radio equipment and show 
them the use and enjoyment to whicli 
radio may be put. 


* * 


Kansas City Show A Success 


The radio and electric show which: 
was sponsored by the Kansas Cit) 
Electric Club and the radio jobbers 
and dealers and which was run from 
September 27 to October 2, proved 
real success. Over 20,000 people at 
tended to see the exhibits of tlic 
latest in radio and electrical develop 
ments. 











This is known as a Baltimore foursom¢ 
They'll make one up anytime you *‘*): 
ringing in outsiders if necessary. |." 
to right: J. S. Colt of the Ruten)e’ 
Electric Co.; Joe Pettrick, Jr., Shepherc- 
Fluharty Electric Co., Baltimore; ©! 
Lappin, purchasing agent of the Eas'«" 
Rolling Mills Co., Baltimore, and W. ‘\ 
Wynne, Shepherd-Fluharty Electric C: 
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CCAPITALIZE on the growing demand 
which has been created for the Belden 
Fused Radio Battery Cord. This essential 
radio accessory is widely advertised in the 
leading radio publications and a powerful 
campaign in Liberty Weekly. Belden adver- 
tising is reaching more than 5,000,000 read- 
ers interested in radio accessories. 


Line up with the Belden line by placing your 
order today for a complete stock of Belden 
Radio Accessories, including the new Belden 
Fused Radio Battery Cord. Jobbers and 
dealers everywhere are enthusiastic about 
the Belden Line because it is a fast moving 
profitable line of accessories. 


Rapid turnover and sure profits 
come to the radio dealers or job- _LOOK 

4 FOR THE 
bers who standardize on widely s+pipep 
advertised radio items manufac- CARTON 
tured and backed by prominent 
radio manufacturers. The Belden 4g*3 
line is going stronger this year *Kvgo> 
than ever. Are you getting your 
share of this attractive business? o. ek 


Belden Manufacturing Company 
2324-A S. Western Avenue, Chicago, Illinois 





































The A-Battery and B-Battery fuses 
are enclosed in a neat bakelite cover that is 
easily opened to permit inspection of the fuses. 

The fusesare not interchangeable with each other, 
nor with automobile fuses, so wrong fuses cannot 
be used accidentally. New fuses are sold through 
dealers and jobbers. 


\ 
\ 
\ 





B-Battery Fuse Battery 
‘ , Fuse 
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RADIO CABLE 





THE DE LUXE ASSORTMENT 


A Complete Line 

A style of cable for every radio 
requirement. 

Radio Wiring Harnesses. 

Battery Connectors. 

Aerial Ground kits. 

Write for full information and 
our special jobbers radio cable prop- 
osition. 





Packed in individual cartons, making neat 
and attractive shelf package. 





Packard Radio Wiring Harnesses are made 
up of three light gauge wires for “B” bat- 
tery and two heavy gauge battery wires for 
“A” battery connections, Each wire has a 
different colored braid with an attractive 
“Radio Brown” braid over all. 








Multiple Conductor Battery Cable. 


AERIAL GROUND KITS 


IN NEAT SHELF , PAE 














The Packard Electric Company 


Warren, Ohio 
Sckard is never seen, except on goods of honest value 


Encyclopedia of 
Radio Manu- 
facturers 


The following manufacturers deal 
through the jobber. The data con- 
cerning these companies, their | 
products and policies will be found | 
of value to the jobber. This list 
is arranged alphabetically and will 
be continued from month to month. 

















Acme Apparatus Co. 87 Osborn Si. 
Cambridge, Mass. C, L. Cairns, pres-treas 
—gen and sales mgr.; G. E. M. Bertram. 
sec. 

Branch offices, 231 W. 29th St. New 
York, 600 W. Jackson Blvd., Chicago, 345 
the Arcade, Cleveland, 1420 Main St., Co! 
umbia, S. C., Rialto Bldg., San Francisco 

Distribute through jobbers except N. 
E., Cleveland and _ vicinity,—electrical, 
radio, hardware, automotive. No. of job 
bers in territories vary. 

“B” Eliminators. Type E-1 for one to 
12 tube sets. List $50.00. Type E-3 for 
one to 6-tube sets. List $39.00. Type E-2 
D. C. List $25.00. 

“A” Eliminators. Type A-l. List 
$42.00. 

Loud Speakers. Type K-1. Free-edge 
cone. List $25.00. Type K-2 cabinet. Lis! 
$25.00. Type K-38. List $18.50 

Transmitting Apparatus. Transforme’s 
Choke Coils. 


Acme Elec, & Mfg. Co., 1444 Hamilton 
Ave., Cleveland, O. G. R. Hillstrom, pres.:; 
C. H. Bunch, sec.-treas.; R. A. Lais, v. p 
sales mgr.-adv. mgr. 

Branch offices: New York, Chicago, 
Boston, San Francisco, Milwaukee, Minne 
apolis, St. Louis, Dallas, Des Moines, 

Distribute wholly through jobbers—ele« 
trical 20%, music 10%, radio 20%, hard- 
ware 10%, automotive 20%, misc, 20% 
large number used in each territory. Jo) 
bers credited on all sales in each territor) 

Power Unit. “Acme A.” Type APU-6 
A combination 6-V. storage battery wit! 
Acme bulb type trickle charger. In rub 
ber case, ventilated. List (east of Rockies, 
without bulb) $35.00. . 

Battery Chargers. 

“Acme Universal.” Type AU for 4 and 
6 v. and also 48 cells “B” bat. 2 amp 
List (without bulb) $12.00, 

“Acme Sr., De Luxe.” Type ABM-5 
with meter. 5 amp. for 48 cells “B” bat 
in series. List (without bulb) $18.50. 

“Acme Jr.” Type A-2. 2 amp. for ordi 
nary or auto bat. charging. List withou! 
bulb, $8.50. 

“Acme Jr.” Type AB-2. 2 amp. for 
48 cells “B” bat. in series. List (without 
bulb) $10.50. 

Trickle Charger. “Acme.” Type A1-! 
Used with 2 amp. “Tungar” bulb. 1 
%, amp. 25 to 40 watt. Sheet steel cas: 
List (without bulb) $6.00. 

Radio Control Switch. For use wit) 
any set regardless of type of A Powcr 
Unit, trickle charger or B Eliminator. | 
$5.00. 

Alden Mfg. Co., 52 Willow St., Spri 
field, Mass. A. L. Bausman, pres.; G 
Boynton, v.-p.-sec.; Milton Alden, tre 
gen. mgr.-sales mgr.; W. H. Howe, «\' 
mgr. 

Branch offices: 80 Church St. \°“ 
York, E. Clark, mgr. 


+ 


IS 


te ' 
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Leadership:—The radio store 
that sells Cunningham Radio 
Tubes is a leader in its com- 
munity. Its dominant policy 
is to serve and protect its cus- 
tomers, to give them utmost 
value and the ultimate degree 
of radio satisfaction. In other 
words, this store conforms to 
an ideal—the ideal that 
customer-satisfaction and 
quality are its paramount 
interests. By conformity to 
this same ideal, Cunningham 
Radio Tubes won their posi- 
tion of leadership in 1915 and 
it is by rigid adherence to 
such a policy that they con- 
tinue to hold their place in 
the radio field year after year. 
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NLY enormous production,—made possible by record break- 
ing, worldwide demand,—permits this extremely low price. 


Here, then, is your opportunity to boost your sales records. 


Instead of trying to sell a speaker at $20 or $30, you may now 


offer the Tower Cone, a high quality Cone of outstanding per- 
forming capabilities, at the non-competitive price of $9.50. 


Since more than 2,000,000 Tower Speakers and headsets are 
now in use, there can be no question of Tower efficiency or 
Tower value. Remember, 75% of the population must buy 
low priced speakers. Tower has them—in five distinctive mod- 
els $4.95 to $15, each a leader in its class. Tower Speakers 
and headsets are backed by the largest national advertising 
campaign ever conceived for similar products—thus further 
reducing sales resistance. 
See Your Sales Manager for Selling 
Information or write us 


TOWER MFG. CORP., BOSTON, MASS. 








Distribute wholly through jobbers. | 
icy not stated. 

Power Amplifier. “Na-ald Truphon 
No. 804. Includes 8 couplers and 1 o 
put unit in lacquered steel catacomb. Li 
$20.00. 

Individual Couplers. No. 801. Supp! 
stage by stage in iron clad cases. Bracke: 
and flexible leads. List (per stage) $5. 

Out-Put Unit. No. 800. For improved 
quality and protection against burning 0u( 
and demagnetizing. List $5.00 

Catacomb Assembly. No. 806. Inciuici: 
3.couplers, out-put unit, 6 sockets ani 
cable. List, $20.00. No. 807 with 7 si 
kets, $22.00. 

Adapters. “Na-ald.” 

No. 421X for Radiola 111, 111A, anc 
similar sets. List, $.75. 

No. 429X for UV 199 tubes in storay: 
battery sockets either UV or UX. List, 
$.75. 

No. 419X for small “X” base tubes i: 
UV201A sockets. List, $.35, 

No. 999 for UV201A and all UX tubes 
in UV199 sockets. List, $1.00. 

Connectorad. “Na-ald.” 

No. 112 for UX171 and UX112 tubes in 
UV201A sockets. List, $1.50. 

No. 120 for UX120 tubes in UV201A 

Sockets. “Na-ald.” 

No. 920 for UX120 tubes in UV199 soc 
kets. List, $1.25. 

No. 420 for radiola superheterodyn 
semi-portable and Super VIII. List, $1.25 

Sockets. “Na-ald.” 

No, 481XS silencer sockets for elimina 
tion of tube disturbances. List, $.35. 

No. 481X universal sockets. List, $.35 

No. 400 “De Luxe” socket for heavy 
duty service. List, $.75. 

No. 401 “De Luxe” small space socket. 
List, $.35. 

Dials. “Na-ald Super De Luxe.” 

No, 3044. 4 in. bakelite dial. Furnished 
clockwise or counter clockwise. List, $.75 

No. 3034. 3 in. bakelite dial. Furnished 
counter clockwise only, $.50. 

Knobs. “Na-ald.” 

No. 3844 bakelite rheostat knob with 
indicating pointer. 134 in. diam. List, $.20 

No, 3674P. Bakelite pointer knobs with 
bronze pointer. 3 in. circle. List, $.30. 

Phone Tip Jacks. “Na-ald.” No. 12 Grip 
All sizes of terminals. List, per pair, $.25 

Localized Control Tuning Unit. “Na 
ald.” 

No. 2173. 8 condensers .000375 m. f,, 
and 2 condensers with auxillary controller 
for tickler coil. Mounted on rigid chassis 
List, $10.00. 

No, 2172. 2 condenser type. List, $8.00. 

No. 2174. 4 condenser type. List, $15.00. 

No. 2170. 2 condenser type with tickler 
control. List, $10.00. 

Allen-Bradley Co., 286 Greenfield Ave.. 
Milwaukee, Wis. Lynde Bradley, pres.; H. 
L. Bradley, treas.; F. F. Loock, gen. mgr. 
sales mgr. 

Branch offices: Boston, New York, Buf 
falo, Baltimore, Philadelphia, Pittsburgh, 
Cleveland, Cincinnati, Chicago, Birming- 
ham, St. Louis, St. Paul, Denver, San 
Francisco, Seattle, Los Angeles, Knoxville, 
Omaha, 

Distribute wholly through jobbers 
electrical 75%, radio 25%—two or three in 
a territory. Jobbers not credited with al! 
sales in a territory. Dealer orders sent |: 
jobbers and dealer and user inquiries re 
ferred to jobbers. 

Filament Control. “Bradleystat.” For | 
to 10 standard tubes and for UV-199 tubes 
operated from 6-v bat. For one-hole 
mounting. List, $1.85, 

Grid Leak. “Bradlevleak.”  Stepless, 
noiseless control of grid leak resistence 
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Future Select Six Console 
Jobbers % Price to You $52 





POLICY—Sold only through job- 
bers; one jobber in each distribut- 
ing center of the U. S.; one price; 
one sales policy; one word is our 
guarantee. 





A Remarkable Receiver Created to be a Leader 


Here is a receiver that will influence 
future styles in radio construction. 


Handsome in appearance, containing a six-tube, 
one dial, all metal shielded construction radio set, 
including a “Utah” unit and a very remarkable 
amplifying horn—first class in every respect. 


We want no over-lapping territories if we can 
help it. Neither are we out to manufacture an 
excessive number of sets. Our production will 
be limited and will not be over-sold. 


Showers Brothers Company was established in 
1868. We now have the largest furniture factory 
in the world. This has been built on the principle 
of always producing outstanding commercial 
values. Now we come to you electrical jobbers 
with another one of these values and are ready 
; to do business with you as it should be done in 
your industry—so that we can all make some 
money and at the same time give average home 








people a set of which they can be proud. Miedel $40 
Tom 1277" = Zt" 
WRITE OR WIRE CHICAGO OFFICE TODAY! "Height 45” 


|| SHOWERS BROTHERS RADIO DIVISION 


ESTABLISHED 1868 


914 SOUTH MICHIGAN AVE. CHICAGO, ILLINOIS 


Factories: Bloomington, Indiana—Burlington, lowa—Bloomfield, Indiana 
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TELETON E 
igen timo ds 
(FF WF 


A New Way 
to Profits! 


Certain elements in a radio- 
speaker sell it to the public. 
The measure in which it can 
offer these elements, determines 
the speed of your turnover and 
your profits. 








Teletone is supreme in tone; 
supreme in beauty; supreme 
in value at its price. And these 
are the selling elements that 
count. 


Write today for the story be- 
hind Teletone, the reasons for 
its unparalleled success and the 
merchandising campaign now 
in work to help you make 
money out of it. 





Tonal fidelity, and distinguished 
adherence to the best traditions of 
wood craftsmanship, stamp the 





for all tubes, from % to 15 megohms. 
List, $1.85. 

Potentiometer. “Bradleyometer.” Step- 
less, noiseless control for all circuits re- 
quiring a potentiometer. One-hole mount- 
ing. List, 200-ohm, $2.00; 400-ohm, $3.00. 

Variable Resistors. 

“Bradleyohm-A.” 10 to 1 range of non- 
inductive resistance. One-hole mounting. 
Five ranges, 100 to 1,000 ohms up to 
50,000 to 500,000 ohms. List, $2.00. 

“Bradleyohm-E.” Same as A except has 
resistance range of at least 5 to 1, will 
dissipate more energy—easily 4 watts. 
Suitable also for B eliminators not to ex- 
ceed 250 output voltage. Five resistance 
ranges—l to 100 ohms up to 25,000 to 
1,500,000 ohms. List, $2.25. 

“Bradleyohm-R.” Still larger will dissi- 
pate 5 watts. Five resistance ranges—l1 to 
125 ohms up to 25,000 to 2,000,000 ohms. 
List, $2.75. 

“Bradleyohm-X.” Largest size. Five re- 
sistance ranges—1 to 150 ohms up to 25,000 
to 2,500,000 ohms. List, $3.25. 

Fixed Resistors. 

“Bradley Unit-A.” Silver-plated ter- 
minals for mounting in standard resist- 
ance clips. Used also in resistance coupled 
amplifiers and B eliminator service ang as 
grid leaks. Capable of dissipating 2 watts 
continuously. Thirty-five catalog. Nos. 
ranging from 500 ohms, .005 meghoms, 
list, $1.00 to 10,000,000 ohms, 10 megohms, 
list, $.60. 

“Bradley Unit-E.” Larger than preced- 
ing, dissipating 5 watts. 

Rheostats. 

Type E-210 “Bradleystat.” For fila- 
ment control application on 10-watt 
transmitters. 10 watts, 4 to 150 ohms. 
List, $4.00. 

“Radiostat.” Filament control rheostat 
for primary circuit of supply transformers 
of 500 watts or less. 75 watts, 4 to 100 
ohms. List, $6.50. 

“Radio Leak.” Stepless and noiseless, 
2,000 to 30,000 ohms, thermal capacity 
10 watts. List, $5.00. 

Amplifier. “Bradley-Amplifier.” 8-stage 


| resistance coupled made up of “Bradley 
| units.” List, $15.00. 


American Hard Rubber Co., 11 Mercer 


| St., New York. 


Branch office: 1121 
Chicago, 

Distribute through jobbers—electrical, 
music, radio, hardware, automotive, mise. 
Also distribute through large dealers. 


Conway Bldg, 


| Have large number of jobbers in each 
| territory. 


two radio-speakers 60 and 62 as | 


the pinnacle of radio-reproducing 
instruments. They retail at $32.50 
and $22.50 respectively. 


Join the prosperous Teletone job- 


. ber organization. 


Teletone Corporation 
of America 


449-453 West 42nd Street 
New York City 


\. i the 
i BUILT LIKE A VIOCIN (7 


LIN 4) 
VS) 








~~ 


Low Loss Panels. “Ace.” Supplied 
with plain or new crackle surface. Hard 
rubber. Sizes from 7x10 in. to 21%x48% 
in. # in. thick. List from $.89 to $13.75. 

Panels. “Radion.” Stock sizes from 


| 7x12 in to 20x24 in. # in. thick., in en- 


| 
| 
| 


velopes. Black or mahoganite. List from 


| $1.50 to $10.35. 


Sheets. “Radion.” For cutting special 


| sizes. ye in. x214%4x48%4 in. List (black) 
| $18.50, List (Mahoganite) $22.50. 1% in x 





2144x484 in. List (black) $23.50. 

Binding Post Panels. “Radion.” In en- 
velopes. x14x8 in. List (black) $25. 
(Mahoganite) $.30. 

Insulated Set Screw Hooks. 
List (per M.) $50.00. 

Dials. “Radion.” Metal insert with in- 
terchangeable bushing. 4 in, diameter. 0 
to 100 over 180 degree graduations. No. 
10 (white gr.) $0.75. No. 10M (gold gr.) 
$.85 

Variometer Tubing. ‘Radion.” No. 1 to 
No. 15. Polished. Wall thickness % in. 


“Radion.” 





_ 






















Length 8 to 30 in. Diameter 2 to 4 
List $.45 to $4.50. 

Low Loss Ribbed Tubing. No. 16. 
in. diam., 6 in, long. List $0.75. 

No. 173 % in. diam. 30 in. long. 1. 
$3.75. 

Vacuum Tube Sockets. “Radion.”’ \ 
2 to No. 5. List $.50 to $.60. 

Aerial Insulators. “Radion-Resisto 
No. 1 Standard. Strain: resistance, 1,()) 
Ibs. List $.10. 

Knobs. “Radion.” Black or Mahogan 
List from $.08 to $.30. 

Loud Speaker Horns and Cap Attu 
ments. 4 in. bell, height 10 in. List $2 
Caps $.50. 


Amoroso Mfg. Co., 60 India St., B: 
ton, Mass. S. Amoroso, pres. 

Distribute wholly through jobbers 
electrical, music, hardware, automoti. 
Two or three jobbers to a territory. Jo 
bers credited with all sales in terrior, 

Lead-in. “Nifty.” 12 ins. Rubber in 
sulated dead soft strap. Complete wit) 
clips. List $ .25. 

Ground Clamp. “Nifty.” Tinned cop). 
strap. Wing nut and thumb screw elimi 
nate solder. List $ .20. 

Ground Clamp. Type E. 2 sizes *, to 
1 in. and % to 2 ins. List $ .20 and $ 2 

Aerial Kit. Complete for outside aerial 
List $3.50. 


Amplifier Corp. of America, 280 Madi 
son Ave, New York. S. B. Trainer, 
pres.; L. L. Spencer, sales mgr. 

Distribute wholly through jobbers 
electrical, music, radio, hardware, auto- 
motive, misc.—two or three in a terri- 
tory. All sales in a territory credited to 
jobbers. 

Loud Speakers. “Amplion Dragon.” 
Type AR19. Mahogany finished paneled 
flare, 20% in. high, 14% in. diam. List 
$42.50. 

“Amplion Junior de Luxe.” Type Alt 
114, Paneled flare. 15 in. high, 10 in. diam., 
list $27.50. 

“Amplion Junior.” Type ARII11. Metal 
flare, 15 in. high, 10 in. diam., tilting horn 
List $24.00. 

“Amplion Patrician.” Type AAI5 
Standard “Amplion” unit in carved, ma 
hogany period cabinet. 18x12x9 in. List 
$45.00. 

“Amplion Cone.” Type AC12. In a two- 
tone mahogany case, 14x14x9 in. List 
$20.00. 

“Amplion” standard phonograph unit 
Type AR67. List $12.00. 

“Amplion Dragonfly.” Type ARI102 
Replica of standard “Dragon” modci. 
Metal flare, 514 in. diam, Height 9 in. 


Anaconda Copper Mining Co., 111 \ 
Washington St., Chicago. Also Americil 
Brass Co., Waterbury, Conn. 

Branch offices. Providence, Detroit, 
Cleveland, Cincinnati, Boston, St. Louis, 
Philadelphia, Pittsburgh, San Francis: 

Distributed wholly through jobbers }) 
American Brass Co. Distributed throu 
exclusive agents or jobbers by Anacon'# 
Copper Mining Co. 

Antenna Wire. “Anaconda.” Supp!i:( 
tinned or untinned, single or strand‘ 
Made of copper or copper alloy. 


Audiola Radio Co. 430 S. Green *'. 
Chicago. Martin Frankel, pres., treas., ¢ 
mgr.; J. Fox, vice-pres.; H. E. Anders 
sec., adv. mgr. 

Distribute wholly through jobber 


+ 
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Knife Throw 
Switches 


Moulded Bakelite base — Spring 
brass contact—Moulded insulated 


Single Pole, Double Throw 
Base 244” x 74%” 
Stock No. 2010 


Double Pole, Double Throw 
Base 244” x 13%” 


Stock No. 2020 $1.00 list 


Triple Pole, Double Throw 
Base 214” x 2” 
Stock No. 2030 


Five Pole, Double Throw 
Base 214” x 3%” 


Stock No. 2050 $2.50 list 


$1.50 list 


Antenna Plug 
Black moulded Bakelite. 214” long. 
Stock No. 2600...........60c list 


Resistance Amplifiers 


Completely wired, ready for installation. Individ- 


ually packed, .with instructions. 


Stock No. 1410 (2 stage) 
Stock No. 1400 (3 stage) 


‘ 
Audio Frequency 
Transfcrmers 

Hivhly efficient—popular price— 
fully shielded in an enameled 
meial case. 
Stock No. 1590 

3% to l ratio........$2.25 list 
Stock No..1550 

ae Oe ices uae s Se 


Dependable 
Products 


—for the 1927 Season 


Variable High Resistance 
Controls oscillation and regulates 
quality and volume. Highly nickel 
plated metal shell with moulded 
Bakelite knob. 

Range 0 to 200,000 Ohms 
Stock No. 2120... $1.25 list 
Range 0 to 500,000 Ohaus 
Stock No. 2150 . -$1.25 list 


Used by leading set builders— 
Quality with a Popular Price 


Nationally advertised— easily 
sold—big dealer appeal—extra 
wide margin of dealer profit. 
Complete catalogue upon 
request. 


Write Dept. J. S. 


LESLIE F. MUTER Co. 


76th and Greenwood Avenue 
CHICAGO, U.S.A. 


Interference and Static 
Eliminator 
Moulded Bakelite case with insul- 

ated adjusting screw. 


Stock No. 1800 -$2.50 list 


Variable Condensers 


Moulded Bakelite case. 
Balancing condenser .000003 to 
F 5 M. F 


Stock No. 1900. .$1.00 list 
ae grid condenser .00015 to 
0005 M. 

Stock No. i9so 














Fixed Condensers 


Highly polished metal end plates with adjust- 


Standard 
Complete Aerial Kit able soldering lugs. Bakelite plates—mica in- 
‘ sulation—brass electrodes—gives maximum re- 
Contains all necessary parts to erect. Attrac- salts. 


tive individual cartons. Used by leading set builders. 
Stock No. 250 All popular sizes—from 30c to 85c list. 


$6.00 list 


8.00 list $3.50 list 
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“B Compact 
Re-Orders 


—the most 
desirable part 
of any sales- 
man’s business, 
are assured with 
the Modern 
“B” Compact. 





Prices and performance 
both go to make the sell- 
ing of the Modern ‘‘B” 
Compact easy. 


Ample power for six 
tubes, three B-+- voltages, 
two variable controls. 
Complete with Raytheon 


tube 
+30 


(East of the Rockies) 


The Modern Electric Mfg. Co. 
TOLEDO, OHIO 





Constant as Niagara 
Silent as the Sphinx 











electrical 10%, music 5%, radio 20%, 
hardware 15%, automotive 30%, misc. 
20% —one jobber in a territory. All sales 
credited to jobber in territory. 

Receiving Sets. 

“Audiola” No, 527T. Circuit, T. R. F. 
5-tube. Controls, 2-dial vernier. Panel, 
Bakelite, walnut finish, gold decorated. 
Cabinet, walnut finish. Size, 20x11x10 in. 
List $70.00. 

“Audiola” No. 527C. Same as 527T ex- 
cept Cabinet, two-tone walnut finish with 
built-in loud speaker. Size 41 by 30 by 
15 ins. List $120.00. 

“Audiola” No, 627T. Circuit, T. R. F. 
6-tube Controls, 2-dial vernier. Panel, 
bakelite, walnut finish, gold decorated. 
Cabinet, two-tone genuine walnut. Size, 
27 by 13 by 10 ins. List $100.00. 

“Audiola” No, 627C. Same as 627T ex- 
cept Cabinet, genuine two-tone mahogany. 
Size 42 by 34 by 16 ins. with built-in loud 
speaker. List $185.00. 

“Baby Grand.” Same as 627T except 
cabinet. Genuine black walnut in unique 
construction patterned after baby grand 
piano, two-tone finish with specially de- 
signed loud speaker. Size 40 by 32 by 32 
ins. List $250.00. 


Belden Mfg. Co., 2300 S. Western Ave., 


Chicago. J. C. Belden, pres.; N. B. Par- | 
sons, v. p.; H. V. Coes, v. p.; H. E, Wil- 
kins, sec-treas.; G. B. Finch, sales mgr.; | 


H. W. Clough, adv. mgr. 

Branch office, 339 Market St., Newark. 

Distribute wholly through jobbers-elec- 
trical 34%, radio 21%, hardware 4%, 
automotive 41%. Use one or two jobbers 
in small territories. More in larger terri- 
tories. 

Aerial Wire. “Beldenamel.” Stranded 


or braided. Each strand is enameled sep- 


arately. Enamel also acts to keep each 
wire free from radio frequency current. 
Solid wire also available. Furnished in 
100 and 150 ft. coils. Sizes 7 by 22, 16 by 
28. Solid No. 14. In 100 and 150 ft. 
coils. Lists $.75 to $1.50 per coil. 

Aerial Wire. “Belden.” Tinned copper. 
Stranded or braided. Sizes 7 by 22, 16 by 
28. Solid No. 14. In 100 and 150 coils. 
Lists $.60 to $1.05. 


Aerial Wire. “Belden.” Tinned copper. 


| Size 7 by 22. In coils. Lists $.85 to $1.80. 


Indoor Aeriai and Loop Wire. Flexible 
covered wire. Maroon cotton or brown 
Rayon. Sizes 60 by No. 88 with 5 by 


| No. 86. In 125 ft. coils. List $1.00 and 
$1.75. 


Lead-in and Ground Wire. No. 14 solid 


| tinned copper ¢ in. rubber. No. 14 | 
tinned, stranded ¢; in. rubber. In 60 | 


and 100 ft. coils. List $.90 to $2.10. 


Antenna Kits. “Superadio” and “All- | 
weather.” Complete for outside aerial. 


List $3.50 and $5.00. 
Battery Cord. Fused. 5 or 7 conduc- 


tors. Color coded. Length 6 ft. List, 5 


conductor $2.00. 7 conductor $2.25. Re- 


placement fuses, “B,” $.75 carton of 8. | 


“A,” $.50 carton of 8. 

Battery Cord. 6 flexible stranded con- 
ductors. Color coded. List 6 ft., $.95. 
414 ft., $.50. 

Battery Cable. Same as battery. eord 
on 100 ft. spool. List 5 conductor $8.50. 
7 conductor $12.00. 

Extension Cord. For loud speaker. 20 


ft. 2 cord. List $.75. 


Replacement Cord. For head set and | 
speaker. 18 strands twisted into 8 cords. | 


List. single $.80, double, $.50. 
Hook-up Wire. “Colorubber.” Flexible, 


| tinned. Stranded. No. 18. Natural, 
| green, blue, red. Lists from $.40 to $.50. 
















New Adventures of 
Burgess Batteries 
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URGESS dealers have a story 

to tell—story of adventure— 
romance — hardship — victory! Tri- 
umphs of American courage and 
American equipment. 





That Burgess Batteries were specified 
by these most.experienced engineers and 
explorers in these glorious adventures is 
building an increasingly profitable battery 
business for Burgess dealers. 






Burcess Battery ComMPANY 
GENERAL SALES OrFice: CHICAGO 
Canadian Factories and Offices: Niagara Falls and Winnipeg 









mT 


BURGESS 











BURGESS BATTERIES 
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Build for Profit on a 
Kellogg Franchise 


HE KELLOGG franchise gives you 

the right to sell a line of unusually 

good radio receivers this year—from 
which you will reap the profitable low- 
cost sales, in the seasons to come, that 
mean growth and profit. 


These sets, which are the result of 29 years 
engineering experience, include advances 
in design that are fully a year ahead, assure 
consumer satisfaction, and make “sold” 
prospects of all who hear them. 


Kellogg is a strong, permanent, six mil- 
lion dollar institution, now making both 
telephones and radio receivers. It will 
keep right on supplying you with con- 
sistently good radio sets for this ever in- 
creasing circle of friends. 


If you have not yet written in for full 
descriptive matter on Models 507 and 508, 
do so NOW, as in both reproduction and 
appearance, these receivers are exception- 
ally well suited to the 1926-1927 demand. 


Kellogg Switchboard & Supply Co. 
Dept. 23-K 1066 West Adams St., Chicago, Ill. 


Kellogg receivers are licensed under application for letters 
patent of Radio Frequency Laboratories, Inc. (R. F. L.) 
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Pattern No. 116 
B-Eliminator Voltmeter 


quirements. 














ARE 
NECESSARY— 


—and will continue to be needed as 
long as electrical equipment is manu- 
factured. Jewel instruments are 
universally used and are _ recog- 
nized as being a superior product. 


Jobbers who get behind the Jewell line 
of -industrial and radio instruments are 
pleased with the ease of turnover 
together with the substantial profits 
realized. 


National advertising in carefully 
selected papers insure minimum sales re- 
sistance and a universal acquaintance 
with the product. 


Pattern No 116 Voltmeter has an internal resistance 13 times greater 
than the ordinary commercial voltmeter, making it especially adaptable to 
B-Eliminator testing. It was the first of its type on the market and is 
another example of the alertness of the Jewell organization to trade re- 


Send for our descriptive literature 
together with discounts. — 


Jewell Electrical Instrument Co. 
1650 Walnut Street, Chicago 











“26 Years Making Good Instruments” 








‘*Use 





Taplets 


TAPLETS 


save you money in your Switch Plate 
investment. 


These “FS” Types, for use with Tog- 
gle or Push Switches or Plug Recepta- 
cles, take the standard in-stock Plates 
of every description, whether struck-up or solid. 


For Easy Wiring’’ 


This makes a very definite saving in stock invest- 
ment besides the uniformly high grade construction 
and wiring convenience that is part of this 


TYPE FS 


CONDUIT |'TAPLE{| FITTING 


z 








TAPLET MANUFACTURING CO. 


3911 Powelton Avenue 


PHILADELPHIA, PA. 














Also in 2 ft. lengths. No. 14 lists (pe 
100 Ibs.), $60.00 and $68.50. 

Solder. Rosin-cone. List (5 lbs.) 
$6.00. 

Litz Wire. For radio frequency cur 
rent. 20 by No. 88. Stranded “Be! 
denamel.” 2 servings of silk. List (100 
ft. spool), $1.00. 

Terminal Packets. Tinned copper or 
brass. Nickel plated brass. List (pe: 
packet), $.10. 

Magnet Wire. No. 16 to No. 28. In 
Y, to 1 Ib. spools. Lists $.40 to $2.85. 

Frost, Inc., Herbert H., 160 N. La Salk 
St., Chicago. F. C. Best, pres.; D. S 
Will, v. p.; W. A. Nicely, sec. 

Branch offices, Chicago (E. J. Lovett, 
sales mgr.), New York (Pat Kiley, sales 
mgr.), Los Angeles (W. D. Scott, sales 
mgr.), Boston, Philadelphia, Washington. 
Pittsburgh, St. Paul, New Orleans. 

Distribute wholly through jobbers- 
electrical, music, radio, hardware and au 
tomotive—several in a territory. Refer 
all dealer orders to jobbers. 

Amplifier. “Remler” Infradyne. No 
700. List $25.00. 

Condensers. 

“Remler” Twin-rotor. Type 681. Larg 
bearing surfaces, lacquered plates, max. to 
min. 165 to 1. Cap. max. .00085, complet: 
with dial. List $5.00. Type 630. Cap 
max. .0005, complete with dial. List $5.00 

Socket. “New Remler” No. 50. For use 
with X type tubes with new standardized 
base. List $.50. 

Head phones. “Frost-Fone.” No, 172, 
8200 ohm, Bakelite shell and cap type 
List $6.00. No. 174 2000 ohm, aluminum 
shell type. List $8.00. No. 175 8000 ohn, 
aluminum shell type. List $3.50. 

Rheostats. “Frost-Radio.” Type 700, 
metal frame in 12 numbers ranging from 
214 to 75 ohms. List on all $.50. (Two 
potentiometer Nos. 200 and 400 ohms 
List $.75.) Type 800, Bakelite. In 12 
numbers, -ranging from 214 to 75 ohms 
List on all $.75. (Two potentiometer Nos 
200 and 400 ohms. List $1.00.) 

Variable Resistances. “Frost-Radio.’ 
For receiving sets. Type 880 series. Four 
Nos. from 50,000 to 500,000 ohms. List 
$1.25. Type 890 series. Four Nos. from 
400 ohms to 500,000 ohms. List $1.25. 

Socket. “Frost-Radio.” No. 580. Made 
to take all new type tubes. Genuine 
Bakelite. List $.40. 

Adapters. “Frost-Radio.” No. 54. 
For converting present standard sockets 
to receive UX199-CX299 or UX120-CX220 
type tubes. Bakelite. List $.25. No 
611. Permits use of C-299 or UV-199 dry 
cell tubes in standard base sockets. List 
$.60. ; 

Jacks. “Frost-Radio.” “Gem-Jac.” Self 
cleaning. Project one inch behind pane! 
Mount on % to ¥ in. panel. Thimbles fit 
44 or % in. hole. No. 951, double circuit 
List $.50. No. 958, single open cir. List 
$.40. No. 954, single closed cir. List $.45 
No. 955. Single Fil. Control List $.50. 

“Frost-Radio.” “Pan-Tab.” Deluxe han 
buffed. Nine numbers, four, five and six 
springs, for various circuits, List $.65 
to $.90. 

“Frost‘Radio.” Standard. Eight num 
bers. Four, five and six springs for v2 
rious circuits. List $.45 to $.70. 

Plugs. “Frost-Radio.” No, 140, two 
phone, List $60. No. 141, twe-phon: 
automatic. List $.75. No. 142, Sing! 
phone automatic. List $40. No. 145 
Double phone automatic. List $.50. 

Jack Switches, “Frost-Radio.” “Pus! 
all” No. 282, 2-spring. List $.65. No. 25: 
8-spring. List $.75. No. 284, 4-sprin: 
List $85. No. 285, 6-spring. List $.95. 
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Sl Ghat is Best in Radio 


Have you sent for the 


Illustrated Survey. 


prepared by 


THE JOBBER’S SALESMAN 


for the 


EAGLE RADIO COMPANY 
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Purpose of this Survey 


For the preparation of this survey, repre- 
sentatives of THE JOBBER’S SALESMAN 
made their investigation along the lines that 
would be followed by any jobber who might 
be making such an investigation in his own 
behalf. This included a thorough inspection 
of the plant, its equipment and facilities for 
turning out the products, a careful study 
of the line itself, conferences with the officials 
of the company, as well as department 
heads, in which all details of the policies 
and merchandising plans were submitted. 


The report is based on the facts disclosed 
and on statements of the officials of the 
company, and is presented without bias. 
THE JOBBER’S SALESMAN makes no rec- 
ommendations to the jobber regarding the 
company or its products, its mission being 
simply the presentation of a picture of the 
conditions as they were ascertained at the 
time the investigation was carried out, which 
was between the dates of August 15 and 


September 1, 1926. 











Hundreds of inquiries have already been received by 
us in response to our last announcement regarding 
this interesting new survey. Leading jobbers and 
dealers who are on the alert for the newest trends in 
the radio field were the first to send for this survey. 
The remaining supply is limited. If you want to be 
assured of receiving your copy, mail this coupon at 
once. 


Survey Contains Report of 
EAGLE Organization and Manufacturing Facili- 


ties. 


Description of Eagle Receivers. 

Patent Situation. 

Eagle Jobber Policy. 

Eagle Sales and Advertising Activities. 
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Eagle Radio Company, 
16 Boyden Place, Newark, N. J. 


Gentlemen: 


Kindly send without obligation on our part the Eagle Radio 


Survey prepared by The Jobber’s Salesman. 
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TUTETET ELT 


RadioSQLDE 


Sure f is Safe and Simple 


THAT'S the beauty about Kester 
Radio Solder—it’s easy to sell 
because it is ready for use. It 
“Requires Only Heat.” 

Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 

No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 

For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to vou all year round. 





















APPROVED BY 
RADIO ENGINEERS 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Ave., Chicage 



















Loop Plugs and Jacks. “Frost-Radio,” 
No. 250 complete. List $1.50. No. 251, 
plug only. List $.75. No. 252, Jack only. 
List $.75. No. 258, automatic cord tip 
jack, Pair. List $.80. 

Extension Cords. “Frost-Radio.” Eight 


numbers. List $.75 to $5.50, depending 
on length of cord. 
Switches. “Frost-Radio.” Five num- 


bers. List $.80 to $.50. 

Ground Clamp. “Frost-Radio No. 700. 
List $1.50. 

Antennae. “Frost-Radio.” Six lengths, 
25 to 1000 ft. List $1.90 to $59.00. 


Benjamin Elec. Mfg. Co., 120 S. Sanga- 
mon St., Chicago. R. B. Benjamin, pres.; 
W. D. Steele, v. p.-sec.; J. H. Fall, Jr. 
v. p.-treas.; C. B. Harlow, sales megr.; 
P. A. Powers, adv. mgr. 

Branch offices: 247 W. 17th St., New 
York, 448 Bryant St., San Francisco. 

Distribute through jobbers—electrical 
88%, radio 9%. Also direct to radio 
manufacturers. Have large number of 
jobbers in a territory. Jobbers credited 
with all sales in territory. 

Shock Absorbing Radio Sockets. “Cle- 
Ra-Tone.” No. 9040. List $ .75. No. 
8645. List $1.00. 

Transformers. “Lekeless.” List $2.50. 

Tuned Radio Frequency Transformers. 
Set of 3. $5.75. $2.10 ea. 

Straight Line Frequency Converter. 
.00025. List $5.00. .00085. List $5.25. 
.0005. List $5.50. 3 

Shelf Supporting Brackets. List $ .70 
per pr. 

Adjustable Shelf Supporting Brackets. 
List $1.25 per pr. 

Battery Switch. List $ .80. 


Better Radio Corp, 117 N. Franklin 
St., Muncie, Ind. G. W. Masing, pres.; 
O. F. Graham, vice-pres., treas., adv. 
mrg.; B. Masing, sec.; P. C. Burton, sales 
mer. 

Distribute practically all through job- 
bers—electrical 30%, music 10%, radio 
33%, hardware 2%, automotive 25%. Job- 
bers credited with all sales in territories. 

Receiving Sets. “Melody.” Circuit, T. R. 
F. modified. 6 and 7 tubes. Control, 1 
tuning, 1 tube. Batteries, “A” storage, 
“B” 135 v., “C” 15 v. Cabinet, brown 
walnut and brown mahogany. Size, 23x 
15x13 in. Shipping weight 30 Ibs. List 
(6 tube series 60) $125.00. List (7 tube 
series 70) $140.00. 











J. O. Morris, vice-president and general 





manager of the Electric Supply & Equip- 
| ment Co., Albany, N. Y., is telling R. R. 
| Hand, manager of the Scranton house, 
| about what a fine job he is doing, or 
something like that, from the smile on 
| Hand’s face (no, that isn’t a pun). The 
| Buffalo, N. Y., and Erie, Pa., houses have 
been appointed exclusive G. E. distribu- 
tors in their territories. 

















THE ECONOMY 
RECTIFIER 


Is ‘The 


Culmination of Years of 
Charger Building and Re- 
search by Practical Electri- 
cal Engineers. 


Charges as well with burned- 
out bulbs as with good ones. 


Charging rate controlled to 
the fraction of an ampere. 


Charges batteries in 12 


hours. 


The charging capacity of the Econ- 
omy Rectifier is from | to 20 six- 
volt batteries in series, or 20 to 40 
six-volt batteries in series parallel, 
thereby replacing three ordinary 
charging machines or rectifiers. 


When charging batteries with the 
Economy Rectifier, the current con- 
sumption automatically reduces as 
the voltage raises in the batteries, 
thereby saving the wasted current 
which ordinarily flows through the 
batteries when fully charged. The 
Economy Rectifier is so constructed 
that this principle is applied regard- 
less of the number of batteries being 
charged, up to its full capacity. 


Distribution through jobbing 
channels only 


ECONOMY ELECTRICAL 
MANUFACTURING CO. 
Agnes Ave. and 14th St. 
KANSAS CITY, MO. U. S. A. 
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Howard Entirely 
Model Loop 
Seven Operated 








Reputation! 


The Future may only be 











envisioned by the Past— 


Model Seven : 
greater things are usu- 
COMPLETELY ally foreshadowed by 
SHIELDED past achtevement—and 
RECEIVER 
Howard Receivers in 
the radio field stand out 
SEVEN TUBES 


as a matter of record. 


Every Howard you in- 
spect will impress you the 
same. Here, indeed, 1s a 
manufacturer obviously 
bent on doing things right, 
secure in his faith that qual- 
ity 1s a sound foundation for 





SUCCESS. 


Hear a Howard before de- 
ciding. 





Model Eight 


4] Howard Radio Company 
Howard Super Power Console Receiver with Citete 1.84 

reproducer built in and controllable concealed §0, U. d. A. 
loop. An efficient instrument of indescribable 
beauty. 
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s- 


The New Balkite Charger 


MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 


charger and combines their advan- 


tiges. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 2.5 and .5 amperes; 
with 4-volt battery, .8 and .2 amperes. 
Special model for 25-40 cycles. Price 
$19 50. West of Rockies $20. (In 
Canada $27.50.) 


Balkite Trickle Charger 


MODEL K. With 6-volt “A” batteries 
can be left on continuous or trickle 
charge thus automatically keeping the 
battery at full power. Converts the‘A”’ 
battery into a light socket “A” power 
supply. With 4-volt batteries can be 
used as an intermittent charger. Or as 
a trickle chargerif a resistance is added. 
Charging rate about .5 ampere. Over 
200,000 in use. Price $10. West of 
Rockies $10.50. (In Canada $15.) 


A New Balkite “B” at $27.50 


Balkite “‘B’” eliminates “B” batteries 
and supplies “B’’ current from the light 
socket. Noiseless. Permanent. Em- 
ploys no tubes and requires no zeplace- 
ments. Three new models. The new 
popular priced Balkite “B”’-W at 
$27.50 for sets of 5 tubes or less re- 
quiring 67 to 90 volts. Balkite “B’’-X, 


for sets of 8 tubes or less; capacity * 


30 milliamperes at 135 volts—$42. 
Balkite“B’’-Y, forany radio set; capac- 
ity 40 milliamperes at 150 volts—$69. 
(In Canada “B”-W $39; “B”-X $59.50; 
“B”-Y $96.) 


Balkite Combination 


Supplies automatic power to both A” 
and “B” circuits. Controlled by the 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote lo- 
cation. Will serve any set now using 
either 4 or 6-volt “‘A” batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 

All Balkite Radio Power Units operate 
from 110-120 volts AC current with 
models wd both 60 and 50 cycles. The 
new Balkite Charger is also made in a 
special model for 25-40 cycles. 








~ 


‘ 


No Balkite 


product has ever 
failed to be a 
best seller 


The public is through with experiments, even in radio. It is 
turning as never before to standard nationally advertised lines 
which have proved themselves. 

In the radio power field the standard line is Balkite. For 
no Balkite product has ever been offered to the public which 
has not been an outstanding success. No Balkite product has 
ever been put on the market which has not resulted in enor- 
mous volume and steady profit for both the radio dealer and 
jobber. The faith of the public in Balkite reliability and the 
Balkite trade mark is one of the finest tributes ever paid a 
manufacturer. 

Balkite dominates the radio power field as never before. The 
Balkite Trickle Charger is easily the most popular charger on 
the market. Balkite“‘B” stands alone in a field only too crowded 
with experiments, as the “B” that has stood the test of time. 
The new Balkite Charger with both trickle and high charging 
rates, and the new Balkite Combination supplying all radio 
power automatically from the light socket, are selling faster 
than any new items ever introduced by Balkite. Balkite is 
backed by Balkite broadcasting and by one of themost power- 
ful advertising campaignsin radio. These factors make Balkite 
one of the three or four best selling lines in radio today. 

This is the greatest of all seasons for radio power devices. 
Make sure you get the maximum profit out of it by selling a 
line you know will stay sold,on which you know your profit 
will be clean. Turn it into the maximum profit by pushing Balkite. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


FAN STEEL 


Balkite 


Radio PowerUnits 
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Commercial Electric Supply Co. 
Detroit 


In Commemoration of Its 
Thirtieth Anniversary 
and With Best Wishes 

for Its Continued 
Prosperity 


1926° 


Almost a Solid Block 
Of Commercial 
Buildings 
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F. W. Woolrich 
President 


HIRTY years is a long time in the annals of the electrical supply business. The business 

that was started that long ago has gone through practically every phase. The patience 

of its executives has been tried on many occasions. Their wits have been sharpened by 
many commercial abrasives. But all in all, they have the satisfaction of knowing, if they have 
succeeded, that it was in a he-man’s game. 

The Commercial Electric Supply Co. of Detroit came into existence in July, 1896. The few words 
that are here written about the personnel of this organization and the facilities through which 
they are enabled to render service are by the way of recognition of the thirtieth anniversary of a 
company, which has consistently been a credit to the electrical supply jobbing industry. 

Go back, if you will, to that July in 1896 and a little rented store space in what is now the very 
heart of the business district of Detroit. The building occupied a space 20 by 100 ft. at what was 
then 206 Griswold St.—now No. 1250. The owner at that time rented only a small part of the 
building and paid out the round sum of $35 monthly for the privilege. His charter provided for a 
capital stock of $10,000, $2500 of which was paid in at the time of incorporation. The merchan- 








The Picture Shows the Corner of State and Griswold Sts., Which Is the Very Heart of Downtown Detroit. The Little 
Frame Building Where the Commercial Electric Supply Co. Started in Business. 
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A. E. Card 


Secretary 


T. A. Flockhart 


H. A. McPherson 
Vice-President 


Treasurer 


dise stock at first consisted of electric motors, bicycles, and such accessories as were required for 
the repair, upkeep and installation of the old style direct current motors, manufactured by the 
Detroit Motor Co. 

In the beginning, the president of the company combined the duties of salesman, purchasing 
agent, and office boy. One repair man was employed at the start and his salary was $10 a week. 
The very first job was the repair of a four-pole d. c. elevator motor in the old Taylor-Wolfenden 
store on Woodward Ave. These were the days when a quarter horsepower motor weighed 50 lbs. 
and sold for $65—when all motors were square rigged, so to speak, and to take the armature out 
of one of them it was necessary to disassemble the whole machine. 

“If I buy this motor now,” queried a customer, “and it proves too small in six months, what 
then ?” 

The combined president, purchasing agent and office boy scratched his head and pondered a few 
moments before replying: “Rent this two horsepower motor by the month. If you wish to ex- 
change it for a large one in six months we will apply three months’ rent toward the purchase 
price.” And so a merchandising plan was born and it served very well as a starter for the new 
business. A number of Detroit’s largest industrial plants rented their first motors in this manner 
from the Commercial company, which was probably the first in the country to inaugurate the plan. 

Quite early in the history of the company the electrical supply branch began to develop—very 
slowly at first, and it was quite a while before they took down the sign: “Bicycles Sold Repaired 
and Rented.” 

There were then no large electrical jobbing stocks anywhere. Few residences were wired and 
only a few contractors found sufficient work to keepthem going. The present scope of engineering 


C. G. Parmalee ; ee S. H. Woleben 
Sales Mgr. .Y 4h 8 . Pur. Agt. 





sae 


C. J. Theobald S. O. Lane F. J. Splatt B. Millard 
Auditor Mgr. Fix. Dept. Credit Mer. Mgr. Radio Dept. 


Ea 
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K. T. Beck H. N. Green P. A. LaLonde Joseph O’Brien A. E. Gayer 
Service Mer. Mer. Cash & Carry Store Mgr. Ch. Cl. Rec. Dept. Ch. Cl. Ship. Dept. 
Dept. 


work was unthought of. Electrical appliances were un- 
known, and merchandise lines as they are constituted 
today were undreamed of. 
But in spite of the restrictions of the field as it was 
then the president of this motor-bicycle-electrical busi- 
ness saw a change coming and prepared himself to meet 
it. He added to his own duties that of collector and 
started to build his jobbing business around himself and 
one counter clerk. They had no house organ, no catalog, oe te 
3: BE eee no outside salesmen. The contractors, such as they were, x Be ‘i 
P. A. Radio Dept. came in and bought for their jobs. Guder. Thask 
Then came the great experiment. An outside salesman 
was decided upon and one was secured. Automobiles were 
unknown and the horse-drawn street cars did not cover 
the city well. So salesman number one was given a 
bicycle on which to make his rounds, and his “territory” 
was confined to a two-mile circle surrounding the ware- 
house. Compare this with the present territory compris- 
ing the entire Lower Peninsula of Michigan, covered by 
19 salesmen. A push cart was first used for delivery— 
e- later a one-horse wagon was hired. Gradually dealer out- 
lets were developed and the value of sound merchandising 


W. F. Tschaeche lines recognized as they came along. Fixtures were fea- 
Asst. Mgr. Radio 


Dept. 


tured and appliances added as they were developed. And yd a 


thus the business began to grow. 
In 1902, the Commercial Electric Supply Co. moved to 
104 Wayne St., and in 1907 to 47 Park Place. In 1916 it 
moved to its present location at 138 E. Congress St., 
where it has more than 60,000 sq. ft. of available floor 
space. The pictures here shown give but a partial idea 
of the immense stocks of merchandise that are carried 
and the facilities by which the company is enabled to ren- 
der efficient service to several thousand customers. 
In the recent radio development, for instance, Com- 
mercial has endeavored to carry out its traditions in 
Sessa tities respect to dealer co-operation. Twenty people are em- Otto C peel 
Order Desk Order Desk 
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N 


D. C. Argall J. B. Neal C. E. Peters G. R. Finl B. H. Chamberli L 
Order Desk Order Duck Order Desk _ ss ahaa Prob ling 6 og 
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J. D. Brookman M. J. Bomason 


ployed in the radio department to render the service to 
which the executives of the company feel that the dealer 
is entitled. Experience has shown that the burden of the 
development work in connection with the introduction of 
new major devices must fall on the distributor, and Com- 
mercial always follows the dictates of experience, a vast 
amount of which has been accumulated since the days 
when the first president was truing up bicycle wheels 
while his customer waited and wriggled his toes. 

Similarly, the residence lighting fixture department is 
well organized and well manned, merchandising along T. H. Lashbrook 
constructive lines. 

A cash-and-carry department for contractors has been 
another innovation in the way of service, and is main- 
tained distinct from the other departments of the busi- 
ness. 

It is the belief of the Commercial Electric Supply Co., 
that the departmentalizing of its business with specially 
trained men who devote their entire time to their re- 
spective departments, not only makes it possible to give 
the customer better service, but also is necessary if the 
jobber is to give his manufacturers that support which 
jobber distribution implies. 

It is not the intention here, however, to attempt to 
describe in detail the intricacies of the modern electrical 
jobbing business as exemplified by the Commercial Elec- 
tric Supply Co., although it is one of the most efficient and 
a house that does credit to the industry. The aim has 
been to tell of a few of the intimate, more or less personal 
experiences that have formed the background of the 
husiness as it stands today. 

President Fred Woolrich and his loyal organization 
have done and are doing a good job in Detroit and on this, 
their thirtieth anniversary, The Jobber’s Salesman ex- 
tends its hearty congratulations and wishes them many 
more years of happiness and prosperity. ia 

S. B. Robinson F. H. Manning 


t \» 
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Chas. E. Wright V. L. McElmurry O. G. Prindle Howard A. Cox 
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General Office of the Commercial Electric 
Supply Co. 


Above is the Lighting Glassware Display 
Room. 


Residence Lighting Fixture Display Room for the 
Use of Dealers Who Wish to Demonstrate 
to Their Trade. Wholesale Only. 


Open Stock Assembly Counter. Large Stock, 
But No Crowding or Confusion. 


Above—Contractors’ Cash-and-Carry Dept. 
The Well-Stocked Radio Dept. 
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Left—Section of the Battery Warehouse. Below 
—Commercial Lighting Unit Warehouse. 


is 
Below—Section of the Main Warehouse for >_> 
Heavy Materials and Supplies. 





Right—Section Showing Boxed Lighting 
Fixtures. 
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Right—A Corner of the Radio Service Dept.— 
Appreciated Highly By the Radio Trade. 
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Above—A Corner in the Armored Cable 


Small Sized Cables and 
Couplings. 


# 4 5” p he y a : oy Section. Left—Method of Storing 
"Me : 
gy d 
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MURRAY 


METER SERVICE SWI ae 








Wherever central stations approve Switches which com- 
bine service switch and circuit fusing in one cabinet the 


“UNISAFTI” is O. K. 


Cat. No. 238 Branch 
Service Circuits, 
Connections, Four 
30 Amp. 3 Pole Two Wire 
2 Plug Fuses Branches 
Solid Neutral 4 Fuses 





In the “UNISAFTI’’ SWITCH all connections are made in the 
switch itself—and not one connection is covered up or hard to 
reach. Contractors in greatly increasing numbers are agreeing 


that it is the “easiest switch to wire.” 


Every detail is taken care of—even to the perfecting of a special 
fitting in the branching circuit block, an adapter which can be 


made to suit any meter and knockouts which are real knockouts. 


With its new and distinctive design the MURRAY “UNISAFTI”’ 
SWITCH brings to the electrical contractor the means of de- 
cidedly speeding-up the job. 


“‘What’s Worth Wiring Is Worth Wiring Well’’ 


Send for Catalog No. 10B 


Metropolitan Device Corporation 
1250 Atlantic Ave. 


Brooklyn, N. Y. 


Chicago Seattle 
9 So. Clinton St. 2450 3rd Ave. W. 


Minneapolis 
601 Ridgewood Ave. 


Pittsburgh Detroit St. Louis 
1112 Keystone Bldg. 116 E. Woodbridge St. 915 Olive St. 
Philadelphia Boston 


121 No. Broad St. 182 Purchase St. 
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Code Index Shows “Complex. 
ion” of the Order 


The logical way for an electric: 
salesman to increase profit on his sales 
is to sell the highest feasible percen: 
age of merchandise carrying hig 
profit. He cannot do this simp|, 
through selling maximum quantities 0: 
high gross-profit margin lines, for 
some such lines have no volume pos 
sibilities. The lines to which he gives 
foremost consideration must be cd 
termined on with consideration for 
gross profit-margin, volume possibili 
ties, and business-holding importance. 

A number of electrical jobbers have 
adopted a code index system lending 
itself to far more general use because 
of its basic efficiency. A special cod 
index page is created, being placed 
in the salesman’s catalog before tlic 
alphabetical index. The salesman 
refers to this frequently, until he is 
thoroughly versed in the profit infor 
mation it contains. 

Code figures and code letters figure 
the gross profit of each line. Highest 
gross profit rates a line “1,” second 
highest gives it “2,” and so on, five 
ratings being used. ; 

Next, the jobber grades each line 
for merchandising value, taken to 
cover the twin important factors of 
volume possibilities and the business- 
holding power. The letters, A, B, C, 
D, and E are employed, A being ap- 
plied to the lines having the highest 
degree of merchandising value, B to 
the second highest, and so on. 

The combined rating is expressed 
as A-1, C-2, A-5, B-3, and so on. 

The next step is to arrange a list 





INCENTIVE 





\ 


EET} 









nim 





In loading a mule into a box car, bis 
chronic insistence for being shoved 
rather than led is, as can be appre 
ciated, a handicap to his otherwise 
eminent usefulness. 

An occasional survey of the elec 
trical field indicates that the most 
rapid and peaceful progress seems to 
come to those who get incentive from 
ahead rather than behind. — Red 
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" CROWN ELECTRICAL MANUFACTURING CO. 
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Congratulations! 


We are pleased to extend our con- 
pratulations to Mr. F. W. Woolrich 
and the members of his organization, 
the Commercial Electric Supply Co., 
of Detroit, Mich., on their 30th Anni- 


versary and wish them many more 


_ years of success and prosperity. 


We feel complimented that Mr. 
Woolrich and his company should 
select the Crownco line of residential 
lighting fixtures as a part of the Com- 
mercial structure and we hope that it 
will be our privilege to serve them 
for many years to come. 


CROWNCO DIVISION 


ST. CHARLES :: ILLINOIS 
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“A Greater Pride Hath No 
Man—Than Knowledge Of His 
Industry” id adil y * * * * & K * 
And So Let Us Suggest A 
Year’s Subscription To 
THE JOBBER’S SALESMAN 
As A Christmas Gift To Those 
Of Your Friends Who Are 
Wholly or Partially Connected 
With The Electrical Jobbing 
Industry. A Gift That 
Will Be Much Appreciated. 


$1.00 for one year. $2.00 for three years. 


Mail the coupon below, and we will advise the 
recipient that the subscription comes from you. 

















THE JOBBER’S SALESMAN 
53 W. JACKSON BLVD. 
CHICAGO, ILL. 


GENTLEMEN: 


Enclosed please find $.........—...........-..-.---..-00---1 ee 
subscription to be sent to 


Wisite . Vee Bat Diet dentine 
































The Eames Corp., of 10 High street, 
Boston, is an unusually efficient manufac- 
turers’ agency. Paul H. Eames, whom you 
see here, is its president. Among the 
accounts handled are: Herbert H. Frost, 
Inc.; Teletone Corp.; Liberty Electric 
Corp.; Gold Seal Products Co.; Storad 


| Mfg. Co., and Moto-Ray Mfg. Co. 





of lines in order of their ratings. A-| 
lines come first, then A-2 lines, fol 
lowed by B-1’s and B-2’s. The bot 
tom of the list finds E-4’s and E-5’s. 


The jobber’s salesman should sell 
first, and in order as the lines appear 
on the code index rating list. Of 
course, if he will have abundant tim: 
to sell everything, it may not be so 
important what lines he sells first. 
but on countless occasions the time 
he will have with a dealer is limited. 
The profit he makes for his house on 
the call will depend on the complexion 
of his order. To get the right com- 
plexion, he should start at the top of 
his code index list and sell down it 
At the end will be lines on which th: 
house makes very little profit, and i! 
he has to leave these unsold no dam 
age has been done. 

Beyond question, there is oppor 
tunity for great increase in electrica’ 
house sales efficiency. The margi 
of net profit is small at best. Th 
main objects of a call on any deal: 
is to make a good will contact betwee: 
salesman and dealer, with net prof 
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THE Fae 





P. J. FITZGERALD, presivent 
M.D. FITZGERALD, wice present 
M.F FITZGERALD, treasurer 
B.G.PECK, sec & SALES MGR 


Sy, 
pte, ee 
Se # 
FACTORIES AT TORRINGTON ann WINSTED, CONN 
MANUFACTURERS OF STAR - RITE 
ELECTRICAL APPLIANCES 
AND NEVER=-LEAK GASKETS 


October 25th 





a 92:6 
Mr.F.W.Woolrich, 
Commercial Electrical Supply Coe, 
Detroit, 
Michigan. 


Dear Mr.Woolrichs: 

Congratulations on your Thirtieth Anniversary. 
The Fitzgerald Mfg.Company wishes to say a word 
of appreciation for the things you have done for 
the electrical industry in the last thirty years. 
We sincerely hope we have contributed our bit to 


your success in the past and we hope that we may 
continue to do so in the future. 


Secretary & Sales Manager. 





BRANCH OFFICES IN 
NEW YORK, CHICAGO, SAN FRANCISCO 


CANADIAN GRANCH 


THE CANADIAN FITZGERALD MFG.CO 
95 KING ST EAST, TORONTO 


CABLE ADDRESS 


WESTERN UNION CODE 
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For Small 
Lamps 


FLEXCO (Non- 
Locking) and FLEX- 
CO-LOK (Key Lock- 
ing) Guards for small 
lamps of not more 
than 4 inches total 
length. 


FLEXCG and FLEXCO-LOK Regu- 
lar Guards are supplied in four sizes; 
for lamps to 60-watt up to 55%” total 
length; for lamps to 100-watt up to 
6%” total length; for lamps to 150- 
watt up to 7 


Portable 
Regular 


With split han- 
dle and hook. 
Two sizes; 
lamps up 
total length and 
up to 55%” total 
length. 


All guards for standard brass or weatherproof sockets. 


stocks. 


again this fall. 








HLT 





total length; for lamps 
to 200-watt up to 8%” total length. 


You Don’t Work Alone 


Eleven salesmen of this Company on regu- 
larly assigned territories are working this line 
as missionaries year in and out. They coop- 
erate with jobbers and dealers maintaining 


A long list of leading trade publications 
are carrying the advertisement of these guards 


Cooperating with the jobber’s salesman— 
you don’t work alone. 


Flexible Steel Lacing Company 
4698 LEXINGTON STREET, CHICAGO, ILLINOIS 














Reflector 
Type 

FLEXCO and 
FLEXCO-LOK Re- 
flector Guards have 
half metal shell. For 
any lamps up to 60- 
watt—55 inch total 
length. 


Portable 


Reflector 


Split handle and 
hook. Half guard 
is metal shell re- 
flector; for lamps 
up to 60-watt. 














y 





Ly 


, 
F_LEXCO-LOK 

















me: 
TOE 





— 





























resulting to the salesman as he sells 
the goods with greatest profit and 


greatest merchandising value. 
* & & 


Judging Salesmen 


(Continued from Page 14) 


the boss. If he comes in here with 
a couple of complaints received from 
his customers relative to our service, 
he has the right to raise Cain with 
us, from the sales manager down to 
the office boy. We must sit up and 
listen to his condemnation, for that is 
the only way in which we can ascer- 
tain whether or not we are doing our 
part. I’ll never fire a salesman who 
comes in raising Billy Cain about 
some mistake we have made. We'll 
do our part to correct the error and 
prevent future ones. 

“And speaking about preventing 
errors, one of the faults we might 
mention, if we wanted to find fault 
with the dealers and their mail orders, 
is that they are not always explicit 
enough in their letters so that we may 
know exactly what they want. A mail 
order is generally construed as a rush 
order—an emergency—and it must be 
sent off immediately. It may be for 
one small piece of equipment, but the 
lack of it may be holding up a job. 
Rather than delay or rather than to 
make an error in filling the order, 
we'll telephone the dealer to get it 
straightened out. The cost of the 
telephoning may be more than the 
selling price or the profit on the 


| merchandise, but we want the dealer 


to get what he wants when he wants 
it and the cost of doing this is cheap 
in the long run.” 


E. S. J. a: Pacific Meeting 


The Electrical Supply Jobbers 
Association, Pacific division, held a 
three day convention in Victoria, 
B. C., September 7 to 9, at the Em 
press hotel. C. B. Hawley, vice 
president and general manager of the 
Intermountain Electric Co., Salt 
Lake City, and chairman of the di 
vision, presided. 

J. A. Kahn, of the Capital Electric 
Co., Salt Lake City, Utah, won the 
jobbers’ cup in the golf tournament. 
and Mr. Hawley “brought home the 
bacon” in the form of the Turner 
trophy and the Deming trophy. 

The next meeting of the division 
will be held at the Hotel Del Monte. 
Del Monte, Calif., Jan. 27 to 
29, 1927. 








November, 1926 THE JOBBER’S SALESMAN YY 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Commercial Electric Supply Company 


co 7 
} 


GUTH * LITE - 


, »uper-Ilfuminator 
a ae ‘< — \ 
Ne? Iie 


The Fastest Selling Illuminator 
in the Commercial Field! 


—- FPF cw ww fr nm eewrer ere we ee he 


GuthLite is an outstanding improvement in commercial 
illumination. A real money-maker. 


Wonderful new features. Totally enclosed. Adjustable 
reflector controls the direction of light vertically and 
horizontally. 


Shadowless ceiling illumination. Extremely wide light 
distribution. More light where most needed! Low 
brightness at the source. Light that is diffused and con- 
trolled! Adjustable to any kind of ceiling. 


Plain and ornamental types. Packed in individual car- 
tons, ready to install. Attractively priced. Write for 
GuthLite Exclusive Sales Proposition, special distrib- 
utors’ terms, and literature. 


ae ee . oe ee ee 
co 


. 
po 
oe 


Prices and Sizes: ———————____—___—_. 

Plain Ref. Plain Ref. Orn. Band Orn. Band 

Plain Glass Dec.Glass Dec.Glass Plain Glass 

Dia. Glass a _, —_—_- ) i -_e_— 

Watts Skt. Ref. Size No. Price No. Price No. Price No. Price 
75to150 Med. 124° 8%’x4" B2820$5.90 B2823$6.45 B2826$8.10 B2829$7.55 
200 Med. 17’ 113%%’x 5” B2821 8.35 B2824 8.90 B282711.10 B283010.55 
300 to 500 Mog. 21’ 144%’ x 6” B2822 11.65 B2825 12.80 B2828 15.60 B2831 14.45 


She FF pWin F. Guim COMPANY 


DESIGNERS - ENGINEERS - MANUFACTURERS 


Lighting Equipment 
Sr. Lours, U.S.A. 
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RED SEAL 


ARMORED CONDUCTORS 
AND 


RED SEAL 


ARMORED CONDUCTORS 
AND 


FLEXIBLE STEEL 
CONDUIT 


FLEXIBLE STEEL 
CONDUIT 





! ARMORED CONDUCTORS 


AND 


FLEXIBLE STEEL CONDUIT 





Nicely put up for stocking— 
Contractors like it— 


Jobbers sell it— 
A CABLE WITHOUT A FLAW 


“RED SEAL” is made from the 
best obtainable raw materials. 


The wire is O. K.—the steel strip 
is O. K.—the galvanizing is O. K. 
—the flexibility isO. K.—the posi- 
tive lock of the strip is O. K. 


An all’round O. K. product 


If it’s ‘““RED SEAL,” there is a minimum of installa- 
tion or service troubles. Your selling efforts are worthy 
of the best—then why not market ‘‘RED SEAL?” 
There is no other armored conductor or flexible steel 


for you and with you. 
SAMPLES ON REQUEST 


AMERICAN CIRCULAR LOOM CO. 


"RED SEAT 90 West St., New York 


Game) UG) hw ~Boston ARMORED CONDUCTORS 
A AND 


ND 
FLEXIBLE STEEL Philadelphia Buffalo Portland FLEXIBLE STEEL 
CONDUIT Atlanta Chicago _— Los Angeles CONDUIT 


‘RED SEAL 


Pittsburgh Denver 

















conduit more efficient. We and our branch offices work 
























Overcoming the Price Choking 
Habit 
By WILLIS H. PARKER. 
EGARDLESS of how good ; 
salesman you may be, ther 
will be times when you will have to 
state the price of the goods you are 
selling. Remember the Boy Scouts 
and be prepared for such emergencies. 
Many a sale has been lost by a blusl 
and many a sales argument has gone 
bye-bye as the perpetrator choked 
when he reached dollars and cents. 

A thousand and one situations may 
arise in the course of a year’s sales 
efforts, and while this article is de 
signed to cover as many varieties of 
situations as possible, still it is unlike 
ly that we can cover them all because 
something new in the psychology of 
salesmanship comes up every year. We 
will endeavor to cover those which are 
most often encountered. 

To begin with, it is a wise sales 
man who knows his own price list. He 
should carry it with him, for it often 
will save him some embarrassment. It 
is sometimes possible to eliminate the 
choking sensation in the throat at the 
price point in the sales argument, if. 
when the customer urges you to di 
vulge the price, you hand him the price 
list and let him look it up himself. 
Statement of price is an uncouth prop 
osition at best. Quality and quantity 
are the main things about merchandis 
ing—your sales manager will tell you 




























This is an up-and-coming picture 0 
Sam Goforth, manager of the Reading 
Pa., branch of H. C. Roberts Electr 
Supply Co. 
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The RADIO CORPORATION 
OF AMERICA 


extends its 

heartiest con- 

gsratulations 
to the 


COMMERCIAL ELECTRIC 
SUPPLY COMPANY 


of Detroit, Michigan 


and to its President, 


MR. F. W. WOOLRICH 


on the thirtieth anniversary 
of their business. May the 
thirty years of forward-prog- 
ress march on toward the cen- 
tury mark in high prosperity. 


LY 
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Three minutes! That’s all it takes any 
Square D salesman to prove Square D's 
simplicity of construction and ease of 
maintenance. For with a screw driver 
as his only tool he or anyone else can, 
in this brief period of time, remove any 
blade or jaw from the front without 
taking the base from the box or discon- 
necting all wires. 





Individual base construction makes this possible, all cur- 
rent carrying parts being mounted on individual insulat- 


ing bases. 


It is this feature, combined with key-controlled accessi- 
bility, positive quick make-and-break action, enclosed 
mechanism, and assured safety that has achieved Square 
D its leadership—a leadership now solidly founded on 


more than 4,000,000 satisfactory installations. 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 


BRANCH OFFICES: Toronto, Montreal 


SQUARE D 


Safety Switch 








(89) 

















that if the quality is right and thé 
practicability is there, price will be no 
object. However, there are some cus 
tomers who won’t believe the contents 
of your price list and will demand 
that you make a verbal statement. 
(Some authorities declare that in such 
instances, the prospect cannot read 
and therefore gets nothing by a pe 
rusal of your price list, whereupon he 
bluffs it through and for that reason 
demands that you verify the quota 
tions as listed. But this is not a 
question to be definitely decided here ). 
All of this shows how necessary it is 
for a salesman to be able to quote 
the price. 

One essential to price quoting with 
out blushing is to study the price 
list yourself and learn the contents 
by heart—a strong heart and a good 
memory are necessary for successful 
salesmanship. Of course, if you have 
but one article to sell, such as a dic 
tionary or a set of Dog Biscuits by 
Canine in 12 volumes, the task of re- 
membering the price will not be so 
difficult, but even then the best of 
sealsmen have blushed on one price. 

Assuming that the salesman has 
mastered the quotations and that he 
can mention them in privacy of his 







































Edward Santoto, of the R. V. Pettingel! 
Electric Supply Co., known as “Tony.” H¢ 
is their radio salesman and this is how 
he looks after a month’s training a! 
Camp Devens, Ayer, Mass. Getting i! 
trim for the big radio season. 
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ROSALIND AND SPANISH 
LIGHTING REQUISITES 


















Lighting 


Fixture? 
of 
Distinction 
TOLEDO 
OHIO 


The Commercial Electric Supply COes 


132-138 Hast Congress Street, 


Detroit, Mich. 


Gentlemen: - 


We take this opportunity of 
lating you on this yo 


the jobbing pusiness.s 
we wisn you the 


success for your continued growtn, 


you we consider it an nonor, 


to oe associated with a jobbing concem 


attained the seal of successe 





yours very truly» 





TOKALON AND CONVERTO 
LIGHTING EQUIPMENT 


congratu- 


ur Thirtieth Anniversary in 


greatest possible 
and assure 


as well as & pleasure, 


that has 
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hotel room without blushing, we wil! 
PA NE LBOARDS take up ways and means of enunciat 
;| ing them in public, in the presence of 

New @ }| a prospect or his chief clerk with « 


] Type NRSS ‘| minimum of embarrassment. 
Flush Service j 


aounene “6 All authorities on business declare 
Pier _ ae that success is based largely upon 
Panelboard 3 friendship. We all know that money 
=v should not stand between friends and 
py tg t perhaps this friendship is the occa- 
1 construction a3 sion for embarrassment in the course 
me of the sale of a bill of goods. One 
excellent way to get around mention 
ing the price in terms of dollars and 
cents is to make use of the other 
element in friendship—that of ability 
to borrow money when broke. Sup 
posing then you are calling upon your 
friend, Sam Jones, the undertaker. 
You are selling underground novelties 
and have a particularly excellent cas 
ket wholesaling at $75.98. Naturally 
you will not desire to mention the 
price of the article to your friend, 


A Complete Lime 4G trier testes in askin 


him for a loan. Therefore, after the 
HE @ line of Panelboards includes a kind approach, the getting and holding of 
the attention, casually mention to 
Jones that you'd like to borrow 
$75.98. Being a friend, he’ll natural 
ly grant the request, but before he 
pulls out his wallet, you switch the 

There is no equal to @ Panelboards; they are subject to the sale of caskets. Tell 
distinctively different and beyond comparison. him all about the wonderful piece of 
goods you have, let him examine it, 
if you have a sample with you, and, 
when he reaches that point wherein 


uP Pee 


reper 


and type for every panelboard service. 
Each is of sectional standardized molded unit 
construction and have features not found in any 
other make. 


Because of manufacturing economies and 
large volume the cost of @@ Panelboards is, 
value considered, so fair that there is no reason- 





able reason for not including them in every sale. 


Certainly the service they give is greater. 


Stock @ 
® TypeR ie Standardized 


Residence 
Safety * ° 
Type eT Stee] Cabinets 
Panel- \ , ro 
board “oe 
Write us today for full 
information. We are at 
all times anxious to help 
you and furnish complete 
panelboard estimates free 
of charge. 





@® Meter Control 
Panelboard for 
office buildings 


Hrank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


DISTRICT OFFICES B. H. Martin, of Graybar, Kansas Cit) 


Atlanta, Ga. Cincinnati, Ohio Los Angeles,Cal. Philadelphia, Pa. has been transferred from under the pr 
eine Md. an yg ne —. Minn. Sirsa a tecting wing of Bert Barber at Omaha t 
oston, Mass. ver, 9 : . ili iali sa 
Buffalo, N. Y. Detroit, Mich. New Orleans, La. Seattle, Wash. Pie act as general utility specialist at Kans 
Chicago, Il. Kansas City, Mo. New York, N.Y. San Francisco, Cal. ; i City. 
St. Louis, Mo. Winnipeg, Can. London, Ont., Can. 
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To the 


COMMERCIAL 
ELECTRIC 
SUPPLY CO. 


Detroit, Mich. 


We gladly join with a host 
of your friends, in the elec- 
trical industry, in extend- 
ing congratulations to you 
on your thirtieth business 
anniversary. 


May you have continued 
success, and realize every 
hope in the years to come. 


ROME WIRE CO. 
Rome, New York 
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ELECTRO 
RANGES 




















This is Model 423-S—Another 
reason why the Standard Line is 
the best line to handle. 

This range has a large aluminum 
lined oven—three hotplates and 
a convenience outlet. 

It retails for $100.00 in regular 
finish—$110.00 in White porce- 
lain with either Nickel or Grey 
trims. 

Are you going after apartment 
business in your city? Ninety per- 
cent of the apartment ranges in- 
stalled are Standards—because the 
Standard line is the most adapt- 
able, the largest, the most beauti- 
ful. 


May we send catalog Fifteen? 
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Picture of a manufacturer’s salesman 
and jobber’s salesman fraternizing. Herb 
MacLeod, premier pipe salesman for S. B. 
Condit, Jr. Co., Boston, Mass. (on the 
left), is talking over the Florida boom 
(which was) with his old friend, Jim 
Slater, who has just returned to his old 
haunts in Boston to manage the supply 
department of the Dalton Fixture & Sup- 
ply Co. of that city. Jim was with the 
Florida Electrical Supply Co. while in 
Florida. 





| he’ll desire the goods and asks you 


the price, just say that the price is 
the same as the amount you desired to 
borrow. Being your friend, he will 
here remember the amount of the re- _ 
quested loan, for all the while you've 
been talking he has been figuring the 
interest at 8 per cent. The amount is 
fresh in his mind. Thus, you eliminate 
the necessity of straining your throat 
over a dollar sign. That’s one way. 

The fact that you may blush or 
choke on price quotations is not such 
an important matter as permitting 


| your customer to see your confusion. 


If you could mention the price while 
his back is turned, it would make little 
difference whether you blushed or not. 


| But under usual conditions, it is im- 


possible to get a customer to turn his 


_ back, largely because up to this point 


it was vitally important that you com- 
pel him to watch you. If you have 


| mastered the art of ventriloquism you 





may distract his attention from your 
face by throwing your voice to the 
back of the store imitating an irate 
customer in an argument with a clerk. 
While he’s thus watching the rear of 
the store, you may casually mention 
the price of your goods, and, if you 
blush or stammer or choke, he won't 
see you do it. Some successful sales- 
men are ventriloquists, and instead of 
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WURUTOTOTORORORS 


QOL DPA DL DPD DAL PDP PPP PI PVY PLP PPL PLA 


P&S 
ALL-PORCELAIN RECEPTACLES 


THE NEW FEATURES 


Vitrified Porcelain Bodies---with Porcelain Shade Holders for Glass- 
ware, and with Porcelain Ring for Ball Lamps 












BEAUTIFUL 


in Appearance 


BRACKET TYPE 
Pull, Keyless 







PRACTICAL 


in Service 


CEILING TYPE 
Pull, Keyless 





















EASY TO WIRE 
on the Job 


WALL TYPE 
Pull, Keyless 










BRACKET TYPE 
With Convenience Outlet 






Made of P&S Porcelain---the World’s 


finest Porcelain. 
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And the Finish---deep crystal glaze is 
fused into the body of snow white por- 
celain ..... It Lasts. 


Absolutely clean, bright, new, at the 
touch of a damp cloth. 


CuLING TYPE Shade Holders are Porcelain. Will noz wass owen 


Porcelain Shade Holder Change Color or Lose their Luster. Porcelaia Shade Helder 







i 





Ask for it --- Bulletin just off the press --- You’ll get it 


NEW YORK PASS & SEYMOUR, INC. se aiatcaco 


71-73 Murray St. SOLVAY STATION :. SYRACUSE, N. Y. 730-32 W. Monroe St. 
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Sterling Reflectors are 
silvered by our own ex- 
clusive process of a triple 
plate of pure grain silver 
applied to the glass which 
gives them a smooth, won- 
derfully brilliant reflecting 
surface of ENDURING 


The Sterling STIPPLE is 
another exclusive feature of 
Sterling Reflectors which 
eliminates shadows, permits 
perfect control of the re-- 
flected light and increases 
efficiency to a degree that 
insures true economy. 


Sterling Reflectors are 
absolutely guaranteed for 
years of satisfactory serv- 
ice. They will not check, 
peel or discolor. Materi- 
als, workmanship and 
construction are the finest 
obtainable. 


Reflector & Illuminating Co. 


Representatives in All Principal Cities 


1411 Jackson Blvd., Chicago, U. S. A. 


AF, TSS TMU 


mentioning the price in front of their 
customers, they throw the price to the 
rear of the store and the storekeepers 
suspect that they have accomplices 


‘who join in the case when they’ve 


reached the price juggling stage. Most 
any prospect can survive one sales- 
man but when there are two pitted 
against him at one time, he capitu- 
lates quickly. 

Generally speaking most any sales- 
man can quote or mention dollars and 
cents when not in connection or in 
the same breath with the name of the 
article it applies to and not blush. 
An excellent method, and one in com- 
mon use by some salesmen, is to men- 
tion dollars and cents while the pre- 
liminary right pawing is in progress. 
Before going into the store or office, 
open your price list, get the quota- 
tions, then march into the establish- 
ment, stick out your right hand to the 
prospect and instead of mentioning 
your name, say, “Five ninety-eight, 
Mr. Jones, I’m certainly glad to see 
you, how’s the wife? I’m Smith of 
Blank and Company,” and then go 
ahead with your sales talks. All the 
while you are talking, he’ll be wonder- 
ing what “five ninety-eight’”” means. 
But as you become more enthusiastic 
over the quality of the goods and how 
necessary they are to his business suc- 
cess, it will gradually dawn on him 
that those mystic numbers represent 
the price, so he’ll never ask you the 
embarrassing question. 

What causes all this confusion and 





At the Chas. B. Scott Co., Scranton, 
Pa., left to right: Franklin W. Reese, 
assistant manager of the supply depart- 
ment; E. A. Buel, live-wire of the Con- 
tinental Lamp Division; and E. H. Reif, 





manager of the supply department. 
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In 
Nuite Glass 


i You Have Price Advantage You Have Quality Advantage 

\\ 
YOUR OWN 

Exclusive Lighting Unit 


You sell more and sell it easier. You make more profit 
and that profit is net. Every sale adds to your prestige— 
you re not working your head off for a supplier. Additions 
and replacements must come to you because the. unit you 
sell is yours exclusively. 


Sales, Engineering and Advertising 
Co-operation 


We are equipped to give you the practical co-operation you 
need in building up, manning and training your commercial 
lighting department. We are particularly fortunate in help- 
ing our jobbers to land difficult sales at a profit. 


S 


Let Us Explain Our Exclusive Proposition 
--- Write--- 


CONSOLIDATED 


LAMP & GLASS COMPANY 
Vy CORAOPOLIS, PA. XS 


yer 
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GRAHLING BROS. CO., 
PRESENT THIS NEW LINE 


TO THE 


ELECTRICAL 
JOBBER 


These fixtures finished in Gold 
and Copper Polychrome. 


The Grahling line of residential 
lighting fixtures are well worth 
the investigation of any jobber 
desiring to make more profit in 
his fixture department and want- 
ing an exclusive line. 


Grahling fixtures are merchan- 
dised solely through the jobber. 
Only one jobber in a territory han- 
dles our line and this exclusiveness 
insures him against competition 
and price cutting when going after 
orders for Grahling fixtures. 


lll ll lll ll all al ll lle he le le ule ul ee ue ue a de deed 





embarrassment over price quoting? 
The answer is simple. The sales man- 
ager, before you left for your trip, 
spent several hours with you, going 
over the opportunities for selling the 
goods, the merits of the merchandise 
offered and the high standing of the 
firm in the community. Perhaps he 
forgot to tell you how much the goods 
should sell for and many is the time 
a salesman has been forced to _tele- 
graph the house for the quotations 
before concluding his first interview. 

Many prospects, too, have an aver- 
sion to prices. They like quality mer- 
chandise and low grade oil stock, but 
when it comes to price—Boy! they’!] 
shy at a dollar sign quicker than a 
Tin Lizzie will shy at a billy goat. 
The sales manager realizes this and 
that’s why modern salesmanship and 


‘sales managers go so strong on quality 


instead of price. Salesmen realize the 
temperament of some of the customers 
and rather than spoil a good interview 
they dislike mentioning the price and 
only do so with confusion at an em- 
barrassing moment. They know that 
no matter how enthusiastic a cus- 
tomer may be over the goods, he'll 
cool off suddenly when the price is 
mentioned. It’s really a shame to get 
a man all “het up” with enthusaism 
and then throw cold water on him out 
of your price list. ““Tis better to let 
him die happy.” 





Miss Esther File, Penn Electrical En- 
gineering Co., Scranton, Pa., who officiates 
at the switchboard. 
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How ETTCO PRODUCTS 
And SERVICE 
Make Selling Easy 


For nine years we have been handling 
“Ettco” products—and not once in those 
; “ oe RAVEN ELECTRIC SALES COMPANY. 
nine years has “‘Ettco” failed us. Doing © weceee ass © 
business with “‘Ettco’”” has been a real ©. Edgar Craven, owner (top inset). R. T. 


Cunningham, star salesman (bottom inset). 


















Left to right: Herbert L. Darling, C. Edgar 
pleasure because of the unusually fine co- re an Re L. Casninahem, Cc. D. Stone, John 
P. Carey, S. E. McCandless, J. E. Corak. 


operation received. 


All the trade know these products for what ETTCO PRODUCTS 


they are—know of the policy of Quality, Serv- 


ice and Square Deal—know, in short that they ETTCO TUBE 
can bank on “‘Ettco’”’ to come through every NON-METALLIC FLEXIBLE CONDUIT 
time. That’s the consensus of opinion among 
our best customers. ETTCO STEEL 
We're glad to bé able to sell our trade ES SUE, COMES ARSED CARS 


“Ettco” products, because we know we're sat- 


isfying them—and we're glad to have “‘Ettco”’ ETTCO-FLEX 
behind us. NON-METALLIC SHEATHED CABLE 


Y Py a PFs , LP Eastern Tube & Tool Co., Inc. 


BROOKYLN, N. Y. 


ANOTHER INTERESTING MESSAGE 
WILL APPEAR NEXT MONTH 
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“Buckeye” 
Conduit 


is made from mild steel pipe spe- 
cially selected for this purpose 
from the output of ““Youngstown” 
Tube Mills, which make annually 


about one million tons of steel pipe. 


Not only that, but every opera- 
tion, from the mining of the ore to 
finishing the conduit and attaching 
the label of approval by The Un- 
derwriters’ Laboratories inspector, 
is performed under one super- 
vision. Naturally, the material 
used in “Buckeye is the very 
best to be had for Conduit, and 
the Conduit itself is as nearly per- 
fect as human products can be. 





These are the chief reasons for 
the widespread use of “Buckeye” 
in the finest buildings of America. 
It is the foundation of the quality 
that leads the ablest engineers and 
architects to specify it for struct- 
ures in which they build their own 
reputations. 


The Youngstown Sheet & 
Tube Company 


Youngstown, Ohio 


DISTRICT SALES OFFICES: 


ATLANTA—Healey Bldg. 

BOSTON—Massachusetts Trust Bldg. 

BUFFALO—Liberty Bank Bldg. 

CHICAGO—Conway Bldg. 

CINCINNATI—Union Trust Bide. 

CLEVELAND—Union Trust Bldg. 

DALLAS—Magnolia Bldg. 

DENVER—First National Bank Bldg. 

DETROIT—First National Bank Bldg. 

KANSAS CITY, MO.—Commerce Bldg. 

MINNEAPOLIS—Andrus Bldg. zi 

NEW ORLEANS-—-Hibernia Bank Bldg. 

NEW YORK—30 Church St., Hudson Termina! 
Bldg. 

PHILADELPHIA—Franklin Trust Bldg 

PITTSBURGH—Oliver Bldg. 

SAN FRANCISCO—Sharon Bldg 

SEATTLE—Central Bldg. 

ST. LOUIS—Mo. State Life Bldg. 

YOUNGSTOWN—Stambaugh Bldg. 

LONDON REPRESENTATIVE—The Youngs- 
town Steel Products Co., 316-17 Dashwood 
House, Old Broad Street, London, E. C. 
England. 

















Edison Night in Providence 

At the first dinner meeting of the 
Electrical League of R. I., held at the 
Turks Head Club, Providence, R. I., 
Thursday, Oct. 21, jobbers, their 
salesmen and manufacturers’ repre- 
sentatives were very well repre- 
sented. The president of the League, 
A. H. Alleott, sales manager of the 
Selected Electrical: Appliance Co., 
appliance distributors, presided. This 
was Edison night and souvenir pro- 
grams were placed at each plate, and 
in addition to listening to radio those 
present heard an extremely interest- 
ing talk about Thomas Alva Edison. 

A receiving set and loud speaker 
was set up in the room and during 
the period that the electrical part of 
the program of the local broadcast- 
ing station, WJAR, was on the air, 
the set was tuned in and all those 
present had an opportunity to listen 
to the talks of the presidents of three 
local utilities——Edwin A. Barrows, 
president of the Narragansett Elec- 
tric Lighting Co.; Albert E. Potter, 
president of the United Electric Rail- 
ways Co., and David Daly, president 
of the Blackstone Valley Gas & 
Electric Co. 

Harry E. Dawson, secretary, stated 
that since last June, 38 houses have 
been wired under the Red Seal-Plan. 
He urged greater interest in the 
Rhode Island Lighting Institute at 
Brown University and the enroll- 
ment of as many as possible in the 
extension course in lighting being 
given by the University this winter. 
Fourteen concerns have had the Elec- 
tragist accounting system installed. 
This work is one in which all the 
jobbers are vitally interested. 

Harry C. White, supervisor of in- 
dustrial relations, Edison Lamp 
Works of G. E. Co., Harrison, N. J., 
was the principal speaker and told 
about Edison—the boy and the man. 
Edison in his youth was a regular 
boy and that people called him Al, and 
considered him far too mischievous 
ever to amount to anything. With 
only about a year and six months of 
schooling most of his elementary edu- 
cation was received from his mother, 
who had been a school teacher. 

“It was the faith his mother had in 
him and the high standards and 
ideals she set for him that caused 
Edison to become the greatest man 
in the world,’ Mr. White insisted. 
“It was a Godly mother who made 
the electrical industry. She taught 
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her son the real principles of life an, 
set an example for us in helping kid 
to find themselves.” 

Every early attempt of Edison | 
invent something was _ ridiculed 
People called him crazy and when h, 
insisted that he could make a bo: 
talk that seemed the height of folly) 
yet he did invent and perfect th. 
phonograph. 

When Edison began working 0: 
the incandescent light he worked fo: 
five weeks with a yard and a half o: 
thread. He pulled a hair out of « 
horse’s tail and worked weeks wit! 
that, then turned to the fibre of 
grape vine. . Edison then sent a ma: 
around the world to get pieces 0! 
grass and fibre. Trial after trial wa: 
made and failure after failure r 
sulted. Finally by carbonizing wit! 
the air excluded and doing thi: 
largely by accident, he made a lam 
that burned for six minutes. Infinit: 
patience, stupendous toil and a for 
tune had been spent for six minutes 
burning of this light. But at last lh: 
was on the right track and organized 
a company to develop the light. 

But it was not now easy sailing 
There were a lot of people who did 
not believe in him. There were man\ 
who were actually antagonistic and 
he was declared a fraud. People whv 
had invested money demanded it 
back. 

He paid them back and then went 
to see J. P. Morgan. He made : 
favorable impression on the great 
banker and a demonstration was ar 
ranged. As Mr. Morgan arrived at 
Menlo Park 28 lights were burning. 
but these would burn but a few min 
utes, so through a pre-arranged acci 
dent the generating machinery brok: 
down. Edison proved a perfect a: 
tor in this emergency and the banker 
was so thoroughly convinced that I 
agreed to finance the development 0! 
the new lamp. The result was that 
electric lighting as we know it to 
day was born. 

To show the progress that has been 
made in lighting, Mr. White showed 
a pinch saucer lamp in which about 
600 B.C. fat was burned. He told 
how when an enemy was captured !) 
was killed, his fat taken and burn: 
in this lamp to drive away spirits 


The next lamp shown was a pv' 


t 


tery lamp of the time of Christ 
Then he showed a Betty Lamp 
lamp made of iron, and the period 
300 A.D. 
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New Mterchanveable 
PORCELAIN SOCKET 


Pull Type with the PORCELAIN PENDANT 


The socket bodies interchange with the caps and 
bases of other good makes. So you now can use 
the H&H mechanism—the balanced movement—in 
any socket assembly. - 


The Key type has the famous movement used for 
years in the brass shell key socket. Steel bearings 
assure smooth, easy action. 


The Pull type has the new development of the 
horizontal movement, which permits the use of 
a full-length chain rail segment. Exclusively an 
H&H feature, the full-length segment bars the 
chance of chain coming in contact with live parts. 


We'll refer you to new Catalogue ““S”’ for complete data. 


THE HART & HEGEMAN MrFa.Co. HARTFORD, CONN. 














FIXTURE TYPE 

The caps of the Fixture type porce- 
lain sockets have a swivel feature 
for wiring convenience. This allows 
you to turn the body around to any 
position, eo the chain or handle can 
be placed below on the side or top 
as desired. Simply by loosening two 
screws on the inside of porcelain cap. 
you can twist the cap to where you 
want it; then tighten the screws to 
hold cap rigid'y in place. Only in 
the HaH Porcelain Line do you 
get this handy feature. 
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“POWERLET” 
CONDUIT FITTINGS 


WITHSTAND 
ALL STRAINS 





*“*Powerlet’’ conduit fittings 
are made of malleable iron. 
This metal, with a great tensile 
strength, will withstand twist- 
ing, bending, straining and 
impacts better than any other 
metal known. ““Powerlet”’ 


Fittings can truly be said to be 
“unbreakable.” 


BOX STYLE 
CONDUIT FITTINGS 


—.&§ POWERLET 

ae Ck 

¥ 2 —— = —_ 
f 3 eae 





POWERLET 
LR 2 








The ‘“‘Powerlet’’ line is the 
best suited to jobbers for it is 
sufficiently extensive to meet 
practically every requirement 
of the electrical contractor. 


*“‘Powerlets’’ have large wire 
chamber for insulating and 
tapping wire joints. The one- 
piece construction of body and 
hubs assures rigidity of in- 
stallation, waterproof  con- 
struction, and perfect align- 
ment throughout. ‘‘Powerlet’’ 
Fittings may be had in black 
enamel or galvanized finish. 


Samples of any conduit fit- 
tings will be sent upon your 
request. 


Multi Electrical Mfg. Co. 
1848 W. 14TH STREET 


CHICAGO, ILL. 
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M. B. Menne of Graybar, Memphis, is 
| Manager Chandler’s right hand man, but 


| Miss Peterson says he’s a worse “tease” 
than her big brother. 





Another class of customers will 
not argue the prices, but, when it is 
‘mentioned, they will turn their backs 
|and hunt for something more interest- 
ing such as the Ladies’ Home Journal 
or the Police Gazette. Being a good 
judge of human nature, the salesman 
will recognize the type and will be 
loath to mention prices, not desiring 
to be left alone. To handle: this sort 
of a customer, you want to conclude 
your interview before you have 
reached the most embarrassing point. 
Leave your prospect before he leaves 
|you and return to your hotel. As you 
'g0 out tell the office boy your room 
‘number. Sometime later in the day, 
the customer, being unable to with- 
stand the pressure of curiosity any 
longer will call you up and ask the 
price. There have been times when 
such merchants, upon being unable to 
catch you, the salesman, at the hotel 
have telegraphed the house to send 
the goods P. D. Q. for they know the 
price will be mentioned in the bill 
which will follow immediately upon 
receipt of the goods. 





Undoubtedly there are ways and 
means of overcoming embarrassment 
and the choking sensation in the 
throat when the price question is 
broached. A recent investigation com- 
mittee reports that there are indica- 
tions that the modern type of neck- 
wear has something to do with the 
choking on prices. They say that 
those salesmen who wear the old-fash- 
ioned collar—the Gates Ajar variety 
which flops open in the front and 








gives the Adam’s apple more freedom 
of play—have less difficulty with pric: 
chokes. The stand up—sit down col 
lars serve to bind the Adam’s appl: 
and cause it to rub on the collar but 
ton when a dollar sign comes up. Per 
haps you'll have less difficulty and re- 
lieve the strain on your throat if you’l! 
wear the old-fashioned winged collar 
or no collar at all. I have noticed 
that farmers and woodsmen who keep 
their necks open at the throat have 
little difficulty talking about prices 
and they usually say a plenty while 
they are at it. 

One very successful salesman told 
me that he always faces the north 
when he quotes a price. The United 
States Geological Survey declares 
there is nothing to it, but you can't 
fool a good salesman. This man de- 
clares that the north magnetic pole has 
the same pulling power on a dollar 
sign that it does on the needle of a 
compass, and that by facing the north, 
he gains the assistance of the mag- 
netic pole in forcing the dollar sign 
out of his throat. He never chokes 
or blushes when he mentions a price. 

All of this proves beyond a doubt 
that blushing and choking on price 
quotations is due to a contraction of 
the muscles in the throat or a pressure 
there which forces the blood to the 
face for blushing, and cuts off the 
hot air supply for choking. If you 
can’t decide which is the north, per 
haps you can overcome the difficulty 
by stamping your feet when you force 








Part of the staff of the H. Colemai 
Co, Allentown, Pa. Left to right: H 
Coleman, owner; Clayton Duser, stock 
man; and Netta Berman. 
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Waste end 
to the left 


The increased production of the 
Triangle Armored Cable Tool 
now insures immediate delivery 


swamped us to such an extent that we were forced to increase our capacity 
100%, and we are now able to promise immediate shipment. 


"Tes influx of orders upon the introduction of the Triangle Armored Cable Tool 


No contribution to the electrical industry has been talked of as much as the 
Triangle Armored Cable Tool. That this tool strips the armor without even scrap- 
ing the paraffin on the wire has been proven and acknowledged from coast to coast. 


The combination of speed plus safety far surpasses any method heretofore used 
in this most important operation in the installation of armored conductor. 


The speed of this operation and its ease in inconvenient places, makes this tool 
an indispensable aid to the wireman, leaving aside the question of bruised knuckles, 
torn jumpers and profanity, formerly part of the job where the hacksaw was used. 


OTHER TRIANGLE PRODUCTS 


Triangle Armored Cable 

Triangle Flat-Armored Cable 

Triangle Flexible-Steel-Conduit 

Triangle Flexible Non-Metallic Conduit 

Triangle “TRIEX” Non-Metallic Sheathed Cable 
Triangle Rubber Covered Wire 

Triangle Lead Encased Rubber Covered Wire 


“Making it easy for the Contractor” 


+ 


Note how the 
convolutions of 
the cable fit ex- 
actly in the jaws 
of the tool. 





Fees Comat Co. Imc., i make eer 


Factories: Brooklyn, N. Y. and Chicago, III. In Canada, Canadian Triangle Conduit Company, Ltd. 


+ 
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out the price. You'll have cold feet 
So ALLS nin | anyway, so the stamping will warm 
FX } _them up and relieve the blood pres- 

; sure at the throat at the same time. 
| In conclusion I might say that it is 

3 

Boost Your Sales ‘much easier to quote prices while the 
e * . . . 
with ABolites feet are in motion. I have seen this 
demonstrated many times when, by 


(Porcelain-Enameled Steel Reflectors) |chance, I happened to be walking di- 


‘rectly behind a salesman who evident- 
Interchange- 7 
able Holders— 
3 for AB Neck 


and 3 for 
Threaded Neck. 









is 














ly was going from one prospect to 
another. Quite often he talked to 
‘himself and evidently he was rehears- 
ing a sales talk for the next customer. 
It was surprising to note how many 
times he mentioned the price of the 
goods and didn’t choke or stammer or 
blush when he did so. 


* * * 


The Jobber of Inestimable 
Help 


Otto Paschkes; who is president of 
Henry Decker, Ltd., an advertising 
: | agency specializing in radio accounts 
a _contributes the following to THz Jos- 
Units. | BER’s SALESMAN: 
' The associations of manufacturers 
and jobbers must be strictly a give 
}and take proposition if both are to 
'benefit. The manufacturer is faced 
‘with a year round production prob- 
lem. He must anticipate the trade’s 
|requirements well in advance. _ And 
'the consumer is a long way off from 
‘him, under the manufacturer-to- 
| jobber-to-dealer marketing plan. The 
jobber is much closer to the market. 
He is calling constantly on his dealers, 
who in turn are in close touch with 


Stock at LESS Cost their customers. The jobber can be of 


HEN you sell ABolites you're sell- | inestimable help to the manufacturer 
Win FUTURE ORDERS too—be- | by giving him early estimates of his 
cause the FIVE BIG POINTS* of ABolite | requirements and by accepting his 
Construction are just as important to | shipments well in advance of the sell- 
YOUR CUSTOMERS as they are to |ing season. We find that most of our 
YOU. clients’ jobbers are willing to thus 


That’s Why ABolites 
are Quick Sellers 


*THE FIVE BIG POINTS 


Correct Design. Accurate 
Manufacture. Interchangeable 
Features. No rivets to work 
loose. Age-proof high-reflect- 
ing vitreous enamel. 





COMPLETE Deep Boul 


co-operate. 

Periodical conferences of jobbers’ 
_salesmen can be of great help. We 
find that those of our jobbers who 
pursue this policy seem to be well in 
'the lead in sales in their respective 
|territories. These conferences serve 
'to pep up the salesmen, to remind 
|them that, instead of being off by 


The NATIONAL SCREW | themselves, playing a lone, up-hill 
& MFG. COMPANY | game, they are important links in a 


(AB Products Division) 


2440 E. 75th St CLEVELAND |ing at all times to help them put over 
y ‘ their jobs. It gives them an oppor- 


tunity of exchanging selling ideas. It 
gives the jobber an opportunity to 
re-sell them on lines they are not 


/complete organization which is work- 








pushing because of lack of enthusi 
asm. It provides opportunities for 
discussions regarding the manufac- 
turer’s advertising and how they can 
tie-in on it to their advantage; to look 
over new sales promotion material re 
ceived from the manufacturer, etc. 
* * # 


“Sell "Em Something More” 


An experiment conducted recently 
by the sales manager of the Fleisch 
mann Yeast Co. is interesting. He 
gave 50 women five dollars each and 
told them to go to 50 different grocery 
stores and purchase one article—a 
loaf of bread, a package of breakfast 
food, sugar, coffee, or canned goods. 
If the clerk, having given them the 
articles asked for, failed to call some 
other article to their attention they 
were instructed to leave the store 
with their one purchase; but if the 
clerk suggested something else they 
were told to buy that also and to con 
tinue to buy as long as other goods 
were brought to their attention and 
the five dollars lasted. 

Forty-nine of these women returned 
with only one purchase each and the 
other came back with several pur 
chases but with more than three dol 
lars of the original five still in her 
purse. 

Moral: — “Sell ’Em Something 
More,” a slogan originated by Tue 
Jopper’s SALESMAN four years ago 
and just as applicable now as it was 
then. 








At the left is R. E. McCormick of the 
E. S. & E. Co., Erie, Pa., with a loud 
speaker that he has just subdued. At the 
right is F. A. Gannah, manager of this 
house. 
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Type 
No. 109 


Patents Applied For 


SWIVELITE No. 109—100-150 watts—9 inch re- 
flector. Complete with color frame and four 
assorted colors: Amber, Red, Blue, Green. 


SALESLITE No. 330—200 watts—12 inch reflector. 
Complete with color frame and colors as above. 


ae 
Sa \ a 


ee 


ADDRESS DEPT. J 


THE PERFECLITE COMPANY 


PERFECLITE BLDG. 


For SHOW WINDOW LIGHTING 
SWIVELITE REFLECTORS 





NEW AND REVOLUTIONARY 


SCREW IN LIKE LAMPS © s&s #& 
NO HOLDERS OR FITTINGS TO INSTALL 





ODERN show windows require modern lighting equip- 

ment. High rentals make it obligatory for the store 
owner to utilize the last square inch of display space. Atten- 
tion of the passer-by MUST be arrested and held. 

Just filling the windows haphazard with merchandise, no 
matter how varied or novel would not justify the store owner 
to carry this enormous expense. 

Feature displays are worked out to the last detail by artists 
trained in this work. The central feature is built up and a 
picture is presented to the window shopper—pleasing, interest- 
ing, in faultless composition. 

All this, however, would be lost without the vital factor, 
LIGHT—light, that can transmit any color or shade—light, 
that can be controlled and directed—SWIVELITE. 


NOTE: 


Saleslites are portable—for attaching to walls, ceiling 
or floor—equipped with extension cord and plug. 





Controlled Light 
COMPEL 


~P, ATTENTION 





_— 


 - — \ 


CLEVELAND, O. 
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duneeler 
DUREX 
REFLECTORS 


Now Available 
in Fifteen 
Combinations 


2 


The popular Durex 
line, embodying the 
Wheeler Screw 
Ring Construction, 
has now five types 
of canopy and 
three types of 
reflector. 


Write for New Durex 
Bulletin No. 12-B 


WHEELER REFLECTOR C0. 
275 Congress Street 
BOSTON, MASS. 























The Antenna 
There is no investment that the 
owner of a radio set can make which 
will pay higher returns in satisfac- 
tion than a good antenna (or aerial) 
system, and yet there is no part of 
the radio installation which is so gen- 


| erally neglected. Many a man pays 


from $200 to $800 for an outfit and 
is dissatisfied with the results he gets 
because he has neglected to purchase 
a 15-cent ground clamp. 


The conditions under which an- 
tennas must be installed are so di- 
verse that it is impossible to give 
exact directions. The rules are sim- 
ple, however, and there are few 
places where it is not possible, with 
a little care, to erect a satisfactory 
aerial. These are the rules which 
should be followed: Use copper 
wire, not smaller than No. 14; the 
fewer joints in the system the better ; 
and all joints must be soldered; use 
glass or porcelain insulators, includ- 
ing the lead-in insulator; do not run 
the wire along walls or partitions; 
make the distance between the set 
and the ground connection as short 
as possible; the ground connection it- 
self must be of low resistance. 

If it is possible to bring the anten- 
na from the insulator at the far end 
down to the set in a single length 
without any splices whatsoever, by 
all means do so. There is no real dis- 
tinction between antenna and lead-in, 
no reason why different kinds of 
wire should be used. If rubber cov- 
ered wire is necessary for lead-in in- 
sulation, use it, but see that the ends 
are well scraped and soldered—not 
merely stuck together with a pasted 
or rosin joint. 

In insulating the antenna the chief 
problem is in bringing the lead-in 
through the wall. The strips which 
are placed under the window sash are 
very convenient, but the insulation 
on most of them is useless when wet 
and is never really good. In spite 
of its inconvenience a porcelain tube 
which slants up from the outside into 
the house is probably the most gen- 
erally useful. A favorite method is 
to drill a quarter inch hole in the up- 
per glass pane of the window, three 
inches or more from the sash, and 
bring the antenna wire directly 
through this hole, without further in- 
sulation - 

Porcelain or glass insulators are 
recommended because they are per- 


manent. The wire should of course 


be kept from contact with the leaves 
or branches of trees, not only because 
of direct losses due to leakage, but 
because conductors or poor insula- 
tors in its neighborhood will absorb 
power from it even though there be 
no actual contact. This is the rea- 
son for the rule against running the 
lead close to walls. Where the wire 
must come down the side of a house 
use insulators on the ends of sticks 
to hold it at least six inches away 
from the building, and wherever pos- 
sible string the wires directly over 
the ground rather than over roofs or 
trees. 

The length of the ground wire 
should usually be figured from the 
set to the point where the current 
ectually enters the earth, but this is 
something that may be hard to deter- 
mine. In a frame house there is 
usually but a single pipe which runs 
from the water meter to the faucet 
which happens to be nearest the radio 
set, and as this pipe may be long and 
have many joints in it it is often better 
to run a wire parallel with it and 
ground it at the point where the pipe 
enters the earth. 

The ground is as important as the 
aerial itself, but is much harder to 
predict. There are a few districts in 
the United States, where on account 
of a soil which is almost pure sand 
(an almost perfect insulator) a real 
ground is very difficult to obtain. In 
such localities much ingenuity has 
been expended, and sometimes with 
surprising results. There are cases 
where a ground made by soldering a 
copper plate to a wire and dropping 
it down a well so that the plate was 
submerged has converted an installa- 
tion which was “dead” into one 
which broke records. 

There are others where a network 
of wires, strung back and forth under 
the floor and completely insulated, 
acts much better as a ground than the 
earth itself. There are still others 
where a fifteen foot brass rod, driven 
into the ground has _ penetrated 
through the dry sand and made con- 
nection with moist earth, with grati- 
fying results. 

In making connection to a water 
pipe, always use a ground clamp. It 
is impossible to get a good connec- 
tion by merely twisting the wire 
around the pipe, and no pipe con- 
taining water can be heated suffi- 
ciently to allow a good soldered 
joint. 
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VERY part of Durax is built for 
speed and safety —from the 
. conductors of genuine Durawire | 
_ right through the rugged protecting 
_ sheaths to the black, shiny surface, 
every part helps you do a better 
job in less time. ete 
So flexible that it takes right-angle 
‘bends without cracking, Durax never- 
_ theless has ample strength to resist the 
roughest handling. 
: Special compounds penetrate every 
‘fibre of the cover, sealing the surface _—j 
against moisture, corrosion, and other —_—_. 
- evils that are present in concealed work. — 
 - With Durax you can work direct from 
the coil, eliminate short ends, and save 
time, labor and money. ; 


Certainlyl 


by the Underwriters’ Laboratories Inc. 









































The Non-Metallic Sheathed Cab 


: of Known Quality 


It’s one of the Durabilt Products 
made by the Tubular Woven Fabric Co., Pawtucket, R. a 
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IT’S “TIME”’ 
TO SELL— 


THE ‘‘RELIANCE”’ 
AND “‘RACINE”’ 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and the 
“Racine” Automatic time switches. 
They give absolutely reliable and 
dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


4 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes sell- 
ing for $19.50 and $23.00 list. 

It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts. 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 














| 
| 


| 
| 
| 


Jobbers’ Association 


Opens Door 


(Continued from Page 9) 


trical Jobbers Association 
will find that their application will be 


received with cordiality and it is sug- 


Supply 


gested that such applications be sent 
to the headquarters of the Association 
either in Chicago or New York. 

The younger jobbers who took the 
most active part in the formation of 
the Free Lance group, besides McKew 
Parr and W. E. 


Robertson, were: 


| Robert Beller, Beller Electric Supply 


Co., Newark, N. J.; Wm. J. Kranzer, 
Crannell, Nugent & Kranzer, New 
York; W. S. James, L. A. Wooley, 
Inc., Buffalo; D. A Pease, Hartford 
Electric Supply Co., Hartford, Conn. ; 


|C. H. Albee, C. S. Mersick & Co., 
| New Haven, Conn.; F. B. Stern, In- 


terstate Electric Co., New Orleans; 


| G. H. Wahn, George H. Wahn Co., 


——- 





Boston; Karl S. Gorke, H. J. Gorke, 
Syracuse; Hoyt O. Smith, Hardware 
& Supply Co., Akron, O.; P. E. 
Moock, Moock Electric Supply Co., 
Canton, O.; T. J. Creaghead, Creag- 
head Engineering Co., Cincinnati; 
L. T. Milnor, Milnor Electric Co., 
Cincinnati; E. A. Rumsey, Rumsey 
Electric Co., Philadelphia; B. Lange- 
luttig, Lee Electric Co., Baltimore; H. 
McCullough, W. T. McCullough Elec- 
tric Co., Pittsburgh, and M. G. 
Goldback, Atlantic Electric Co., Inc., 
Norfolk, Va. 

This was to have been the occasion 
of the second annual presentation of 
the James H. McGraw Award to elec- 
trical jobbers. The medal and purse 
were withheld this year, however, be- 
cause in the opinion of the judges, no 
definite outstanding contribution to 
the advancement of the jobbing indus- 
try worthy of the McGraw medal was 
recorded during the year 1925. 

Four certificates of honorable men- 














W.. ii 
Graybar Electric Co., Jacksonville, Fla.. 
is congratulating or being congratulated 


Philips, sales manager of the 


by Herbert Metz, Graybar advertising 
manager, of New York. The overcoats in- 
dicate that they were not in Florida at the 
time—probably on the roof of some New 
York skyscraper. Why does Philips hold 
the cigar so gingerly? 





tion were, however, extended. 

Creaghead, president. 
Creaghead Engineering Co., Cincin 
nati—Work on the Electrical Com 
mittee of the National Fire Protection 


Thomas J. 


Association. 

Harry F. Thomas, president, North 
western Electric Equipment Co., St. 
Paul—Compilation of statistics of 
distribution and cost accounting. 

Warren I. Bickford, secretary and 
treasurer, Iron City Electric Co.. 
Pittsburgh—Leadership in important 
committee assignments. 

William S. Berry, manager, Gra) 
bar Electric Co., San Franciseo—En 
couragement of high ideals of service 
jobbing fra 





among the electrical 
ternity on the Pacific Coast. 
* * * 
Grant Sales Co., Moves 

The Grant Sales Co., of Minneap 
olis, Minn., representative of th 
Fibroc Insulation Co., manufacturer 
of “Fibroc-Bakelite,” has moved to 
new and larger quarters at 1004 Mar 
quette Ave. 
























An excellent example 
of the value of specia 
window advertising is il 
lustrated in the accom: 
panying photograph of « 
model “Graybar” dealer 
window display. In 4 
clever way it pictures 
good wiring, and_ the 
pleasure, convenience, ef 
ficiency and comfort of 
“Superior Wiring De 
vices” as manufactured 
by The Bryant Electri: 
Co. 
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f \, The Better Electrician Uses 
n ; 


\ BRYANT 


_ “Superior’’ Wiring Devices 










Bryant Wiring Devices are superior, be- 
cause nearly forty years of manufacturing 
experience have taught us how to make 
them that way. 


The quality of Bryant Wiring Devices, and 
the better and more dependable service 
obtainable from them will result in com- 
plete satisfaction for your trade. Electrical 
Dealers everywhere are daily becoming 
more familiar with the profitable possibili- 
ties in selling Bryant Wiring Devices. 


Electrical Contractors, Builders, Archi- 
tects, etc., are familiar with Bryant Superi- 
ority. Capitalize this growing demand. 
Stock and sell Bryant Wiring Devices. You 
are assured volume sales and continued 
profits. 





cae Ask for the Bryant Catalog 
ere. ® | Cte & A study of its pages is like a visit from our representative. 
pie g oe te q It is instructive. It describes and illustrates practically 
“ iy fr v exp . ° . 
‘ every wiring device you can sell. It shows dimensions, 


ae gives suggestions for use, and offers intelligent help in 
choosing your stock. If you are selling wiring devices 
or considering additions to your line, you need this book. 
Upon request it will be sent to you either direct or through 


4,000 Wiring Devices your jobber. 
listed in this catalog 














BRYANT—The Complete Line of Electric Wiring Devices 


THE BRYANT ELECTRIC COMPANY 


1421 STATE STREET, BRIDGEPORT, CONN. 


New York, 342 Madison Ave. Chicago, 844 West Adams St. San Francisco, 149 New Montgomery St. 


The oldest and largest plant in the world devoted ex- 
clusively to the manufacture of Electrical Wiring Devices. 






— —— re 
ry ; } ‘ ( | _ SUPERIOR 
WIRING DEVIC ES/ d 4 is ‘ == - “9 au \ WIRING DEVIC ES, 
Pe cae i 


No. 60018 





No. 122 





No. 60667 No. 2621 No. 2903 No. AA 10 Key Socket 
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Get a running start 





Get off to a good start—don’t stick 
in the tracks. There’s no need for 
that when you have DAY-BRITE 
REFLECTORS to sell. Day-Brites 
are the original users of porcelain 
enameled linings for display case 
reflectors. They’re “bears” for 
service—give an evenly diffused 
light and are easy to keep clean. 
The maintenance cost is low! 

Get this big display lighting busi- 
ness—to help you we have issued a 
new Catalogue—JS-6 covering the 
entire line. It is convenient to carry 
around—only 32 pages. Send for a 
copy today. Work this profit maker 
into your calls—you'll get big re- 
sults. 








AY-BRite 


TRADE MARK REG, 


REFLECTORS 


PAT. U. S. PAT. OFF. 


for 


STORES - BANKS - HOTELS 
THEATRES-ART GALLERIES 
and all Public Buildings 


Remember—your house carries the 
unwired single reflectors in stock— 
packed in individual cartons. Con- 
tractors should be told of this con- 
venient and quick way to obtain 
DAY-BRITE REFLECTORS. 








[TALK DAY-BRITE 


they’re worth talking about 





DAY-BRITE REFLECTOR CO. 
703 SOUTH BROADWAY 


ST. LOUIS, MO. 




















| 
(on earth. 


“What Do You Think 
About It?” 

What do you think of this state- 
ment, Mr. Salesman? Does it please 
your sensibilities, do you respond 
when this magic sentence is spoken 
to you? Stop and think—do not de- 
ceive yourself—What is your honest 
opinion of a fellow who has enough 
respect for the judgment of another 
to ask this question? 

Here is one of the most impelling 
sentences in any language, a collection 
of words, so arranged that they are in 
concord with the thought of everyone 
When this sentence is 
spoken to us—here now is the moment 
we have been looking for, a chance 
to tell the other fellow what we think, 
offered to us by the other fellow with 
waiting ear and a receptive thought, 
anxious to receive our judgment about 
something! Exactly what we want 
the other fellow to do—to listen to us. 
Every time anyone asks us this ques- 
tion, a sense of our importance takes 
possession of us—someone respects 
our judgment—-we are pleased—now 
we may tell them what we think—our 
opportunity for self expression—our 
chance to give information. 

One of the positive elements of 
friendship is that our friends mast 
ask us the question pertaining to af- 
fairs; they must, respectfully at times, 
depend on our judgment, our beliefs, 
our hobbies, our frailties, our opinions 
—else they cannot be our true friends. 

Would you please the other fellow? 
—all right—ask him this masterful, 
leading human question—‘‘What do 
you think about it? Watch him ex- 
pand. Would you be a leader of men 
—then utilize this question—apply 
this thought freely to others—watch 
them respond—and let us not forget 
that the other fellow ofttimes will tell 
us something we had better know. It 
is astonishing how many brilliant, suc- 
cessful thinkers there are who have 
become so by the earnest application 
of this rule of human procedure. 

The other fellow wants us to listen 
once in a while—why not listen—why 
not place ourselves in a position where 
we must listen? We'll find out why 
customers do not buy if we ask them 
this important, pleasant question. 

The best way you can have good 
opinions is by getting other fellows’ 
opinions. ‘ 

What do you think about it? 

C. H. Woopwarp 1x “Liserty 
Liner.” 


















Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 
for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They combine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 
to 15000 volts. 

These Points Will Make Hem- 
ingray Glass Insulator Sales 


for You. 





HEMINGRAY 


GLASS COMPANY | 
MUNCIE, INDIANA | 
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The illustration at the 


right is ta 
new, life-l 


window display. We 


will send 


your dealers upon re- 
quest from ‘ou 


or 
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ELECTRICAL TRAINS 


foes 
gine 


i /- 
Mi 


ken from our 
ike, full-color 


it to any of 


them. 


Fill-in Orders! 


Now is the time to watch your dealers’ stocks 
of American Flyer trains and accessories. The 
Christmas season is almost here. Don’t let your 
dealers run short on this popular line! Get their 
fill-in orders now, while you can handle them. 


Weare back of our jobbers with every facility 
of this 28-year-old company. Our 1926 pro- 
duction has been carefully planned to provide 
for late orders and fill-ins. 


Remind your dealers that the demand for 
American Flyer trains and accessories will be 
greater this year than ever before. The 5% mil- 
lion American Flyers already in use are in them- 
selves an unequalled advertisement. 


But we are not content with that alone. We 
are backing the American Flyer this season 
with the largest advertising campaign ever cen- 
tered on a miniature railroad line! Forty million 
readers are being reached through advertising 
in the Saturday Evening Post and other na- 
tional magazines. 








American Flyer offers your dealers the short 
route to long profits. It’s the compact railroad 
line—complete in every sense, yet “boiled down” 
to cut away the slow movers. Turnover is a 
fact, not a fancy. A fast stock turn on a reason- 
able investment — isn’t that what the dealer 
wants? He gets it in the American Flyer Line! 


Take those fill-in orders now! 
Our big four-color catalog shows you all the 


models of the profitable American Flyer Line. 
May we send it to you with our complete story? 





AMERICAN FLYER MANUFACTURING COMPANY 
2219-39 So. Halsted Street + Chicago, Illinois 


Western Sales Office 
660 Mission St. 
San Francisco, Cal. 


Eastern Sales Office 
200 Fifth Ave. 
New York 
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“American Brann” 


WEATHERPROOF Wire AND CABLES 
HAS NO EQUAL 








THAT 


THE 











SELLING THE 
“AMERICAN BRAND” 


Any jobber’s salesman who 
has ever gone out for an order 
on “American Brand” products 


usually high standing with con- 
tractors and constfmer. Conse- 
quently, the securing of orders 
is simply a matter of a little 
selling concentration. 

26 years of square dealing, and 
76 years of honesty in the manu- 
facture of “American Brand” 
products have brought about 
the recognition of these products 
by the trade. 
Send for samples. They’!l help 
you get orders. 


has found that they have an un- e 
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| “American Wonder Ghost Car” Put Some “Heart” in the Job 


A driverless, radio controlled mys- 
tery “ghost car” known as the “Amer- 
ican Wonder” automobile that does 
‘everything but “hit and run,” sass the 
| traffic cop and change tires, made 
its first appearance in the Central 
‘States at Indianapolis during the 
/week of October 18 to 24 under the 
‘auspices of the Indianapolis Radio 
| Exposition management which was di- 
recting the Second Annual Indianap- 
| olis Radio, Musical and Electrical Ex- 
| position held in the Manufac- 
turers Bldg., at the Indiana State 
Fair Grounds, October 25 to 30, under 
the auspices of the Broadcast Lis- 
teners Association of Indianapolis. 

The “American Wonder” automobile 
threads its way without a driver or 
passenger, through congested traffic, 
starts, stops, turns corners and sounds 
warning blasts from its horn just as 
the ordinary car responds to the driv- 
er’s touch. Daily demonstrations were 
given on the down-town _ streets 
during the week of its stay in Indian- 
| apolis, since the car made calls 
|about the city on various radio jobbers 
exhibitors in 





and dealers who were 
the October radio show. 
Pedestrians were astonished to 
see this empty car parked at the curb, 
‘suddenly start away under its own 
power and move off down the street re- 
sponding to the invisible ether im- 
|pulses transmitted from a radio pilot 
or control car several hundred feet 
away, on a wave-length of 109 to 120 
meters, and operated under a special 
Government Portable Mobile Radio 
Station license as ““Experimental Sta- 
tion 2XAX” able at a distance to 
start and stop the motor in the “ghost 
car,” shift its gears at all speeds, re- 
itard and advance the spark and gas 
‘controls, blow the horn, operate the 
clutch and brakes, steer the car, ring 
‘a bell and turn five separate sets of 
‘lights “on” and “off,” all by radio 
jenergy transmitted from a radio send- 
ling set in the control car either in a 
| still or moving position. 
* * & 


Peabody Enlarges Quarters 

The Peabody Electric Co., Okla- 
homa City, Okla., has enlarged its 
branch office facilities at Tulsa, Okla., 
by taking over a new warehouse com- 
‘prising 5000 square feet. G. B. 
|Fisher, formerly a salesman for the 
‘company, has been made manager of 
ithis branch. 











Did you ever make a success of a 
job that you did not like, a job that 
you couldn’t put your heart in? Of 
course you didn’t. You were licked 
before you started. You had no more 
chance than a flivver radiator at the 
North Pole. 

And right now, you are succeeding 
or failing, just in the proportion that 
you are putting your “Heart” on the 
job. 

The Good Book says: “Where the 
heart is, there will the treasure be.” 
Yep—that’s right! There is no treas 
ure where there is no “Heart.” 

Let’s stop a minute. Is your heart 
on the job? Your whole heart? If 
not, why? 

Have you analyzed the situation, or 
are you taking somebody else’s say- 
so. Don’t listen to the croakers—there 
always was and always will be a lot 
of crepe hangers whining around try 
ing to mess up the works. 

Just get away: by yourself, talk to 
that heart of yours, turn the full light 
of reason on your action, and results, 
and if you haven't yet done so, put 
your heart on, and keep it on the job. 
See how quickly you will build— 

“A Record That Has Never Been 
Equalled.”’ 
“POP” ROSEVAR. 


* * * 


Lindley Adds New Warehouse 
The Lindley Electric Supply Co.. 
Philadelphia, has added a new ware 


house to its present one. 











George P. Tobin, salesman for the Con 
tinental Electric Co., Kansas City. Georg: 
put on the overcoat to show that he ca! 
keep cool in any kind of weather. 
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‘The mark of a 


Research Service. 


The Eyes of a Nation 


From the lofty floors of the highest skyscraper to the 
black depths of the deepest coal shaft Edison MAZDA 


Lamps furnish the eyes for a nation. 


They direct hustling lines of traffic, illuminate great low- 
funneled liners and light up homes in congested cities and 
along solitary roads. 


The incandescent lamp is the most necessary merchandise 
carried by the electrical dealer and the firm that dis- 


plays the Edison MAZDA“ Lamp emblem may well be 
proud of the two oldest and most famous names in the 
lighting field. 


1 EDISON MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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MANUFACTURERS 
NEWS 








Bunnell Moves to Brooklyn 


After 48 years on Manhattan 
Island, J. H. Bunnell & Co., Ine., an- 
nounce the removal of their factory 
location to.new and larger quarters 
at Pearl and Prospect Streets, Bronk- 
lyn. Both present and new cus- 
tomers will benefit by the better serv- 
ice available through these enlarged 
manufacturing facilities. 

The main office and warehouse will 
continue to be located at 82 Park 
Place, New York. 

i, ae 


Exhibitors Supply in Merger 

The Exhibitors’ Supply Co., Chi- 
cago, has been included in a merger 
of 85 motion picture equipment deal- 
ers and supply houses which have 
formed a five million dollar corpora- 
tion to be known as the National 
Theatre Supply Co. 

H. A. R. Dutton is the president 
of the new organization. In addition 
to Mr. Dutton, the officers of the new 
company are: C. D. Struble, secre- 
tary; H. Stanley McLeod, treasurer ; 
G. A. Lincoln, vice-president; 





DeKruif, vice-president; L. 
vice-president ; 
Oldknow, vice-president; Joe Horn- 
vice-president, 
Green, vice-president. 
The new company will operate in 
the principal cities of the country. 


Hampton with National Metal 


R. H. Witherspoon, southeastern 
manager of the National Metal Mold- 
ing Co., has just announced the ap- 
pointment of W. D. Hampton to the 
North and South Carolina territory. 
He will work out of the Atlanta, Ga., 


Ferguson Opens in Kansas City 

Walter I. Ferguson & Co., Kansas 
City, Mo., manufacturers’ represen- 
tatives handling electrical and radio 
accounts, have opened an office in St. 
Louis at 512 Star Bldg., in charge of 
G. W. Underhill who was for many 
years with C. H. Wallis & Co. of St. 
Mr. Underhill states that or- 








The Standard Electric Stove Co. of. Toledo, O., recently had its district managers 
in at the Toledo office on September 20 for a sales meeting. 
around one of the Standard’s most handsome models. Top row, left to right: Charles 
A. Pierson, general manager; Cuthbert, Schwartz. 
Tiedman; Kelly; Venable; Bostater. Bottom row: 


Here they are, grouped 


Perkins; Denison; 
Bostater; Grishaber. 








ders from the St. Louis territory will 
be sent direct to the factories rep 
resented by them and the St. Louis 
office will not be handled as a brancli 


office. 
* * * 


William H. Thornley Dies 


William H. Thornley, president of 
the Tubular Woven Fabric Co., Paw 
tucket, R. I., died on October 5. The 
funeral was held on Friday, October 
8, at the Central Congregational 
Church, Providence, R. I. 

* * * 


Square D. Transfers Men 


A. A. Schueler, sales manager, 
Square D Co., Detroit, announces 
that F. J. Holzhauer, who formerly 
had headquarters at Columbus,. Ohio, 
has been made branch sales manager 
at Cincinnati, with offices at 309 Mer- 
cantile Library Bldg. 

W. D. Clark, formerly in the Cin- 
cinnati territory, has been moved 
into the Pittsburgh office, 613 Besse- 
mer Bldg. 

The Square D Milwaukee office, 
under H. R. Allen has changed its 
address, the new location being room 
913 First Wisconsin National Bank 
Bldg. 

ce © 


Acme Electric & Mfg. Co., 
Shows Increase 


Sales of the Acme Electric & 
Mfg. Co., nationally and_ interna 


tionally known . manufacturers ot 


radio battery chargers, “B’ power 


supply units, automatic contro! 
switches and allied radio products 
with headquarters at Cleveland, ©.. 


show a large increase. 

Recently, contracts were received 
from radio merchandisers for larg: 
quantities of Acme radio products. 


For the past 10 years this concer! 


has been engaged in the manufactur: 
of electrical products of repute, and 
maintains 14 district offices throug) 


out the U. S. 
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Costs More— Worth More— Profits More 
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Diehl 42 inch exhaust fans in transformer room of 
substation, Brooklyn Edison Co., Brooklyn, N. Y. 


DIEHL EXHAUST FANS 

The Brooklyn Edison Co. is using three 42 inch Diehl exhaust fans 
in their Kingshighway substation. The fans are installed in the wall 
of the transformer room, which at times, becomes excessively warm 
on account of the heat generated by the transformers. The heated air 
is conducted by these exhaust fans from the transformer room to the 
substation building proper. The result has been a substantial saving 
in the cost of heating. 

We are arranging with responsible jobbers and dealers to act 

as sales agents for Diehl Exhaust fans and motors. Write for 

terms and prices. 

DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 

ATLANTA BOSTON CHICAGO DETROIT. NEW YORK PHILADELPHIA 


DIEHL 


BULLDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 




















The Tenacious Knob 


Once it has gripped the wires a “Bull Dog’”’ split knob hangs 
on exactly like its canine namesake, persistently, doggedly, stub- 


ull Dos 


REGISTERED 


Assembled Split Knobs 


One feature in its construction helps ex- 
plain the unusual strength of this split 
knob. The projections are part of the 
smaller top section but all grooves and de- 
pressions are hollowed into the larger, 
stronger bottom part. The nail is coated 
with resin, with a real leather washer 
at its head and a metal washer near its 
point which makes ‘“‘crimping’’ unneces- 
sary. Specify “Bul! Dogs.’ You'll find 


them far superior in every way! 


EC rORC!I 
MACOMB, ILLINOIS 























The Choo-Choo Complex 
An interesting article was recently 
published in Light, by Carl W. 
Meadje, on the general subject of toy 
trains and what they mean to the 
youngster. This was written around 
the products of the American Flyer 
Mfg. Co. of Chicago and pointed out 
particularly the profuse application of 
miniature lamps, not only in the cars 
and locomotives themselves, but for 
the tiny block signals, station lights, 
etc. As the writer expresses it, 
“Whether you happen to work or play 
in the miniature world yourself, you 
must admit that Niagara Falls has 

nothing on the Choo-Choo complex 
that is, for those who care to harness 
it. Millions of youngsters yearning for 
trains—millions of trains awaiting 
them—aillions of miniature sockets 

erying for lamps.” 
x * x 


Bodfish Organizes Denver 
Company 

T. H. Bodfish has organized the 
Sales Service Co. at Denver, Colo., 
as successor to the B. K. Sweeney 
Electrical Supply Co., representing 
Harvey Hubbell, Inc., in the Colorado 
territory. Mr. Bodfish was connected 
with the B. K. Sweeney Electrical 
Supply Co. for many years. When the 
latter entered the jobbing field, he 
took over the lines Mr. Sweeney rep 
resented in the above mentioned terri 
tory. 





Two promotions recently announced by 
the All-American Radio Corp., Chicago 
are, H. L. Trimble to field sales manager 
co-ordinating the policies and activities of 
the national field selling organization ot 
the company and Earl Freese (insert) to 
advertising manager of the company. Mr 
Freeze is also editor of the Indian Guide 
the company’s monthly dealer house organ 
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Duplex 
Screwless Plate 
Outlet 





Two new Hubbell Products 


of unique beauty and distinction 


One—a Rectangular Conveni- 
ence Outlet with Screwless Plate 


of Bakelite! 


The other—a Screwless Switch 
Plate of Bakelite or Brass! 


With lines that are simple and 
clean-cut, with no plate screws 
nor visible fastenings to detract 
from their handsome appear- 
ance, these new Hubbell Pro- 
ducts indeed introduce a new 
note of character in wall out- 
lets and switches. 


The Screwless Plates are snapped 


firmly into position by the 
pressure of one’s fingers. When 
necessary they may be readily 
removed for the purpose of 
painting or papering, without 
disturbing the position of the 
outlet or switch. 


Hubbell Rectangular Outlets 
and Screwless Switch Plates 
present an exceptional oppor- . 
tunity for profitable business. 


Harvey Hubbell, Inc., Bridge- 
port, Conn., New York and 
Chicago. 


HUBBELL Screwless Plate 


SWITCHES AND CONVENIENCE OUTLETS 








— 
<LI> 


7 VTS 





2-Gang 
Screwless 


Switch Plate 
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Tham lwo fellers 


are Asa and Jim 
Botts. They Useler 
JSC I pipe and Ihings 
or old man Stringer 
oul in Hamden. Gosh 


they Was good Sales- 
vw 

men —sold ¥0.wulh 

in one day. Guess 





fu fellers could show 
Them gThun or Tro. 
Tf they had / SAFETY 
SWITCHES 1H Their 
hne They d be noting 
70 7. Darn good 
Swilch,T say, 
eae 


et had any 
picture Took yeT. 


No. 7632 
The “Utility” 
Switch § for 
meter service. 
Nothing better 


made. 


SAFETY 
SWITCHES 


TRUMBULL-VANDERPOEL ELEC. 
MFG. Co. 








Bantam, Conn. 
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The new home office of the Rome Wire Company, Rome, N. Y., has been built to 


promote efficiency, comfort and convenience. This reinforced concrete structure is 






laid out in “U” shape and full provisions have been made for enlargement, or for the 
addition of a third story. The present floor space of the building covers 55,000 sq. ft. 

In addition to roomy departmental and executive offices, large conference and lec- 
ture rooms, and a complete kitchen and dining room, have been provided. The most 
modern heating and ventilating system to give fresh air of the proper temperature 
without drafts is another desirable feature which adds to the health and comfort of 











the occupants. 


The only private automatic telephone system in central New York makes it possible 
to converse with any of the 110 different phones in the office and mill, as well as 
to have an outside connection from any of them. In addition to this telephone system, 
an electric call system makes it possible to locate individuals in any part of the mill 


or office. 


The new office is connected with the mill by a fireproof passageway. 
(1) Sales department. (2) Production, cost and accounting departments. (3) 
Front of the building. (4) Office of H. 'T. Dyett, president. (5) A section, only, 


of the telephone switchboard room. 





Eskimo Model 20 Has 9-in. 
Blades 


An error occurred in the October 
issue of THe Jopper’s SALESMAN in 
the advertisement of the United 
Electrical Mfg. Co., of Adrian, Mich. 
The “Eskimo” Model 20 fan has 9-in. 
blades instead of 8-in. as stated in 
the advertisement. 

* * * 


Wirt Announces Changes 


The Wirt Co., Philadelphia has re- 
cently made some changes in its sales 
organization. 

J. E. Bradberry is now handling 
the New England and New York 
State territory, exclusive of Metro- 
politan New York. 

R. L. Gilmour is handling Phila- 
delphia and the Atlantic Coast ter- 
ritory. 


A. C. Newman is handling Pitts- 
burgh and southwestern territory. 

H. W. Punke is handling Chicago 
and middle west territory. 


* * * 


Schluederberg to Manage 
George Cutter Company 


Carl G. Schluederberg has been ap- 
pointed general manager of the George 
Cutter Co., South Bend, Ind., accord- 
ing to announcement made by F. A. 
Merrick, vice-president and general 
manager of the Westinghouse Elec. 
& Mfg. Co. The George Cutter Com- 
pany is a subsidiary of the Westing- 
house company in which street indus- 
trial and commercial lighting equip- 
ment and battery chargers are manu- 
factured. The appointment is effec- 
tive immediately. 
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STRIP HEATERS 


for heating solids; metals, 
compounds, etc. Over 80 stand- 
ard lengths and ratings. Quick 
shipments from stock! 





RING UNITS 


for clamping to bottom of 
small tanks, boilers, vats and 
kettles. Sizes 3’ to 11” diameter. 





IMMERSION HEATERS 
for heating fluids; water, oils, 
solutions, etc. Most economical 
method for heating tanks, etc., 


ELECTRIC HEATERS 


CHRO \ae),4 for heating hard-to-heat places. 45 


sizes and ratings. Three types: Hori- 





where direct heat energy is desir- zontal, Vertical and Portable. 1000, 1500, 2000 and 3000 watts. 
able. Over 30 catalogued sizes. 110, 220, 250 volts. Completely assembled. Always ready. Built to 
Easily installed! last. No fire hazard.Write for Bulletin C-108—just use the coupon! 


The Railway Utility Company of Chicago is sole distributor of Chromalox Strip Heaters for use in heating railroad and street cars in the 
United States and Canada. Sole Canadian Licensees: The Canadian Chromalox Co., Ltd., 251 Queen St., East, Toronto, Ontario, Canada 


CHROMALOX tnrrs 


MANUFACTURED EXCLUSIVELY BY 


EDWIN L. WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 
































P ~ 
This advertisement appears in the November issues of 


INDUSTRIAL ENGINEER, IRON & STEEL ENGINEER, 
and the November 15th issues of 
JOURNAL OF ELECTRICITY and THE FOUNDRY 














Ask your Sales Manager 
for copies of the new bulletin C-108 showing the line-up of 
See et Chromalox Electric Heaters and start selling now. Quick 
shipments from stock! 
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“CASH-IN” 


ON THE 


OSHKOSH 


REPUTATION 


Oshkosh transmission line 
tools have been in constant use 
for more than a half century. 
Their quality and serviceability 
have gained for them a great 
reputation among utility and 
construction companies and 
other users of pole line con- 
struction tools. 


In the manufacture of Osh- 
kosh Tools, extreme care is em- 
ployed in the selection of mate- 
rials. Only those of the finest 
quality are used and each tool 
is made of the particular kind 
of material best suited for its 
purpose. Ceaseless experi- 
menting, and the employment 
of the most skilled labor keep 
the Oshkosh standard always 
at the top. Users of our tools 
will vouch for this fact. 


f SHOVELS 

The straight handle 
shovel is_ absolutely 
straight from the top of 
the handle to the tip of 
the blade and has a 22” 
strap as standard. The 
handles for Oshkosh 
shovels are made of 
selected Northern Ohio 
White Ash or Wiscon- 


sin Rock Maple. The 
blades are made of .70 to 
80 carbon steel, and are 
iF securely fastened to the 
handle. 
SPOONS 


Oshkosh Spoons are 
made in two patterns— 
the Eastern and the 
Western. The handles 
are either of selected 
Northern Ohio White Ash 
»r Wisconsin Rock Maple. 
The blades are of .70 to 
.80 carbon steel and have 
22” straps as standard. 











Jobbers’ salesmen can ‘‘cash- 
in’’ on the Oshkosh reputation. 
Your fellow salesmen are doing 
it. We will gladly furnish you 
with personal sales helps if you 
will write us. 


LEACH COMPANY | 


OSHKOSH, WISCONSIN 


OSHKOSH 


POLE 
CONSTRUCTION TOOLS 


























“Jack” Bowen is now representing the 
Columbia Metal Box Co., through the 
south. This picture was taken just after 
his appointment to the job—which goes 
to prove only what a cinch the manufac- 
turer’s representatives have after all. 
Note the leisurely collar and pants. Many 
friends of “Jack’s” will be interested in 
knowing of his new connection. He has 
been located in the Baltimore jobbing 
field for nearly 80 years and except for a 
few years of late has always been in the 
jobbing business. 





New Rechargeable Dry Battery 
Announced 

What is said to be a_ successful 
solution of the problem so often at- 
tempted in the past, of producing a 
rechargeable dry battery, is an- 
nounced by the Dry Storage Battery 
Corp., 213 S. Broad St., Philadelphia. 
The new battery is called the “Tab,” 
for radio work, and is made in the 
45-volt, upright type only. It is the 
result of long research on the part of 
Dr. Henry Csanyi, late of the Univ- 
sity of Charlottenburg. 

What the company has aimed at is 
long original operating and shelf life 
coupled with the capability of being 
fully recharged, from alternating or 
direct current sources by means of 
standard battery charging equipment, 
from six to eight times. It announces 
that have been 
met and that at least 18 months to 


these requirements 


| two years service can be had from 


the “Tab” 


set. 


with the average radio 










Westinghouse Union Battery 
: Promotions 

A. L. Humphrey, chairman of the 
board, Westinghouse Union Battery 
Co. has announced the following 
changes in the sales, engineering and 
executive organization. 

C. H. Smith, vice-president and 
general manager has been made presi. 
dent and general manager. 

D. W. Souser has been appointed 
assistant to the president. 

J. K. Ross Duggan, manager of 
export, promoted to vice-president of 
sales. 

J. L. Rupp, sales manager, pro 
moted to vice-president of engineering. 

G. B. Cushing, assistant sales man 
ager, promoted to sales manager. 


* * 


Hub Electric Makes Appoint- 
ment 
Hub Electric Co., Chicago, an 
nounces the appointment of J. H. 
Rohs, formerly with the Mutual Elec 
tric & Machine Co., Detroit, as eastern 
representative of the company with 
offices in New York City. The estab 
lishing of the eastern office was neces- 
sitated by the constantly increasing 
demand for the Hub products. Among 
the latest contracts secured by them in 
the east is the complete lighting and 
control equipment for the mammotii 
Roxy theatre on which they will fur 
nish one of the largest stage switch 
boards yet constructed. 


* * * 


Haynes on Buffalo Forge 
Advertising 
The Buffalo Forge Co., Buffalo, N. 


Y., announces the appointment of 
Leon E. Haynes as assistant advertis 
ing manager. Mr. Haynes has had 
extensive industrial and merchandis 
ing experience in addition to agency 
copy and contact work. 










Dr. Henry Csanyi, Inventor 
of the “Tab” om" 
Battery 
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The above view shows the tight inter- 





COUPLINGS THAT DO 


A REAL JOB 


‘‘Universal’’ couplings are going over big with electrical engineers 
and contractors, and it is only natural that jobbers who handle them 
and their salesmen who push them find their sales increasing in leaps 
and bounds. 


we DAWN, yan’ 
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THE NEW METHOD 


Your customers are always open for items that will save them 
money and reduce the installation time. ‘‘Universal’’ couplings 
eliminate the extra threading of pipe ends, necessary for ordinary 
couplings, and the alignment of conduit is not necessary. 
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THE OLD METHOD 
““Universal’’ couplings are made of malleable iron. The threaded 
parts as well as the outside surface are protected, being galvanized 
by the Sherardizing Process. 
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locking that makes an absolute water- ““Universal”’ couplings have only three 
tight connection and insures continuity parts. Left hand threads keep the 
of ground. Thin cement cannot run couplings from unscrewing. The lugs 
inside the conduit. on the collars are for the wrench grip. 


If you are not handling the Steel City Line of Wiring Devices, 
it will pay you to get acquainted. Our complete catalog will be 


sent you upon receipt of your request. 








PITTSBURGH, PA. 
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New Electrical Products, Illustrated 



































The Benjamin Elec- 
tric Mfg. Co., 120 S. 
Sangamon St., Chi- 
cago, is manufacturing 
a complete line of 
“Crysteel” electric 
ranges. The models in- 
clude the “Console 
Grand” shown on the 
left as well as 12 other 
types. The ranges are 
of porcelain enamel, 
wired for 110-220 
volts, three-wire, A.C. 
or D.C. service. Cata- 
log No. 802, describing 
the line, is now avail- 
able. 























The Wheeler Reflector Co., 275 Con- 
gress St., Boston, Mass., is introduc- 
ing a new line of “Durex” reflectors 
for industrial and railroad lighting. 
A short canopy affords easy wiring of 
the socket. The reflector is held 
tightly in position by the copper screw 
ring in the canopy, but is easily re- 
moved for cleaning. 











Sho-Lite, Inc., 141 Merrimac St., 
Boston, Mass., is manufacturing the 
combination switch and pilot light 
illustrated above. An aluminum 
guard protects the lamp and reflects 
the light from the bulb. The entire 
unit is assembled in one piece which 
is mounted on a .040 solid brass plate. 

















The “Radia” cartridge type electric 
wall heater is manufactured by the 
F. W. Shepler Stove Co., 1812 Shef- 
field St., Pittsburgh. It is made of 
highly nickel plated cast iron with 
polished copper reflector and is equip- 
ped with the “Globar” non-metallic 
cartridge unit heating element. 






The clamps on the new “Gem” XC 
sectional switch boxes of the Chicago 
Fuse Mfg. Co., Chicago., not only 
secure the sheathed and metallic cable 
or loom, but at the same time close 
up any knockout hole space not filled 
up by the incoming cable or loom. 
This new clamp has an extension so 
that as the screw is turned down this 
extension covers the openings, if any, 
depending upon the size of the cable 
used. The “Gem” sectional boxes 
equipped with this new No. 7 clamp 
are the XC, the “Locktite’” XCT, and 
the bracket box XCB. The illustra- 
tion shows the XC box. 











Two of the new products of the M. 
Propp Co., 524 Broadway, New York, 
are the No. 66 feed through switch 
shown on the left and the No. 68 
pendant switch shown on the right. 














‘Two new products of Harvey Hubbel, Inc., Bridgeport, Conn., is the rectangu- 
lar outlet with Bakelite screwless plate shown on the left and the screwless switch 
plate shown on the right. These plates are snapped firmly into position by the 
pressure of one’s fingers—no tools are required. They may be as readily removed 
for the purpose of painting or papering without disturbing the position of the 
switch. 
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afety always ~ 
i J the a 


The Peirce LINEMAN’S SAFETY PLATFORM is a devel- 
opment for efficiency and safety in line construction and operation. 
With the LINEMAN’S SAFETY PLATFORM a lineman 
‘an always place himself in the proper position to do his work—to 
do it in the least possible time and with the greatest safety to 


himself. 


Pat. Apr. r ° P i 
28, 1925 The many uses that this appliance can be put to, and its 


ready adaptability to almost any position, makes it a 
most valuable adjunct to construction and maintenance 
gang equipment. 




















Peirce Linemen’s Safety . 


Platform 


In combination or 
joint pole _ con- 


SAFE I Y struction, exten 
sive “‘spurring”’ of 


High grade test- the poles is prac- 
ed steel chain. tically eliminated. 






points 














Metal frame is 
forged to shape 
and properly tem- 
pered. 


The steel spears 
for’ pole contact 
eliminate side 
movement 
of platform. 








Platform is made 
from a specially 
cured aeroplane 
spruce, 





Platform is treat- 
ed with special 
insulating mate- 
rial. 




















Each platform is 
given a _ 600 
pound mechan- 
ical test. 


The safety features of 
this platform appeal 


With Safety Platform 
to the Lineman, 


jobs considered prac 
tically impossible can 
be accomplished. 


eo 6 8S 8 ® 





























HUBBARD, 


(Hub Dald ascomany 








PITTS BURGH ” OAKLAND, CAL. CHICAGO 
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New Electrical Products, Illustrated 











The Ilg Electric Ventilating Co., 
Chicago, now announces a new type 
of unit heater, one that heats elec- 
trically. The operation of the new 
heater is practically the same as the 
old, the electric heating element re- 
placing the steam or hot water coils. 
The air is drawn over the heating ele- 
ment at very low velocity and dis- 
charged at high velocity, thus insuring 
minimum power consumption while 
providing maximum heating capacity. 
The new type heater also features the 
patented adjustable deflector, which 
controls the placement of the heat 
waves at their source. 





Harvey Hubbell, Inc., Bridgeport, 
Conn., announces a new _ two-wire 
“Cord-Grip” locking connector, rated 
10 amp., 250 volts. Plug the cap into 
this connector, turn, and the two are 
securely locked together. A twist of 
the wrist, and they are unlocked. The 
locking feature of this Hubbell 
“Cord-Grip” connector provides an 
extra and very effective safeguard 
against accidental disconnection. 


One of the new products of the Edi- 
son Electric Appliance Co., Inc., 5600 
W. Taylor St., Chicago, is the “Ro- 
man” urn shown above. This urn 
combines utility and design with a low 
price. It has all the features of the 


company’s higher-priced percolators, 
and is equipped with the “Calrod” 
heating unit and “Hotpoint’ fuse. 

Another product is the waffle iron 
and tray, made of nickel plated steel 
body and high grade aluminum grids 
with an expansion hinge. 











A new semi-indirect unit specifical- 
ly designed for the lighting of busi- 
ness offices is announced by The F. 
W. Wakefield Brass Co., Vermilion 
O. As shown in the illustration, the 
unit consists of a shallow ceiling 
plate, a column-like supporting stem, 
and a holder which carries enclosing 
glassware of carefully calculated con- 
tour and finish. 








Wireouct 


The Wiremold Co., Hartford, Conn., 
is announcing to the trade its “Slick 
Finish” loom. It is designed to elimi- 
nate the mica dust floating over the 
premises when used for rewiring and 
extension jobs in residences. 











One of the latest products of the 
Frank E. Wolcott Mfg. Co., 3827 
Trumbull St., Hartford, Conn., is the 
No. 626 table stove illustrated above. 





THER aga, 
rhea NG BLuc 


A flashing plug has just been an- 
nounced by James H. Betts, 1891 
Sedgwick Av., New York. The “Jim- 
betts” plug is guaranteed by the 
maker for five days. The flashing 
unit is concealed by a brass shell so 
that nothing can get out of order. 





Three new percolators, a new elec- 
trict hot plate, and a table stove have 
been added to the domestic appliance 
line of the Westinghouse Electric & 
Mfg. Co. ‘Two of the new percolator 


sets, a 9 cup pot type and a 9 cup 
urn type, will be known as_ the 
“Empire” design, and are finished 
with a new process which gives them 
a platinum silver appearance. This 
finish is called “Silnick.” The new 
hot plate has been produced pri- 
marily for the export trade, although 


it is expected to have a wide sale in 
this country. It is 51% inches in 
diameter and uses an open coil unit 
arranged for single heat and rated 
at 550 watts. 
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The products listed below bear he 


IVANHOE 


name and label, which means that 
themethodusedinmarketingthem 
is governed by the well-known 
Ivanhoe policy—distribution 
through appointed distributors, 
satisfactory profits to dealers, care- 
fully planned re-selling helps, and 


genuine value for the consumer. 
nye 
_ For Industrial Lighting — 


(] RLM Standard Dome Reflectors 

(_] Porcelain-Enameled Bowl Reflectors 

(_] Porcelain-Enameled Angle Reflec- 
tors 

(_] Porcelain-Enameled Poster Board 
Reflectors 

(_] Holders for B-Heel Reflectors 

{_}] Glassteel Diffusers 

(_] Vapor-Proof Units 

(_] Weather-Proof Units 

(_) Industrial Flood Lighting Units 

(J Industrial Spotlights 

(_) Trutint Units 

(_] Special Service Reflectors 

(_] Miscellaneous Reflectors and Fit- 
tings 

For Commercial Lighting — 


(_] The Trojan, fixture and glass 

(_] The No. 5243, fixture and glass 
|_] The Ace, fixture and glass 

(_] The Keldon, fixture and glass 

(_) The Tuscan, fixture and glass 

(_] Ivanhoe Celestialite, fixture and 


glass 

O Senthesd Fixtures for Commercial 
Lighting 

‘2 DEPENDO Safety Fixtures for 
Commercial Lighting 

(_] Gooseneck Portables 

{_} Glass Reflectors and Shades 

(_) Aluminum Window Reflectors 

(_] Trutint Units 

_}) Color Equipment 

For Residential Lighting — 

(_) Espantine Lighting Fixtures 

{_] Rozelle Decorative Glassware 

(_] The Daylight Kitchen Unit 

(_] The Ivadine (Dining Room) 

(_] The Dyner (Dining Room) 

_} Enclosing Globes (Bed Room) 

(_] Etched Glassware 

{_] Cut Glassware 


(_] Miscellaneous Lighting Glassware 
) Boudoir Lamps 














“Now, We Have a 
Jobber Policy” 


| ten so often you see, over the signature of a manufac- 
turer of electrical merchandise, an announcement that has 
the same caption as does this advertisement—but without the 
quotation marks. 


Many developments lead up to the announcement. Usually 
the manufacturer has been selling on a day-by-day policy, at any 
price that would get the order, with no regard for trade classifi- 
cation, or future relations. When buyers were no longer inter- 
ested, the salesmen moved on to newer and greener pastures. 
Sooner or later there came the inevitable crash. Then a hasty 
conference—a study of competitors’ methods—a sudden decision 
—and the announcement, “Now, we have a jobber policy”. 


Were they not pathetic, these regular announcements would 
be humorous. Ivanhoe knows, and every Ivanhoe Distributor 
knows, that a jobber policy is not the result of an afternoon 
conference; that this very definite but intangible something, 
called jobber policy, is the result of months and years of study, 
of knowledge, of service. In the case of Ivanhoe, twenty-two 
years have been spent in building and keeping inviolate the 
policy that is Ivanhoe. — 


Ivanhoe Division of The Miller Company 
Cleveland, Ohio 


IVANHOE 


Many jobber’s salesmen sell sil 
of these items all of the time, at 
—— to themselves and the 
ouse for which they travel. 
How many do YOU sell? 





Merchandise of Merit + Definite Sales Policies = Profit for All Who Serve 
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The Aristocrat Vernier Port Dial 
is the finest looking, finest tuning 
dial in radio. Vernier ratio 14 
to 1. Finished in Black, Ma- 
hogany and Walnut. Kurz-Kasch 
Split Bushing fits all shafts. $2. 





The Aristocrat E-Z-Toon Ver- 
nier Pointer broke all sales rec- 
ords last season. Made in two 
pieces, ratio 50 to 1. Finished 
tn Black, Walnut and Mahogany. 
Attached with Split Bushing. $1. 


For Quick Turnover, 
Satisfied Customers 


and BIG PROFIT! 


Be sure to recommend Aristocrat Dials and 
Knobs to your dealers. There’s a size and 
style to meet every need—designed to fit 
every shaft. No other plastic products have 
the tremendous national advertising force 
behind them. No others have their outstand- 
ing advantages. No others have their ready 
consumer acceptance. No other plastic 
products enjoy the widespread recognition 
of the leading radio engineers. 

Kurz-Kasch Plastic Products are made of finest 
Bakelite. They are moulded with precise crafts- 
manship by skilled workmen. That’s why they 
are the leaders in their field. That’s why more 


than 200 reputable manufacturers use and enthusi- 
astically endorse them. 


You can’t lose money backing a winner. And 
Kurz-Kasch Plastic Products are winners. 


THE KURZ-KASCH CO., Dayton, Ohio 
Moulders of Plastics 


KURZ @ KASCH 


cAnstocrat Dials and Knobs 





“Needed in Every Kitchen 


The New Eskimo Kitchen Mechanic 









Beats eggs, whips cream, stirs light batters and dressings and mixes 
drinks. Economical to run, quiet in operation. Retails at $7. 


JOBBERS: Get our attractive proposition on this sure-fire item. 


UNITED ELECTRICAL MIFG.,Co. 
Adrian Mich igan 











In the September issue of THe Josper’s 
SALESMAN announcement was made to the 
effect that H. L. Lemmert is now sales 
manager of the Display Stage Lighting 
Co., 384-840 West 44th St., New York City. 
Well, here is Harry himself, who says he’s 
getting along wonderfully with his new 
“jobber” line of show window lighting 
equipment, consisting of “Baby Hercules” 
adjustable combination spot and_ flood 
lighting units, color gelatines and motor 
operated dimmers. Harry announces to 
the jobbing trade at large that he is now 
represented’ in St. Louis, Philadelphia, 
Atlanta and Birmingham, but is still open 
to overtures from manufacturers’ agents 
in some other sections of the country, 
notably the west coast, Chicago, Detroit, 
Cleveland, Minneapolis and New England. 





Eschner Gets Dongan Line in 
Chicago 

Of interest to the trade and to the 

many set manufacturers grouped in 

the Chicago district is the appoint- 

ment of the Eschner Co., Chicago, as 

exclusive factory representatives of 


| the Dongan Electric Mfg. Co., De- 
| troit, manufacturers of bell ringing 


transformers audio transformers, “B”’ 
eliminator transformers, and_ radio 


| voltmeters. In addition to these lines 
| Dongan bears the distinction of build- 





ing transformers for more different 
makes of Oil Burners than any other 
manufacturer. 


=. #& 


New Representatives for 
Bosworth 
L. A. Chambers, 522 S. Clinton St.. 
Chicago, has been appointed repre- 
sentative in the Chicago district by the 
Bosworth Electric Mfg. Co., of Cin- 
cinnati. A. Hedeman, 80 Federal St.. 
Boston, has been made their New 
England representative. 
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INTERCHANGEABLE 
PORCELAIN- FITTINGS 


a 


WILL COMBINE TO MAKE A WIDE VARIETY 
OF CEILING UNITS AND WALL BRACKETS 


ete sme ° ees e Re ee ee eee Te 
2 es 2 C E me ys BS cenit 


Strength and permanency are insured by the two-screw 
fastening and the one-piece shade holder bodies. 
The wall bracket and ceiling bases come either with 
- or without attachment plug outlets, and are adapt- 
_ able to all typés of outlet boxes. 
Attractive in appearance. Made of quality porcelain. 
_ Moderately priced. 


THE ARROW ELECTRIC COMPANY _ 
HARTFORD, CONNECTICUT 


The complete line of Wiring Devices 
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New 24-Inch Emerson Exhaust Fan. 


50 Church St., 
New York City. 


The Emerson Company 





Announcing New Types of 
Emerson Exhaust Fans 


This new line of Emerson 
direct-connected exhaust fans 
with capacities of approxi- 
mately 1000 to 6600 cubic feet 
of free air per minute, includes 
sizes 12 to 30-inches for alter- 
nating current and direct cur- 
rent. 


All sizes propelled by mo- 
tors of this company’s manu- 
facture—makers of motors 2 
hp. and smaller for 35 years. 
All sizes have. wool-packed 
bearings to operate for a nor- 
mal year's service without re- 
newing lubricant. 


Complete data and details on this new line are given in Bulle- 
tin No. 3515; copy sent on request. 


The Emerson Electric Mfg. Co. 
2018 Washington Ave., St. Louis, Mo. 


608 S. Dearborn St. 
Chicago, IIl. 


Sells No Apparatus at Retail. 














Do You 
Carry a 
Complete 
Stock of 


Panel 
Boards? 


If you did you 

would have to put 

up a new ware- BUT— 
house. 





Complete Stock of “Circle T” Panel 
Boxes 











(Box installed—Panel and Trim waiting) 


A stock of 15 “‘Circle T’’ Unit Panel- 
board Boxes allows you to make the 
same delivery as if you stocked 1000 
complete Panelboards. 


You deliver from stock the box 
which is needed first—and we ship the 
panel and trim to arrive by the time 
they are required. 


Trims now finished in gray lacquer. 


The Trumbull 
Electric Mfg. Co. 


Plainville, Conn. 


New York Philadelphia 
Boston San Francisco 
Chicago Jacksonville, Fla. 
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E. N. Hurley, Jr., New Presi- 
dent of Walbert Mfg. Co. 
E. N. Hurley, Jr., well-known in 

the electrical trades through his pre- 
vious long connection with the “Thor” 
Washing Machine Co. and as an br- 
ganizer and executive of young indus- 
tries, has recently been elected to the 
presidency of the Walbert Mfg. Co., 
maker of “Isofarad” radio sets, the 
“‘Pentrola,” and other recent radio de- 
velopments. About six months ago, 
Mr. Hurley became interested in this 
company and has since been engaged 
in extending channels of distribution, 
securing a new plant, and in reorgan- 
ization of the various departments of 
the company. 

Mr. Hurley, still in his thirties, may 
be counted on as a potent force in the 
radio field because of his wide expe- 
rience in both sales and production for 
nationally known manufacturers. He 
has already made arrangements for 
the Walbert of Canada and Walbert 
of Australia. The company is being 
represented by a full line of “Iso- 
farad” sets at the New York and Chi- 
cago shows. 

Discussing the Walbert line, Mr. 
Hurley said: “Our small cabinets are 
designed to look like radio sets—noth- 
ing else—as simple and unobstrusive 
as we can make them. We have gone 
to the other extreme in the de luxe 
models, designing a drawing - room 
cabinet or chest that will be a per- 
manent addition to a man’s home. 

“To meet varying requirements we 
will have two-, three-, and four-control 
sets. The two-control will probably 
be our most popular model. 














The Central Tube Co., of Pittsburgh, 
always extends itself at the Electragists’ 
convention to make an unusual exhibit. 
This picture shows its exhibit at the 
recent Cedar Point convention where it 
drew forth many comments of approval. 
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land Qu ality 


HE jobber’s salesman recognizes 
the importance of selling a prod- 
uct that has a reputation behind it. 


When Inland Glass goes into a job, the 
salesman knows that job helps him to 
sell another. The Inland Glass Com- 
pany recognizing this fact, has resorted 
to every known aid of science and in- 
vention in the production of illuminat- 
ing glassware that is not only beautiful, 


4001-D-46 ne 
but renders the maximum of efficiency. 


New! 


Decoration “D46” is one of the new 
creations of Inland’s decorating de- 
partment, rich in tone and fascinat- 
ing with its parchment background 
and decoration of brown, tan and a 
touch of red. This attractive deco- 
ration is equally applicable to other 
units than those illustrated. 


Inland Glass Company 
6101 W. 65th Street 
Chicago 


i 
imal 
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M/ 1" 
RHODE ISLAND 
RED 


ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK ano COTTON 
‘CORDS 


RADIO WIRES 

















\ PROVIDENCE.R./. li 








A GOOD 





Provipence InsucateoWire(o | 





BUY 


A majority of the job- 


bers’ salesmen of this 


country consider THE 


JOBBER’s SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and recommend 


THE JOBBER’Ss SALESMAN 


to your friends. 

















The Jobbers’ Salesman vs. “B” {jf 


Battery Eliminators 

“The popularity of ‘B’ battery 
eliminators is creating a very impor- 
tant position for the jobber’s salesmen 
about which we feel that he should be 
fully informed, in that it has a great 
bearing on his future progress, as well 
as the success of the organization 
which he represents,” states Leslie F. 
Muter, president of the Leslie F. 
Muter Co., Chicago. 

“ *B’ battery eliminators are almost 
an accepted part of the present day 
radio equipment, consequently, the de- 
mand for these units is exceeding the 
supply which naturally attracts a 
great number of manufacturers who 
are hastening into what we believe to 


be a delicate situation. Prices on the 


standard units which have received 





This power winding machine used in the 
manufacture of filter condensers is com- 
pletely enclosed to keep any foreign par- 
ticles away from the paper and foil during 
the winding operation. Dust or foreign 
elements have a serious effect on the qual- 
ity of a condenser. 


the careful consideration and full 
engineering experience of the organi- 
zation which they represent are usual- 
ly quoted considerably above the price 
of the many competitive units which 
are reaching the market at prices, 
which to the experienced seem im- 
possible. In the jobber’s salesman 
position, of recommending and _ suc- 
cessfully selling eliminators to his 
dealers who are the backbone of his 
position, it is highly important that 
he be fully acquainted with the con- 
struction of the units he is offering 
in order that he in turn may protect 
the good will and future business of 
his dealers. 




















This photograph shows an operator plac- 
ing the condensers in the vacuum dryer 
and also gives a elear view of the surface 
condenser and steam boiler behind which 
is located the direct driven vacuum pump. 
The operation here shown is to eliminate 
absolutely any trace of moisture in the 
condenser. 

“One of the most important parts 
of the ‘B’ battery eliminator is the 
filter condenser block, which to a 
great extent determines the life and 
efficiency of the eliminator. Economy 
on the part of manufacturers in this 
section of their eliminator represents 
g chance we are confident the sales- 
man would not wish to _ prevail 
amongst his friends in the trade. In 
hopes of explainirtg fully to him the 
importance of this section of the 
eliminator, we have prepared a 
article covering the detailed manuv- 
facture of paper condensers, which we 
believe will prove instructive and of 
great value in his sales of these units. 
After he has carefully studied it, we 
believe that his conclusions will coin- 
cide with the above statements and 
that in being thoroughly familiar with 


The condensers are next pressed in 4 
hydraulic press to a pressure of 2,000 
pounds per square inch to insure uniform 
capacity, after which they are placed in 
the impregnating tank shown above and 
baked to remove any trace of moisture 
which may have accumulated during the 
pressing. operation. A vacuum pump is 
then used and paraffin drawn over from 
the tank shown on the left to cover fully, 
the condensers. 
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NOT a slow seller in the group. 

Just two years on the market, Wagner fans 
have already made a national reputation. 
Starting from scratch with no old dies, fix- 
tures and traditions to hinder, Wagner,Qual- 
ity built a fan on scientific principles. The 
pitch of the blades is different. They slice the 
air instead of batting it noisily like the ordi- 
nary fan. They deliver a long, strong beam of 
air that can be directed wherever needed. 

Displayed on your counter, your customers 
will be amazed to see a fan deliver so much 
air so noiselessly. This is because of perfect 
motor balance and reduced magnetic hum. 

Fine appearance, sturdy construction, last- 
ingly trouble-free, Wagner fans are Wagner, 
Quality, throughout. They sell and stay sold. 

A wide range of size and type to satisfy 
every class of customer. And remember, nota 
slow seller in the group. 

Backed by a full guarantee and 25 Wagner 
service stations to maintain it, Wagner fans 
will bring sales to you this season. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue Saint Louis, Mo. 








LIST PRICES 


g-inch, high-speed non 
oscillating $10.00 A.C. only 
10-inch, high-speed 

oscillating 

(3-speed $16.50 A 
12-inch, high-speed non- 
oscillating $23.00 A.C. or DC 
12-inch, high-speed 

oscillating $30.00 A.C. or DC 


12-inch, low-speed 
oscillating $30.00A.C.or D.C, 
16-inch, low-speed 
oscillating $35.00 A.C. or D 
16-inch, high-speed 
oscillating $35.00A.C. or D( 
6-inch ceiling 

fan $52.00 A.C. or DC 

Ventilating Fans 

12-inch $27.00 A.C. or D 
16-inch $31.00 A.C. or D 


Above prices cover fans 

for 110-volts 60 cycles, or 

110-voltdirect current only 
as noted 
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Wagner Fans 


Draw Sales to You! 
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MEETS THE DEMAND 
FOR A BETTER 


WALL BRACKET 








The new “Quad” Wall Bracket, 
with several exclusive features, 
has made a big hit with contrac- 
tors. “Quad” has again met a 
demand for a “better” product by 
a simplified one-piece holder with 
an improved supporting strap 
adaptable to any type of wiring 
installation. 

This Porcelain Enameled holder 
is 5% in. in diameter, so that it 
will cover either 3 or 4 inch plates 
or boxes, and also be suitable for 
the old “Knob and Tube” type of 
wiring. 

An optional feature is the con- 
venience outlet which has slots to 
take both polarized and standard 
attachment caps. The revolving 
shade, which turns with a touch of 
the hand and throws the light 
where it is needed, is still another 
feature. The shade is of high 
grade domestic glassware. 


This wall bracket is ideally suited to 
private homes, hotels, washrooms and 
corridors of public buildings, hospitals 
and clubs—anywhere a sanitary bracket 
fixture is needed. Packed complete with 
glassware in individual carton. Holders 
without glassware are packed one dozen 
to a carton. 

There’s a list of selling points that any 
jobber’s salesman can go out and get 
orders with! Jobbers pushing this bracket 
have been making heavy sales and large 
profits. It’s a real seller! Get full sell- 
ing information. 


eG = 
fetes me The “Quad” Wall 


Bracket Holder, 
when equipped with 
howl shade, serves 
as a ceiling unit 
suitable for small 
rooms or corridors. 
Can be had in key- 
less and pull socket 
types. 


QUADRANGLE MFG. CO. 
553 W. Monroe St., - CHICAGO 



































The last operation is the testing of the condensers. 






















A flash test eliminates all 


condensers which will not stand the voltage for which they are intended. The 
insulation resistance is then checked, and the third test is for capacity which must 
be within ten per cent plus or minus'of its rated capacity. 


the construction of paper condensers 
he can be of great service to his 
dealers in helping them to select the 
proper unit. 

“While he may personally consider 
that his position in the field is as a 
representative of the jobbing organi- 
zation, we have always believed that 
the jobber’s salesman worked for the 
dealers and that his remuneration was 
directly in proportion to his value in 
both a technical and merchandising 
sense to the dealers he represented.” 


A copy of the article which Mr. 
Muter mentions may be secured by 
writing direct to the Leslie F. Muter 
Co., 76th and Greenwood Ave., Chi- 
cago. 


Wastefulness of Selling Terms 
By J. H. TREGOE 
Executive Manager of the National Ass'n 
of Credit Men. 


HEN a _ business 
Woe. to ‘the 
terms and not just commodities, dan- 
gers are brought about that are not 
always recognized until serious dam- 
age has been done. 


enterprise 
point of selling 


Carrying receivables is an item of 
operating costs that seldom appears 
in a budget or a calculation of operat- 
ing costs. It is a cost, nevertheless, 
and should be reckoned with, if the 
exact amount of operating costs is 
sought. If a commodity is sold at a 
certain price, and on terms of say 60 
days, two per cent for cash in 10 























The Appleton Electric Co., 1701 Wellington Ave., Chicago, has under construction 


a new concrete addition to its plant. 


This new addition will contain 100,000 square 


feet of floor space and as shown in the illustration is being built immediately ad- 


joining the present building which was erected in 1921. 
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IF IT’S MORE THAN 
PARANITE CODE REQUIRES 
IT’S RIGHT , 












SATISFACTION 
with 
PARANITE 


‘Satisfaction with this cord —appliance salesmen speak this truth 


when selling PARANITE equipped appliances. 


They know that twisting, knotting and strains of all kinds form a part 
of the life of an appliance cord. Experience has taught them that 
PARANITE appliance cords are built especially for this type of service. 


PARANITE appliance cords are extra flexible and unusually durable. 
PARANITE vacuum cleaner cord No. 18 has a conductor of 41 


strands of No. 34 gauge copper, giving it extreme flexibility. Ordinary 


cord has but 16 strands ot No. 30. Truly, PARANITE is “more 


than code requires. 


Every electrical appliance should be equipped with PARANITE. 


There's satisfaction in every foot. 


INDIANA RUBBER & INSULATED WIRE CO. 


JONESBORO, INDIANA 
CHICAGO KANSAS CITY NEW YORK 


140 S. DEARBORN ST. LOS ANGELES THE bay yy co. 
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Levolier 


Fixture 
Switch 


This sturdy, economical switch 
will bring your customers prof- 
its through its low cost of 
installation. Every lamp can 
be individually controlled. The 
miniature knife-switch mech- 
anism means sure and posi- 
tive action. Never gets out of 
order. Out of the way, out of 
sight, but always convenient. 





Can also be used in ceiling 
pans, canopies, brackets, etc., 
in addition to outlet boxes. 
Each switch supplied with 10 
feet of linen cord and composi- 
tion ball. Comes complete 
ready to install and easy to 
wire. 


The Levolier Fixture Switch 6-Amp., 250 Volts 
is approved by the Under- 
writers’ Laboratories, by elec- 
tricians and by industry itself. 


Write today for New Descrip- 
tive Bulletin. 





ESTABLISHED 1904 : J. L. Lavin, sales manager of the Tele- 
VALPARAISO - INDIANA tone Corp. of America, 449 W. Forty-sec- 


ond street, New York city, is such a busy 
individual that the photographer had to 
catch him on the fly in front of his Boston 


| office at 10 High street. Mr. Lavin is a 
real sales manager for he spends much of 
his time out in the field with his represen- 

| tatives and jobbers. Mr. Lavin’s com- 


pany makes the “Teletone” loud speaker. 

SZZZCC | 
182357 “4 oe mee | days, there is a carrying cost whether 
Po Sane a Me Ee | it is recognized or not, should the ac 
“Oy, Sea ee gue count not be liquidated until 60 days; 
and this cost really increases propor 








tionately if the account is carried be 
yond the 60 day period. If the dis 
count for cash is taken in 10 days. 
then the money should be used to an 
equal advantage in paying the cred 
itor’s obligations. If the discount 
offered for cash in 10 days is not re 
ceived until the expiration of 15 or 
20 days, then the creditor is severel) 
penalized and the carrying cost of the 





account very much increased. 

It happens all too frequently that 
business enterprises fail to recognize 
the cost of selling terms until the bal 
ance sheet at the end of a season or 
a year fails to meet expectations, and 
may show the business to have: been 
conducted at a loss or not up to an 
anticipated profit. 

Seemingly, of late, the competition 
in sales, instead of being confined to 


Mathias & Sons legitimate features, has taken the 
Established 1857 Chicage lil USA form of terms and discount offerings, 
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TYPE “NTA” 


TYPE “NTB” 








TYPE “NTC” 


TYPE “NTE” 





TYPE “NTLB” 





TYPE “NTLL” 





~ TYPE “NTLR” 





TYPE “NTT” 











Here are the worth while selling features of the 
Appleton Line. It will pay you to know them. 





All standard types of rec- 
tangular Unilets will be 
made with the No-Thread 
feature, in addition to the 
regular line of threaded 
Unilets. Standard rec- 
tangular covers may be 
used with the new No- 
Thread Unilets. 


TYPE “NTX” 


No-Thread Unilets 


Think of the many difficult wir- 
ing jobs that have taken more 
time than was allowed. Nobody 
likes those jobs—yet everybody 
can handle them profitably with 
Appleton No-Thread Unilets. 

Their simple efficiency elimi- 
nates tedious conduit-threading 
—the profit consuming part of 
every wiring job. With No- 
Thread.Unilets you simply cut 
your conduit—bend it to any 
angle and slip it into the fitting 
—tighten the nut—and you're 
done in jig time. 

The sectional view above illus- 
trates the simple features that 
take the time from an unneces- 
sary operation and adds it to the 
profit column of the job. By tight- 
ening the knurled nut, the inner 
steel ring is compressed onto the 


conduit. The inside surface of this 
ring has three projecting beads 
that pierce through the conduit 
enamel making a metal to metal 
contact, that assures a perfect 
running ground. 


At no place on the entire job 
is the conduit weakened by 
thread cutting—the joints are me- 
chanically secure and electrically 
sound. The No-Thread Unilets 
are made of malleable iron and 
so designed as to allow for more 
working space. Thus the speedier 
wiring effects a still greater sav- 
ing of time on each job. 

Appleton originated No- 
Thread Unilets in 1907 and in- 
troduced them to the trade in 
1909. Further information and 
specification will be sent upon 
your request. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue « Chicago, U.S. A. 


New York—150 Varick Street 


and CONDUIT 


STANDARD FOR 


Los Angeles—340 Azusa Street 





SUNILETS 


FITTINGS 


BETTER WIRING 
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conquer stubborn jobs—profitably 
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from 
Give 
Double 


from 


Theft— 
and They 


are Easy 


Sellers 


of 


Protec- 





tion 


McGill Loxon Lamp Guards eliminate loss from breakage and theft and possibly fire, 


both efficiently and at a reasonable cost. Loxon upholds all that the name implies—a 
guard to prevent breakage and a key to lock the guard to socket preventing theft. 


Loxon Guards are strongly made—will stand all the abuse called for in the life of a lamp 
guard—are easy to install and maintain and are easy sellers. 


In addition to the regular Loxon Lamp Guards, the McGill line includes various types 
for every conceivable need. Write today for new descriptive bulletin. 


= | Ra¢ GILL» 


MENUEACT URIS G CO. | 





VALPARAI SO - INDIANA 


sal 


Protection 


Breakage, 
Protection 





' rowed trom a ranger for the occasion 
| W. N. is “traveler” for the Inland Glas- 
| in ‘Texas, Oklahoma, Arkansas, Louisiani. 
| Mississippi and Alabama, and they say |) 





IN THE INDUSTRY 


























W. N. Rodriguez says that the “10 ga! 
lon hat” that he affects in this picture is 
not a regular thing with him, but was bor 


is very well liked down in that territory. 





| results of a business could not hav: 





.or conditions that will make it simp) 
| a trade discount, instead of what it 








FE. VERY person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER’S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JoBBER’s SALESMAN 


Send a dollar for a year’s subscription. 





the seriousness of which in the fina! 


been reckoned with. The discount for 
cash should not be granted on terms 





really is, a discount for cash. 
If, in selling on long terms, with « 


| discount for cash privilege, the cred 


itor is willing to accept a note pay 
able at the end of the period, with « 
discount allowed and interest added 








Indianapolis, is A. I. Clifford & Co 


























A prosperous manufacturer’s agent at 


agents for Multi-Elec. & Mfg. Co., Wads 
worth Elec. Mfg. Co., Reflector & Illumi 
nating Co., Eastern Tube & Tool Co 
Roach-Appleton Elec. Co., and Mario! 





| Ins. Wire Co. Left to right: A. | 


Clifford; A. I. Clifford, president, and C. J 
Ryan of the J. J. Ryan Elec. Co., Louis 
ville. A. I. Clifford was formerly manag« 
of Luxom, at Ft. Wayne, Ind. 
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Here Are The Answers to Three 
Big “Fan Sales” Questions 


1. 


Can my dealers make good 
sales on the fan line I pick 
to sell them? 


z. 





Can they make a good profit 


on it so that it will build my 
reputation asa good picker? 


3. 


Will the supply and the 
quality of the product be 
maintained so there will be 
a steady demand? 





The Day-Fan Fan Has Special and Exclusive Selling Features—Its 
Profits Make it a Dealer Favorite — The Company Behind it is 
Over 37 Years Old and Guarantees its Fans Without Time Limit! 















Features? Plenty! The Day- 
Fan Fan is known throughout the 
trade as “the fan with the big 
blow.” That makes a breezy talk- 
ing point on a hot day. The 
blades are big, and the motor 
husky enough to run them at max- 
imum efficient speed to drive—and 
at the same time shower a cooling 
blast of air. Then, too, the wind- 
ings are triple insulated to allow 
service in the heat and dirt of trop- 
ical countries where Day-Fan Fans 
are popularly used. 


Profits ? 


Attractive ey, 
made doubly so by the fact that 








For More Than 37 Years Manufacturers of 
High Grade Electrical Apparatus. 


the fan is a good, fast seller, pil- 
ing up a greater number of profit 
percentages at the end of the year. 


Quality and long-life for steady 
orders? The Day-Fan is made in 
a new 10 acre plant and has be- 
hind it an experience of over 37 
years building quality products 
first and selling them later 
and as for long life—we recently 
furnished repair parts from stock 
for a fan that had kept its owner 
cool for twenty-six years. 


Write us for information 





Day-Fan Motor 


Day-Fan Electric Company (Formerly the Dayton Fan and Motor Company} Dayton, Ohio 
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AN’T you 

just picture 

the wonderful 

time you would 

have at world 

famous French 

Lick Springs 

Hotel? Beauti- 

» fully located irf 

the semi-southern Cumberland 

foothills of Indiana, French Lick 

Springs knows no real severity 

of temperature. The two fine 18- 

hole golf courses can be played 

when weather interferes with 
play elsewhere. 


Only 40 miles from the center 
of povulation of the United 





Here is the Place~ 


for your next convention 


States. The recently completed 
new wing of the fire-proof, mod- 
ern French Lick Springs Hotel 
building includes a well-venti- 
lated ground floor, daylight con- 
vention auditorium of 1500 
seating capacity, giving thishotel 
first place among America’s con- 
vention sites. And, forthosewho 
wish, the health-giving waters of 
the Pluto, Bowles and Proser- 
pine Springs. 


Today, get full particulars. Write 
for illustrated booklet with de- 
tailed convention information. 
Address Convention Secretary, 
French Lick Springs Hotel Com- 
pany, French Lick, Indiana. 


FRENCH LICK SPRINGS HOTEL 
**Home of Pluto Water” 





























a 500 Rooms 


RATES 


Room without Bath— 
$2.00 and up 
Room with Bath— 
$2.50 and up 
Double Room with Bath— 
$4.00 and up 


Marble Coffee Shop 


TABLE D’HOTE 
Lunch + « 4 4 4 4 75¢ 
Dinner + + 85¢ &@ $1.25 


also 
Ala Carte Service 





J. Ross Duggan, manager of export of 


| the Westinghouse Union Battery Co., has 


been appointed vice-president in charge 


| of sales and has taken up his duties at 
| Swissvale, Pa. During the time Mr. Dug 

| gan has been at the head of the export 
| department with headquarters in the West- 
| inghouse Building, 150 Broadway, New 
| York, he has been prominently identified 
| with the automotive industry, both do 


mesti¢ and export, in that city. 





| from the expiration of the discount 
| for cash period to the expiration of 
| the net period, with legal interest 
| added, the real purpose of the dis 
count for cash has been abused, for a 
| note, even with a good endorsement, is 


not cash, and when discounted is a 


| contingent liability of the payee. To 


have such a practice creep into any 


| line of business for the purpose of 
| stimulating sales, spells ultimate fail 


ure. 
We cannot play fast and loose with 


| terms if we want to conserve profits. 


Terms are nothing more than what 
they are intended to be, the measure 
of the credit; to use them as a sales 
feature is attacking one of credit’s 
fundamental principles and will play 
havoc with any business if practiced 
too widely. Do not sacrifice stability 
and sound business methods to mere 
expedients, particularly when the ex- 
pedients will cause a serious back 


wash when ever done. 
* * 


Jefferson Glass Makes Chicago 


Appointment 
C. E. Lofland, Jr., Chicago manager 
of the Jefferson Glass Co., Follansbee. 
W. Va., has taken on H. J. Fenier as 
his assistant. Mr. Fenier was form 
erly connected with the Chicago offic: 
of the Macbeth Evans Glass Co. 
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The GOODRICH LINE 


@/y Porcelain Enameled Ceiling Fixture =, 




















Sales 
representatives Distributed 
in thru Jobbers 


only 


B33: 


principal cities 


RR 





























For Hospitals, Kitchens, Washrooms, Hallways or wherever a permanent finish is required the Goodrich 
porcelain enameled ceiling fixture is appropriate. Built of Armco rustless iron and coated with three 
coats of porcelain enamel fired under high temperature. It is made to withstand conditions under which 
an ordinary unit would deteriorate in a short time. Only one screw to loosen when cleaning the bowl. 
The method of hanging is simple and easy. There are no screws through the canopy to crack the enamel 
or unsightly nuts to mar the appearance. The glossy white finish may be cleaned as often as desired with- 
out the slightest injury to the enamel. Also furnished in solid brass, statuary bronze finish. 


Write for information on our complete line of porcelain enameled reflectors and other lighting equipment 


Goodrich Electric Co. 
1650 Ogden Ave., Chicago 
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Adelaide Street 


BELIEF THAT THE SALESMAN OF 


Woodward Ave. 








A New Detroit 
Hotel With A 
Definite Purpose! 


Equipped inthe finestand most 
modern manner—designed by 
a firm of world-famous hotel 
architects—directed by a man 
thoroughly versed in every 
phase of hotel management, 
the function of the new Savoy 
in Detroit will be to supply 
first-class hotel accommoda- 
tion at moderate rates. 


The Savoy has 750 rooms with 
baths, and is situated just six 
short blocks north of Grand 
Circus Park, on Woodward 
Avenue at Adelaide Street. 


It was designed by Louis and 
Paul L. Kamper (architects of 
the Detroit Book-Cadillac 
Hotel) and has as its managing 
director, A. B. Riley, formerly 
manager ofthe Bancroft Hotel, 
Saginaw, Mich. The Savoy’s 
rates are $2.50, $3.00 and 
$3.50, with suites and sample 
rooms ranging in price from 
$5.00 to $12.00. 


The cuisine of the Savoy is unsur- 
passed. Outstanding features of the 
Hotel are the Bohemian Room, 
the Coffee Shop and the Food Shop 

the walled-in Garden Court— 
the International Suites (each dec- 
orated in the national style of some 
foreign country)—the 20-chair 
barber-shop and the 18-booth 
beauty parlor—the Emergency 
Hospital, with a nurse in constant 
attendance—the Valet and C! eck- 
ing service—the Florist’s Shop- 
the Humidor—and the Gift Shop. 
The Savoy opens for business on 
September 15. 


A. B. RILEY, Managing Director 


OY 


Detroit, 





THE JOBBER 


Watch Your Step 

A firm’s letterhead contained the 
printed notice “all sales subject to 
strikes and accidents.” In litigation 
which developed as a result of the firm 
refusing to deliver merchandise sold 
to a customer because of an accident, 
the Court held that the seller agreed 
to accept the purchaser’s order and 
was bound to deliver the goods al- 
though an ordinary accident had oc- 
curred which may have interfered to 
an extent with the shipment of the 
goods. In this case there was no con- 
flicting meaning in the written and 
printed part of the contract, but the 
printed notice of the letterhead was 
held void because of its unreasonable- 
ness. 

Occasionally litigation results over 
misunderstanding with respect to a 
contract which comprises three dis- 
tinct forms of writing, namely: the 
printed letterhead; parts typewritten; 
and parts penwritten. 

The attitude of the Courts where 
this situation arises is disclosed by the 
outcome of a recent controversy based 
on the construction of a contract which 
was written, partly with a pen and 
partly with a typewriter, on paper 


IS THE MOST IMPORTANT MAN 


IN THE INDUSTRY. 





—_2— 
SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 


BOXES durability. 


Holyoke Products are: 

Regular single strand annunciator wire 

Regular twisted annunciator wire 

Multiple conductor annunciator wire 
braided cover 

Weatherproof single strand annunciator 
wire 

Weatherproof twisted annunciator wire 

Damp proof office wire. 
K wire 

Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and our 
+ products to get in 
touch with us. St 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best) SPOOLS 


The Holyoke Co., Inc. | 


611 BROADWAY 
New York, N. Y. 








containing a firm’s letterhead. The 


| Court in effect said that the penwrit- | 


ten part of the letter will be consid- | 
ered first, irrespective of the other | 
| 


























Rex Dyer, of Economy Electrical Mfg. 
; Co., Kansas City, in a characteristic atti- 
, tude, standing around doing nothing. Rex 
| is another ex-Texan to achieve more or 
; less fame and fortune up in the “United 
States.” 


KILLARK 


Box Cover 
Transformer 


FIVE SELLING POINTS 
Which will help you sell the Killark 


box cover transformer: 


- It will fit on any standard 4” or 
3%” round or octagonal 

. By the use of this transformer, 
it is unnecessary to leave the 
wires unprotected by conduit. 

. The transformer is guaranteed 
by the manufacturer. 
It may be returned to the fac- 
tory for free replacement if not 
satisfactory. 
It is fully approved by 
Underwriters. 


KILLARK ELECTRIC MFG. CO. 
3940 Easton Ave., St. Louis, Mo. 


the 
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Each Brand Meets 
Specific Purposes! 


HIGH TEST 





Of highest uniform quality, this scientifi- 
cally prepared friction tape possesses great 
tensile strength and gripping properties. 
The special sulphur-free adhesive rubber, 
with which the fabric is impregnated, 
withstands dirt, moisture, heat and cold. 
A durable, dependable tape at all times. 





HOLDFAST 


Also made in the Firestone factories at 
Akron, Ohio. Holdfast Friction Tape 
meets the demands in all trades and in 
the home. A good repair tape for every- 
day use, of known qualities, selling at a 
popular price. 





Garage mechanics, plumbers, electricians, carpenters—all who use friction tape will look 

to you for these two dependable brands. Stock them both for winter business. Sold in 
| bulk or convenient display cartons. Write nearest Firestone branch or the Home Office 
at Akron, Ohio, for prices and specifications. 


Firestone 


Friction Tape 
AMERICANS SHOULD PRODUCE THEIR OWN RUBBER... UrnuSsiurlend, 
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“HEINEMANN” 
and CUTOUTS— 


When you think of cutouts, think 
of Heinemann. 

For more than a quarter of a 
century, the name ‘‘Heinemann” 
has been closely associated with 
“cutouts.” 

Cutouts is all we manufacture. 
We have concentrated our efforts 
wholly on this one line and have 
developed it to a point where 
it is unsurpassed. 


CARTRIDGE FUSE CUTOUT 





Cat. No. 
2165-30 


Sell the last word in cutouts— 
*‘Heco”’ Products. Get a copy of 
our latest catalog. 


HEINEMANN ELECTRIC CO. 


““HECO” PRODUCTS 
PHILADEPHIA, PA. 
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| 


| is more important than the printed 





manufactures’ 








( gp qeetesnenonsenipete 


(COLLYER | 
Silk nat Cotton \ 


Ask about our 
display rack—it 
makes the sales \ 


)Collgerinsulated Wire Co. 


PAWTUCKET, R.T 
OOOO OOOO 





cago.— A new 


| catalog. 
| 

| shades 
| lamps are 


OF THE JOBBER IS THE 


printed or typewritten portions. And, 
further, that the typewritten portion, 


letterhead, and therefore, the printed 
statements of the letterhead are of 


| least significance. 


In other words, where a letter writ- 
ten on a letterhead is partly typewrit- 
ten and partly penwritten. the hand- 
written portion controls the intention 
of the parties, even though the type- 
written and printed portions indicate 
opposite meaning. 

So therefore, it is quite apparent 
that where a letter is written on a let- 
terhead, the written portion may con- 


trol the legal construction of the let- | 
| ter, even though the printed letterhead | 


contains statements in direct contra- 
diction of the body of the letter. 
* * * 
W. S. Sheets with Trico 

Walter S. Sheets, formerly 
agency business in 
has gone with the Trico 
of Milwaukee and is rep- 
the northern Ohio 


Cleveland, 
Fuse Co., 
resenting it 
territory. 


in 
* * 


Latest Trade Literature 

Edison Electric Appliance Co., 
Chicago.—Catalog supplement cover- 
ing a group of seven new “Hotpoint” 
appliances announced to the trade— 
paneled urn, paneled  percolator, 
waffle iron, round tray, Roman iron, 
Roman urn set, press kit. 

* * *& 

Westinghouse Elec. & Mfg. Co., 
East Pittsburgh, Pa.—Instructions 
for planning industrial lighting in- 
stallations, together with a worked-out 
typical problem are explained in the 
first pages of the 31 page catalog 
just released by the company on in- 
dustrial lighting equipment. This pub- 


| lication is known as catalog 47-A. 


* * * 
Beardslee Chandelier Mfg Co., Chi- 
line known as the 
line is described in a new 
Silk, parchment and glass 
for the new inside frosted 
shown in their natural 


“Niello” 


colors. 
* * * 


Mathias Klein & Sons Co., Chicago. 


| —A new catalog No. 26 is now ready 
for distribution. 
| new tools. 


It includes several 


* * * 


Electric Co., 
Conn.—Catalog No. 22, 


Hartford, 


Arrow 


| | edition, has just been distributed. | 
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A CONSTANTLY 
GROWING DEMAND 
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AISLELITES 


n days gone by, when the field 
ae range apt was considerably 
job could easily 
be handled by a ke oprenen. But 
wae with hundreds of new thea- 
tres and playhouses all over the 
country being completed every 
month, the AISLELITE field af- 
fords big a for a great 
stl: ie 
Con owners have 
found "teat ors A ISLELITES are the 
best suited for lighting the aisles 
in their theatres. You can get a 
good share of orders by taking ad- 
vantage of this acceptance. We'll 
send complete selling information on 
request. 


NATIONAL THEATRE SUPPLY CO. 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 31 Principal Cities 











Sales! 
Profits! 


Service! 
FITZ-M-ALL 


OUT-LET Box Hangers 
With Lath Hold 


Trade Mark 193347 


FITZ-M-ALL Outlet Box Hangers 
with Lath Holder are sold wherever 
Electrical Contractors know about 
them. 


Extensive national advertising has 
made them known and used from 
coast to coast. 


The low cost, time and labor-saving 
qualities are convincing, worth- 
while selling appeals to electrical 
contractors. 








loose leaf | 


Free Sample Sets to Dealers 


Mid-West Metal Products 
Company 
MUNCIE, INDIANA 
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A cordial invitation is 
extended to all our 
friends in the trade to 
visit our factory and 
inspect our modern 
manufacturing equip- 
ment and facilities. 


A complete line 
comprising 8 2 
wiring devices. 


Be sure to get 
your copy of 
this new, mod- 
ern catalog. 





Plain. 

Simple. 

Business Like. 

Easy to read. 

Easy to order 

from. 

Easy to get. 
MAIL 
The 

Coupon 
Now 


THAT THE SALESMAN OF THE JOBBER IS THE 


. 









MOST IMPORTANT MAN IN THE INDUSTRY.” 


CATALOG 

off the 
press. Mail the 
coupon now! 


just 


Leviton 


pf Mfg. Co. 
_-’’ 226-242 


Newell St. 
oe . Brooklyn, N. Y. 
i Mail us at once your 


new Catalog. 


PIN THIS TO YOUR LETTER- 
HEAD AND MAIL IT! 
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New 
Bell Ringing 
Transformers 


Outlet Box Type 


This remarkable new type is receiving 
exceptionally favorable reception from 
contractors everywhere. M-26 and T-26 
represent the greatest degree of efficiency 
in Bell Ringing Transformers. 











M-26 
8 Volt Type 
T-26 
6, 8 and 14 Volt 
DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


" TRANSFORMERS of MERIT for FIFTEEN YEARS / 

















New! 
Good! 
Profitable! 


FUSE 
PULLERS 


Show your custom- 
ers this fast-selling, 
profit making safety 
tool. 


Your Jobbers Sales- 
men’s Catalog sheets 
are ready! 


Mail the coupon 
NOW! 


TRICO FUSE MFG. CO. 
Milwaukee, Wis. 


Send Trico Fuse Puller catalog sheets to: 





Mr. 
Firm 
St. Address 





City and State 








| trical 
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|About Jobbers and Their Salesmen” 





'on anchors, plug cutouts, service con- 





|ing the new designs of Spanish and | 
Italian lighting fixtures ready for| 


information, 
| Prices on the items manufactured. A 
| feature of the book is a section given 
| over to wiring data for motors. 


This supersedes all previous catalogs. 
A number of standard packages have 
been reduced and certain items have 
been eliminated. A unique feature of 
the catalog is a sheet which gives de- 
livery dates on new products. 





Aladdin Manufacturing Co., Mun- 
cie, Ind.—A twenty-four page cat- 
alog showing the company’s entire 
line of lamps and shades in four col- 
ors. Some of these catalogs have 
been made up with an extra binder to 
fit standard price books used by job- 


bers’ salesmen. 





Jas. R. Kearney Corw., 424 Clay- 
ton Ave., St. Louis.—A bulletin cata- 
log. The corporation is a new organ- 
ization and this is its first catalog. 
Bulletins contained in the catalog are 


nectors for light and power service 
taps, guy wire clips, deadend eyes, 
and extension sleeve twisters. A com- 
plete catalog or single bulletins as 
specified can be obtained upon request. 





Allied Metal Industries, Ingle- 
wood, Calif—This company has just 





issued a leather-bound catalog show- 


distribution. 





Mutual Electric & Machine Co., | 
Detroit—Bulletin No. 107, supersed-| 
ing Nos. 102, 108, 104, 105, has just. 
been issued. It contains descriptive 
matter and net prices to the elec- 
contractor on “Bull Dog” | 
safety “Fusenters,” “Safto fuse” and | 
combinations of both. 





The Square D Co., Detroit, Mich.— 
Catalog 32 on the company’s line 
of switches, motor starters, porcelain 
material and other products, has just 
been issued. It contains 88 pages of 
illustrations and _ list 





Ivanhoe Division of the Miller Co., 
Cleveland, O.—‘‘Six Serious Thoughts 


is the subject of a 914 by 121% in. 
booklet on exceptional stock and with 
handsome cover. It comprises six 
Ivanhoe advertisements prepared for | 


| electrical necessities. 





publication in Tue JopsBer’s SALEs- 
Only one of the series 


MAN for 1926. 









“LORICATED,” the Pioneer 
Enameled Conduit, and “GAL- 
VADUCT,” the Oldest Brand 
of Galvanized Conduit, have 
stood the test of time. 29 
years of their use in many of 
in the 


country have brought these 


the finest buildings 


products to their present high 
standing with the trade. 

















AN 
EV’RYDAY 
SELLER 


Our two burner hot-plate is an every- 
day seller and an everyday profit-maker. 
It is one of the most attractive and 
popular items in the Ev’ryday line of 
It sells at a list 
price of $5.50 assuring quick turnover 
and increased eales_ It is built of heavy 
gauge steel nickel plated; Chromel heat- 
ing element; mounted on Heatco por- 
celain; inside wiring is No. 14 copper 
wire asbestos covered. Two reliable 
switches, two piece attachment plug: 
six foot standard heater cord; operates 
on-110 volts circuit. 





EV’RYDAY 
TWO BURNER HOT PLATE 


MARION ELECTRIC CORP. 


Manufacturers of “Ev’ryday” 
Electrical Necessities 


MARION, INDIANA 
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PROFITS -ARE-ASSURED 
wo REYNOLITE Molded devices 





Heap pm ager 

the 

late made. A superior 

or every purpose. 

Plate Display Board A-100 
to increase your sales 


REYNOLITE 
No. 610 


Appliance 
Cord Set 
De Luxe 


List Price 
$1.50 





BEYRouirg Heater Plugs, 
Appliance Connectors and 
Cord Sets are so obviously 
superior to the ordinary units. 
Designed for convenience 
safety and long service. Will 
le y sell on af 


r 





Order Your Stock Now 
forBigN ovemberSales 


"Ele isa REYNO| ITB Convenience Tap for every 
requirement -- Two-way -- Three-way -- Edison Screw 








Base Sockets -- Pin Type Outlets. All Plugs are con- 


vertible from Edison Base to Pin Type. REYNO| ITE 
Plugs are rich brown, always chosen on comparison. 


A\l BEYNOL ITs Heater Plugs and Switched Ap- 
pliance Connectors are designed for long service and 
safety. They are also furnished made up in cord sets 
with full six feet heavy duty extra flexible heater cable 
and two-piece attachment plugs. Sets with both 
switched or non-switched connectors for heavy duty 
heater or appliance service. 


Molded plates in four colors -- Brown, Black, Walnut 
and Mahogany. All plates furnished with attaching 
screws and molded heads. REYNO| ITE plates are 
available in all regular types and combinations. 


Merchandising methods are sound and consistent -- 
continuous advertising -- direct mailings -- cartoned in 
unit and display in three colors -- attractive counter 
displays -- five-piece, nine-color window trims -- dealer 
helps -- intensive missionary work and localized cam- 


paigns. 


REYNOJITE is always leading 


REYNO|JITE 





REYNOLDS SPRING COMPANY 
JACKSON, MICHIGAN 


Boston : New York : Philadelphia : Atlanta : Pittsburg : Chicago 


Detroit : Dallas : Kansas City : Los Angeles 





BEYRo Convenience Out- 
lets Plural Plugs are now 





the standard of comp 
and the most popular plu 
on the market. All are ric 


brown color and have the 

BEYRo_itg convertible fea- 

tures. Order Plug Display 
Board A-200 today 


© 


If you are not receiving 
Lite merchandis- 
ing and sales helps, 
write today for full 
information! 
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Mr. Distributor 


—you know 


J. M. EHRLICH 


For 
40 Years 
At Your Service 


Always Original 
And Now 


Promoting a New Line 
Of 


Popular Priced 
Lighting Fixtures 
And It’s the 
Spanish Gold Finish. 


Without Obligating Yourself 
Write 


J. M. EHRLICH 


PIONEER LIGHTING FIXTURE CO. 
525 Market St. 
Milwaukee, Wis. 


SAMPLES WILL BE SENT YOU 











Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 





Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Tunctc nat! Miesohassh 

1 Clersiand Portland. Cre. 
— Rochester 
Detroit marge 4 
Houston Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle Trade Mark 














features Ivanhoe merchandise ase 
such; the last five discuss various as- 
pects of the relationship that exists 
between Ivanhoe and those jobbers 
who are Ivanhoe distributors. It is an 
interesting fact that these six adver- 
tisements were written in a few hours. 
The experiences and beliefs on which 
they are built were secured on look- 
ing backward on more than 20 years 
of service to the ultimate consumer, 
through the electrical supply jobbers 
and the dealers whom he sells and 
serves. 


Buffalo Forge Co., Buffalo, N. Y. 
—Catalog 466 describing “Buffalo” 
unit heaters for industrial heating 
purposes, describing in particular the 
“Breezo-fin” and the new 
‘“Hi-pressure”’ units. 


heaters 


* K K 


Statement of the Ownership, Management, 
Circulation, Etec., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly 
at Chicago, Ill., for October 1, 1926. 
State of Illinois. County of Cook, ss. 

Before me, a notary public in and for the 
State and County aforesaid, personally ap- 
peared C. W. Forbrich, who, having been duly 
sworn according to law, deposes and says 
that he is the general manager of The Jobber’s 
Salesman, and that the following is, to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management (and if 
a daily paper, the circulation), ete., of the 
aforesaid publication for the date shown in 
the above caption, required by the Act of 
August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and general] 
manager are: Publisher, Electrical Trade Pub- 
lishing Co., 53 W. Jackson Blvd., Chicago, IIl.; 
editor, Howard Ehrlich, 53 W. Jackson Blvd., 
Chicago, Ill; managing editor, Henry W. 
Young, 53 W. Jackson Blvd., Chicago, III.; 
general manager, C. W. Forbrich, 53 W. Jack- 
son Blvd., Chicago, Ill, 

2. That the owner is: (If owned by a 
corporation, its name and address must be 
stated and also immediately § thereunder- 
names and addresses of stockholders owning 
or holding one per cent or more of total amount 
of stock. If not owned by a corporation, the 
names and addresses of the individual owners 
must be given. If owned by a firm, company, 
or other unincorporated concern, its name 
and address, as well as those of each indi- 
vidual member, must be given.) Howard 
Ehrlich, 53 W. Jackson Blvd., Chicago, I11.; 
Cc. W. Forbrich, 53 W. Jackson Blivd., Chicago, 
Ill. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, 
mortgages, or other securities are: (if there 
are none so state). None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders as 
they appear upon the books of the company 
but also, in cases where the stockholder or 
security holder appears upon the books of the 
company as a trustee or in any other fiduciary 
relation, the name of the person or corporation 
for whom such trustee is acting, is given; also 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and 
belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any other person, association, or corporation 
has any interest direct or indirect in the said 
stocks, bonds, or other securities than as so 
stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise to paid 
subscribers during the six months preceding 
the date shown above is (This information is 
required from daily publications only.) 

Cc. W. Forbrich. 

Sworn to and subscribed before me this 22nd 
dav of September, 1926. 

(Seal,) Elsie E. Stover, 
(My commission expires Dec. 10, 1929.) 
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Blandin 


Radio Cabinets 
JOBBERS! 


The new Blandin Line of Radio 
Cabinets is one that no jobber can 
afford to pass up. Many new fea- 
tures make this line a fast seller 
and profit maker. Send for circulars. 





BLANDIN PHONOGRAPH CO. Inc. 
1000 16th St. RACINE, WIS. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 


Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 








Universal Fuse and 
Circuit Tester 


: Shocks, burns and loss of time 
\) (WY) (iy) QL) (i) mever occur with the Universal. 
WN EVERY 





Electrician 
Building Engineer 
Trouble Man 
Meter Man 
Motor Man 
Line Man 
Inspector 
SHOULD 
CARRY ONE 
Fully Guaranteed 
Lessens the hazard of 
every electrical worker. 
Tests A.C. or D.C. 110 to 
600 volts. Retail, $5.00. 
ELECTRIC TESTER 
MFG. CO. 
1844 E. Glisan Street, 
Portland, Oregon 











Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card userse—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 






The John B. Wiggins Company 
Established 1857 
1157 Fullerton ive — om yned 
705 Peoples Gas Bldg. CHICAGO 
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Decorate with Artistic Lighting Equipment 
Come to Cleveland!a 


National 
lExiovontiom 


of 


ILislatims lequipment 


JOINT CONVENTIONS 


OF THE 
NATIONAL ASSOCIATION OF LIGHTING EQUIPMENT DEALERS 
AND 
ARTISTIC LIGHTING EQUIPMENT ASSOCIATION: 


— will be held at the Hollenden Hotel 
January 31st to February 5th, inclusive. 








ERE, all that is best and modern in lighting equipment will be displayed under 
H one roof. This is the first exhibition of its kind—nothing of greater educa- 

tional or business building value to the lighting equipment industry or to the 
consumer has ever before been attempted. 

Any lighting equipment manufacturer, jobber, dealer, builder, electrical con- 
tractor or architect, who would know of better artistic lighting equipment of quality, 
should attend this exhibition. Here, also you will gain a more thorough understand- 
ing of what can be accomplished through compaaatine effort in increasing lighting 
equipment Sales and installations. 

Come to Cleveland—your attendance at this exhibition will result in knowledge 
that can be turned to profit. 

Certain days this exhibition will be open to the public, also, and these buyers are 
certainly interested in what you can provide them in better and more artistic dec- 
orative lighting equipment, properly designed to harmonize with their surroundings. 


Again, come to Cleveland! The most modern equipment for the 
Home, Factory or Public Building will be displayed here. 


On Display— 


C l t d t 7 Ceiling and wall fixtures 
omp ere etaus Table and floor lamps 
Lamp shades and illuminating 
. ARTI Reduced Railroad Rates will apply. glassware 
% LIGHTING EQUIPMENT 24 ; i 
“™, ASSOCIATION Those desiring information as to space for exhibits may 9 and commercial 
- . . . . . . . . . unl s 
secure all details by writing or wiring Artistic Lighting Lighting equipment — parts 





Equipment Assocation, 424 Guarantee Title Bldg., Cleve- 


and supplies of all kinds. 
A National Organization land, Ohio. 


Metal furniture, etc. 
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V. V. FITTINGS 


REVERSIBLE 
A Phenomenal Improvement 


V. V. Fittings get their name from the phrase “Vice Versa,” meaning “turn- 
about,”’ because V. V. Fittings are reversible, one fitting being usable in either of two 
ways. The pictures below illustrate this reversible feature. 





V. V. TYPE 1 V. V. TYPE T 
Combines A, B and BE Fittings Combines T and TB Fittings 
The cover may be at- The cover may be 

prist.J tached to the fitting so attached to the 


Type T Fitting so 


that wires ma be , 
f that the wires may 


a brought out in line with be: beought ‘out in 
the conduit, or by sim- line with the branch 

TVPEB ply turning the cover or at right angles to 
~~ pQsiTION around, the wires may the branch. Thus, 
be brought out ata right again this fitting 





Rg angle to the conduit. may serve as either 
a4 Thus, this fitting may one of two types. 
rere serve as either one of A straight pull of 
"0 two types. A straight the wire is had in 
pull of the wire is had in either case. either case. Note the opening with the abundance 
V V TYPE L of space for making connections; very necessary 
gry tse in T fittings. 


Combines LL and LR Fittings 


Either Left or Right V. V. TYPE LFB 








thai nis eames Combines LF and LB Fittings 

on both the right side The V. V. Type LFB fitting 

and left side, so that it has a front opening and a back 

may be used as a right- opening so that this fitting may 
-¥ ~~ \ hand elbow or a left- re: be used in either of two ways. 
LEFT ( _@, 7 hand elbow by simoly ALL TYPE L, TYPE LFB, and TYPE L45 FIT- 
REVERSIBLE Vee ‘lustration shows the TINGS COME WITH ONE BLANK COVER AT- 


opening on both sides. TACHED WITHOUT EXTRA CHARGE. 
ALL SIZES 


Oceans of room for making connections. Extra large cover openings. 


4 Fittings Instead of 8 


Further Reductions with other Reversible Types 
A good profit, easy repeat sales, prompt delivery and a splendid opportunity to extend your business, is 
afforded you in “V. V.” Fittings. 
The “V. V.” proposition to bona fide electrical distributors is desirable in every way. 














The Big exclusive feature of “V. V.”” (VICE VERSA) Stock room space required. 
FITTINGS — R-E-V-E-R-S-I-B-1-L-I-T-Y — makes pos- Time necessary to keep up the stock. 
sible some remarkable selling points, such as It means to YOU a direct profit on 

Ease and speed of installation. A doubly quick turnover 
Simplicity of specifying and ordering. Increasing demand 

This big feature means to YOU a d'rect saving in Repeat orders 
Money invested. Satisfied customers. 


For instance suppose you customarily keep on hand a stock of 400 elbows—200 right and 200 left. With 
“V. V” FITTINGS, a stock of 200 will enable you to meet a demand for either 200 right or 200 left 
elbows. Thus you satisfy vour customers’ requirements just as promptly. Your investment will be HALF 
as large and your turnover TWICE AS FAST. 


The “V. V.” Sales Policy is built solidly upon a basis of strict faith in and with the distributor. 


V. V. FITTINGS COMPANY 


Philadelphia, Pa. 711 Cherry St. 
Chicago, Ill. 710 W. Jackson Blvd. 
New York, N. Y. 50 Church St. 
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“The House of a Thousand Lanterns” 
Weatherproof 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 








Write for Booklet #15 





No. 243 


Gruber Brothers 


392 Broadway New York, N. Y. 








PUT YOUR WIRES ON THE SURFACE WITH 


WiIREMOLD 


THE WIREMAN’S FRIEND 
























Wrigley for Quality 


STEEL TOGGLE BOLT 





HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge ste 


eel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman 8t., Chicago, IH. 


NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 


SEND FOR CONTAINING? 


— 


"i: MINNEAPOLIS, 








Caffrey Still in Manufacturer's 
Agency Business 

In a recent issue, reference was 
made to Harry J. Caffrey representing 
the Manhattan Electrical Supply Co. 
It was so worded as to appear that he 
had taken a position with the above 
company, whereas he is acting for it 
in the capacity of manufacturer’s rep- 
resentative, covering the New Eng- 
land states. He has not given up the 


manufacturers’ agency business 
started some time ago. 
* * * 


T. E. Harvey Now with Moran 

Thomas E, Harvey, who has been 
with National Metal Molding for 13 
years, left that company and is now 
representing H. C. (Mike) Moran, 
Pittsburgh manufactures’ agent, in the 


Cleveland-Buffalo territory. 
* * 


A. M. Witte to Represent 
Metropolitan in Detroit 
A. M. Witte, 2732 Springwells Ave., 
Detroit, has been appointed as the 
Detroit representative of the Metro- 
politan Device Corp., 1250 Atlantic 
Ave., Brooklyn, N. Y. 
2 © 
Steel City Builds Addition 
The Steel City Electric Co., Pitts- 
burgh, Pa., has just announced the 
building of a new addition to its plant. 
They attribute their growth to the 
marked support given them by their 
jobbers all over the country. 


* 
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Superior Quality 
Supplied with 
Superior Service 


Four Hundred 
Jobbers Stock 
S I Goods! 


SUPERIOR INSULATING 
TAPE Co. 


3046 Lambdin Avenue, 
St. Louis, Mo. 











ASK 
JIM BETTS 


He makes the only Flash- 
ing Plug with an uncondi- 
tional 5 year guarantee. 





1390 SEDGWICK AVE., N.Y.C. 





















YAGER’S 
Soldering 


Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 











CEDAR POLES | 


HUUTVOVOVOUTTOVONTOUNTETENUOVOOOTOTOOETIOTYTNYY 


Plain or 
Butt Treated 


Northern 





White Cedar 


Western 
Red Cedar 
 ALUJLLAALALLAABDADAAAALALAUUAUOIUMLLLLLULL 


T.M. PARTRIDGE 
































Lumber Company | 
Minneapolis, Minnesota 
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EVENING STROLLERS 
BRING PROSPERITY 


Eavortis Routes : 
Follow Lighted 
Window Displays 


“Show window lighting is fast be- 
coming an exact science according to 
leading experts. on illumination and 


on a basis of cold aun He 
knows his evening circulation and 
how much he pays for. electricity. 
The rest is arithmetic and, inasmuch 
as his lights switch themselves ont 
automatically late im; the ev: 
there is no waste.. ee O8 


An important duiclonmgal in this 


study is the effect of window Jighting 
on a street. unfrequented by. evening 
strollers. Tests have demonstrated 
that window shoppers can be culti- 


vated in such a neighborhood if the 


storekeepers. combine to light the 
length of the street with show win- 
dows. Group window.lighting of this 


sort makes a street resemble a lighted 
picture gallery and draws the steps 


of evening strollers quicker. (hin 
mere street lighting. ‘i 

It results of course that ihe habit 
once formed is not easily broken and 
the steps are retraced “by day when 
shops are open and people can buy. 


ed 
turn 
electric 
lights 
on and 
off 


regula ily 


An Experienced Dealer Said — 
“A TORK CLOCK is the most 


important factor in the use of 
electric light for advertising, and 
only a small item in its cost. 


TORK COMPANY, 12 East 41 St., 


NEW YORK. 
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“Unequaled in turnover” 


Says A. C. Wirick, of the W.& R. 
Electric Co., Indianapolis, Ind.: 
“When I started my electrical 
store I selected Eveready Colum- 
bia Dry Batteries and they have 
proved very satisfactory and also 
very profitable. I have always 
taken advantage of the splendid 
window display material you get 
out featuring these batteries, and 
find that doing so helps boost my 
sales considerably. I don’t believe 
there is another product to equal 
the Eveready Columbia Dry 


Batteries in profits and turnover.” 

Mr. Wirick’s satisfaction with 
his dry battery business is typical. 
When you sell Eveready Colum- 
bias to your trade you put your 
dealers in position to make repeat 
sales and also to get the new busi- 
ness that the powerful Eveready 
Columbia national advertising is 
producing. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 

New York San Francisco 

Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 








, -C.WIRICK- 


VIGWNT109 44VANAAF 


EVEREADY 


COLU MBIA 
Dry Batteries 


=they sell faster 


EVEREADy COLUMBIA 











Catal No. BS4F Catalog No. BS6F Catalog No. BS8F Catalog No. BS12F 
. Tries $4 00 Price $6.00 Price $9.00 Price $12.00 


New! 8 and 12 Circuit Bull Dog Fusenters 
with Plates Punched for Toggle Switches 


Constantly developing new improvements for 
better electrical control, Bull Dog now offers 8 
and 12 circuit as well as 4 and 6 circuit Fusen- 
ters with plates punched for toggle switches. 





The Bull Dog campaign on “Take it Out of 

the Cellar’ has already greatly advanced elec- 

tric wiring, making for safer, more convenient 

and more satisfactory installations. Bull Dog 

4 Circuit is always a step ahead with new products. 
Che ee oe Watch for future announcements. 


Bull Dog Products include a complete line of Catalog No. SG60F 
safety switches, panel boards and switchboards 
for every requirement of electrical control. 


Reduced Size of Standard Packages 
for Bull Dog Fusenters 


Write for new complete catalog (just off the 
press) showing new reduced quantities of 
standard packages and new price list. Fusen- 
6 Circuit ters are priced as low as $1.50 for 4-circuit 


Catal No. B6F 
Perens black finish, and are stocked by jobbers every- 
where. 


MUTUAL ELECTRIC & MACHINE CO. 


Detroit, Mich. 
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8 Circuit 
Catalog No. B8F 
Also 12 Circuit 


Catalog No. B12F Bull Dog Safety Switch 
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SAFETY 
IF IT ISN’T A BULL DOG nter Complete Line of Products for 
IT ISN’T A FUSENTER usenecis Ss Riectstcal Contre! 
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